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Imported-Car Dealerships in U. S. 


Imported Cars Only: 
Exclusives 


Imported-Domestic Duals: 


dan. 1, 1960 dan, 1, 1959* 


871 
1,610 


U. S. Duals with Captive Makes** 


U. S. Duals with Other Imports. 


Total Imported-Car Outlets in U. S 


*—Revised. 
**—Captive duals are: Buick-Opel; 
Ford Motor-Taunus; Chrysler Corp.-Simca; Rambler-Metropolitan; Studebaker- 
lercedes-Benz, and Studebaker-Auto Union-DKW,. Auto Union and DKW are 
considered Studebaker captives only in the Jan. 1, 1960, tabulation. 
@ 1960, by Automotive News 
* 


Pontiac- Vauxhall ; 


12,371 11,550 


15,172 14,031 


Ford Motor-English Ford; 





Import Deals Total 15,172; 
No Increase Since July 


By John K. Teahen Jr. 
Associate Editor 


7 headlong dash by auto deal- 
ers to grab every available im- 
port franchise has come to a grind- 
ing halt, the Automotive News cen- 
sus of imported-car dealerships dis- 
closes. 

And there are strong indications 
that the shakeout is now gaining 
momentum. 


The census found 15,172 dealers 
handling imported cars on Jan. 
1, 1960, compared with 14,031 at 
the beginning of 1959. Although 
that is a respectable year-to-year 
gain of 8 percent, it doesn’t tell 
the whole story. 

The entire increase was regis- 
tered during the first six months 

of 1959. Last July 1, imported cars 
were displayed in 15,160 dealerships 
across the United States. The total 


Domestic Stocks 
Top Million Mark 


For First Time 


By Maynard M. Gordon 
News Editor 
us new-model buildup lifted 
dealer inventories past the one- 
million mark for the first time in 
history April 1. 

The estimated stockpile of 1,- 
007,736 domestic cars brought 
dealers the firing line for what 
the factories still hoped would 
prove a 6%-million year for U. S.- 
make sales. 

Added to the spring burden were 
approximately 90,500 imported cars. 
The domestic total rose a modest 
7.3 percent from the March 1 ac- 
cumulation of 939,334, but imports 
skied more than 20 percent for 

* their’ largest upswing. 
* o* * 


ee the weight of a lot-clog- 
ging jam of cars of every shade 


and description, dealers reported a 
(Continued Page 2, Col, 1) 


American Is Top 


In Economy Run 


* ' By William Carroll 
West Coast Editor 


Te nr OLIS. — Annouticement 
of final results of the 1960 Mo- 
bilgas Economy Run proved what 
most observers said at the end of 
the first day: “Cars doing well on 
the first leg will be on top at the 
end.’”” 

Winner of Class A, compact 
cars, was a Rambler American 
Custom, with a cumulative aver- 
age of 28.3533 miles per gallon 
for the 2,061.4-mile trip from Los 
Angeles to Minneapolis. 


Driver of the Rambler was. Les 
(Continued on Page 58, Col, 1) 














rose by only 12 outlets during the 
last half of the year. 
+ * * 
HE second-half slowdown mark- 
ed the end of a phenomenal 
climb that saw the number of im- 
ported-car dealerships jump from 
less than 3,000 to more than 15,000 
in 30 months. 
Here are AvuTomotive News’ cen- 
sus figures for that period: 


I hr I a siesccdsXcoeesrmenads 2,930 
I AIG AIEEE ccd csssivasecoscabenadvecscvena 11,409 
4g ea 12,964 
Bs Te PI cosas vos.cccs kosdvadeosase seine’ 14,031 
UN i iis veceotsscocacscctaeeeiens 15,160 
I hg Res dlancssciastscticeseceaGadooes 15,172 


Of the 15,172 import establish- 
ments at the beginning of this year, 
12,371 (or 81.5 percent) also han- 
dled a domestic car. A captive im- 
port shared showroom space with 
its U. S. parent in 9,049 cases, while 
3,322 dealers were selling a domes- 
tic car and a noncaptive import. 

There are many reasons for the 
levelling-off of the imported-car 
dealership total, but three factors 
stand out. 

* ok * 
IRST and foremost is the advent 
of the Big Three compact cars. 
When these units began to appear 
on the market, many dealers lost 
interest in running an import- 
domestic dual. 

Secondly, many of the more- 
popular imports already have far- 
flung dealer organizations and are 
able to exercise a greater degree 
of selectivity in choosing new re- 
tailers, 


Finally, the fringe makes aren’t 
finding as many takers for their 
franchises. 

Some of them, like the Alice in 
(Continued on Page 60, Col, 2) 





Top Cars 


New-car registrations for two 
months: 


1960 1959 


Pos, Make Pos. 
1—227,401 Chev. 213,570— 1 
2—215,553 Ford 200,433— 2 
3— 60,713 Plym. 47,331— 5 
= 65,764 Rambler 42,956-— 6 

5— 54,282 Pontiac 52,875— 4 
6— 50,502 Olds. 55,924— 83 
j— 46,137 Dodge 17,565—11 
8— 39,423 Buick 42,518— 7 
9— 25,314 Mercury 22,251— 9 

10— 23,547 Cadillac 23,902— 8 

1l— 16,902 Stude, 19,249—10 

12— 11,803 Chrysler 8,218—12 

13— 4,746 DeSoto 6,134—13 

14— 4,555 Lincoln 5,034—14 

15— 2,879 Imperial 2,768—15 

84,773. Misc. 77,567 
Total All Makes 
924,294 845,846 


Further details on Page 54. 
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Hard-Sell Period-Here 
For Import-Car Market 


By Robert M. Lienert 
Associate Editor 
To imported-car market is in 
trouble in the United States, 
with sales and dealer. -morale skid- 
ding downward. - 

The difficulties, however, may 
not be so large as they seem, be- 
cause it is always .a bit discon- 
certing and uncomfortable to 
have to get off and walk after 
the gravy train grinds to a halt. 
If the imports ar@ ‘to rally and 

hold their share of the American 


VW, Renault Get 
Larger Share 


OLKSWAGEN and Renault are 

increasing their Share of im- 
ported-car sales, while the rest of 
the market is running well below 
year-ago levels. 

Just-released figures show 42,- 
704 new imports registered in 


battle cry, “Get out and sell.” 
The trouble with this is that for 
more than 80 percent of dealers 
handling imports, the get-out-and- 
sell exhortation applies first to the 
domestic lines with which they are 


market, it will have to be to the 
dualled 
* * * 


up in marketing studies of im- 
ported-car centers, include the fol- 
lowing: 

1. Sales are off—by as much as 
70 percent in some areas. 

2. Stocks are rapidly piling up. 
One make reportedly has “thou- 
sands” of cars in storage in Balti- 
more and other East Coast port 
cities. 

3. Dealership growth has levelled 
off, and these figures fail to show 
the rapid turnover in dealerships 
in the past six months. 

4. Distributorships are going beg- 


ging for certain lines in some areas. 
ok cad * 


February, compared with 40,585: a rE Dealers are beginning to 


(Continued on Page. 60, Col, 5) 





make demands on their distrib- 


Model Run Up 13 Percent; 
All Manufacturers Gain 


By Martin L, Whitmyer 
Staff Writer 


ya the compacts taking better 
than 24 percent of car assem- 
blies, 1960 model-run output for the 
first six months stood at 3,536,206 
units, or 13.8 percent ahead of the 
3,108,657 units of the 1959 model 
run at the end of March last year. 

The current model run _ built 
March 31 amounted to 63.6 per- 
cent of the entire 1959 run, which 
totalled 5,566,527 assemblies. 

All manufacturers. showed nu- 
merieal output gaing over the ’59 
model, American Motors rose from 
206,740 to 266,347 cars; Chrysler 
Corp. from 369,428 to 544,421; Ford 
Motor from 921,475 to 1,056,275; 
General Motors from 1,527,769 to 
1,579,087, and Studebaker-Packard 
from 83,245 to 90,126. 

Three manufacturers also im- 
proved their percent-of-industry 
ground. Chrysler advanced 3.50 per- 
centage points; AMC, 0.88, and 
Ford, 0.23. Off from a year ago 
were GM, 4.48, and S-P, 0.13. 


ae *” *” 


Qnonra’ the biggest gain on an 
individual basis was Dodge, 


Car Production Slumps 
Near Year-Ago. Level 


TRIKES and shortened work 

schedules offset record-breaking 
achievements at Comet, Falcon and 
Thunderbird last week to drop 
United States car output to the 
year’s low of an estimated 134,624 
units. 

Last week’s output also was 10 
percent below the 148,032 cars 
turned out the previous week, 
and only 1,881 units above the 
133,243 cars built during the week 
ended April 9 a year ago. 

The upsurge in output at Comet 
and Falcon plus near-record opera- 
tions at Rambler offset declines in 
assemblies at Corvair, Lark and 
Valiant and gave the compacts a 
record 29.7 percent of total industry 
output for the week, 

Output of 39,979 compacts last 

(Continued on Page ‘61, Col, 3) 





with a 2,74 percentage-point im- 
provement over the ’59 model run. 
As the new Dart grabbed four 
out of every five assemblies, 
Dodge turned out 195,183 of the 
current-model cars through the 
end of March, compared with 86,- 
498 units built through the same 
six-month period a year ago, Its 
percent-of-industry take this year 
was 5.52 percent, compared with 
2.78 percent a year ago. 
Other individual makerg showing 
(Continued on Page 61, Col, 1) © 
Ge x o* 


YMPTOMS of illness, as 


utors and factory reps. A year ago, 
they were inclined. to keep mum 
on complaints for fear of upsetting 


the apple ca 
has become the 
rule, rather th the exception. 
Some dealers are now running in 
the red. So are some distributors,. 
according. to reports. 
7. Used imports have turned sour, 
with only the roadsters moving 
(Continued on Page 60, Col, 3) 


New-Car Sales 
Setting Reeords 


Compacts Get 20 Pet. 
Of Registrations 


NEW-CAR registrations soared to 
record heights in February and 
in the first two months of the year, 
according to figures just released 
by R. L, Polk & Co. 

Contributing to the record- 
shattering performances were the 
compact cars, which accounted 
for 20.19 percent of the February 
total of 494,178, 

For the first two months, com- 
pacts took 19.79 percent of the total 
of 924,294. 





* * a 


Core were gaining at a 
faster rate than any other 
classification. In terms of volume, 
they were up 20.05 percent over 
January, from 83,114 to 99,779. 
Standard-sized domestic cars 
gained 14.71 percent, from 306,- 
582 to 351,695. Imports were up 
5.65 percent, from 40,585 to 42,704. 
Imported-car registrations took 
8.64 percent of the February total, 
(Continued on Page 4, Col. 1) 


Each Maker's Share for 6 Months... 


Model-Run Car Output—’60s vs. 


Model-Run 


Output, 


AMERICAN MOTORS 
Rambler 


CHRYSLER CORP. 


Ford Division 
Falcon 
Ford (Standard) 
Thunderbird 
L-M Division 


GENERAL MOTORS 
Buick 
Cadillac 
Chevrolet Division 
Corvair 
Chevrolet (Standard) .. 
Oldsmobile 


Model-Run Pet. of 
Output, Total 
1959 Output 


206,740 
369,428 
32,695 
27,562 
86,498 
11,412 
211,261 
211,261 


Pct. of 
Total 
Output 


7.53 
15.39 
1.32 
0.57 
5.52 
0.42 
7.56 
4.97 
2.59 
921,475 

784,743 


1,527,769 
211,804 
82,108 
812,437 


812,437 
222,320 
199,100 
83,245 
18,542 
4,703 


3,108,657 
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300 Models Fill 4 Coliseum Floors... 
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N. Y. Show to Star 80 Makes 


the promise of things to come, will 
be shown under one roof,” Snitow 
continued, 

“The public reaction to this show 
may very well chart the course and 


By Robert M. Lienert 
Associate Editor 

NEW YORK.—tThe International 
Automobile Show, which opens here 
April 16 at the Coliseum, will fea- 
ture more than 300 cars of every 
type in the largest, most compre- 
hensive auto exhibit ever staged 
in the United States. 

Over 80 makes will be elbowing 
for room in 230,000 square feet of 
space on all four floors of the 
cavernous Coliseum, said Charles 
Snitow, show president. Never 
before has the show provided so 
much space or featured so many 
models. 

“America at last has an auto 
show that is on a par with the 















a number of years.” 

The show will serve as a debut 
for several models making their 
first appearance in the American 
market. 

The new offerings, along with 
an unprecedented amount of dis- 
play space devoted to more sea- 
soned cars, give evidence that 
import firms are digging in for a 
fight to maintain their good-sized 
chunk of the American new-car 
market. 


major European shows at Lon- 
don, Paris, Frankfurt and Turin,” 


Snitow said. 


“This is the first time in America 
that the auto world of today, plus 


Domestic Stocks 
Top Million Mark 


For First Time 


(Continued from Page 1) 


rare absence of inventory prob- 


lems. 
The refreshing spurt in March 21- 


31 sales, abetted by a spell of hot 


weather in the East and Midwest, 


was by and large an “immediate 


delivery” situation for all shoppers. 

The pickup in March, support- 
ed by industrywide incentive pro- 
grams, kept the month-end in- 
ventory from a higher level. But 
many dealers were fearful that 
unless the increased pace were 

sustained through April and May, 
major overloading problems 

would result. 

That this prospect had filtered 
back to Detroit was evident in pro- 
duction cutbacks which cut once 
again the number of cars en route 
to dealerships. The in-transit total 
as of April 1 was 72,000 domestics, 
compared with 77,000 on March 1 
and a five-year peak of 85,200 
Feb. 1. 

* * + 


THE offing are new cutbacks 
and “inventory adjustments” on 
the part of factories, particularly in 
scheduling for standard-size cars 
and mediums. Chevrolet and Dart 
have sold impressively through 
March, but competition has failed 
to come up to original factory ex- 
pectations. 

The six compacts and Cadillac 
continued to enjoy high sales-in- 
ventory ratios. Even Corvair, 
which has been in production for 
nine months, reported a tidy sales 
gain in late March which narrow- 
ed dealers’ supply appreciably. 

Despite the March business rise, 
dealers held a 58-day supply of do- 
mestic cars at April 1, against a 
56-day supply the month before. 





100.8 Percent of 


Common 
Stocks April é March 30 1960 Range 


AMC....... 27% 26 28% -22% 
Chrysler... 55% 52 71% -50% 
Ford...... 74% 71% 92% -69% 
GM....... 474 45Vy 55%-43% 














Business Barometer 


Automotive News Economic Index — 


102.3 Percent of Like Week Last Year 


Last Week Last Year 

Auto Production ............... 148,032 107.6 110.6 
Truck Production .............. 29,015 102.1 111.9 
Auto Registrations—yYear to date.. 924,294 ‘hee 109.3 
Truck Registrations—Year to date. 127,822 ered 100.9 
Steel Production—tTons ......... 2,527,000 97.3 95.8 
Lumber Production—Board feet... 263,247,000 105.1 103.8 
Paperboard Production—tTons.... 304,514 96.3 103.1 
Soft Coal Output—tons ........ 8,715,000 99.9 107.3 
Oil Refinery Output—Borrels ..... 50,757,000 101.3 101.5 
Electric Output—Kilowatt hours.... | 13,452,000,000 97.1 107.3 
Barometer Freight Cer Loadings 355,979 103.0 94.0 
Department Store Sales index .. 131 101.6 92.9 
Stock .Market Price Index....... 398.2 98.8 96.0 
U.S. Gevernment Spending 

—Fiscal year to date .........++. $70,013,932,000 sas 99.9 
Commercial and Industrial Loans $31,054,000,000 99.9 ocak 
Savings Deposits ................ $30,392,000,000 100.3 100.3 
Used-Car Prices-—Average........ $1,035 97.3 91.3 
Business Failures ................ 356 124.5 125.4 


(April 11, 1960) 


Among models being shown for 
the first time in the United States 
will be the Facel Vega Facellia, 
Austin and Morris 850, Volvo sports 
coupe, Jaguar 3.8, Daimler Majestic 
Major, Rolls-Royce Phantom, 
France Jet, Citroen Prestige, Borg- 
ward Big Six and two specialized 
vehicles, the Amphicar and Travel- 
car. 

Plymouth will display publicly for 
the first time its XNR, which it 
describes as “America’s newest 
‘idea’ car that sets the pattern for 
an entirely new concept in auto- 
mobile styling.” 

The XNR has streamlining fea- 
tures off center and concentrated 
around the driver. A single fin, in 
the form of a graduated plane, runs 
the length of the car. 

The Citroen Prestige is a spe- 
cial version of the DS-19, intend- 
ed to be chauffeur-driven. It is a 
luxury model fitted with an inter- 
com system between the driver’s 
and owner’s compartment. 

The Facel Vega Facellia is a 
new super-luxury two-seater from 
France, which is basically a scaled- 
down version of the big, Chrysler- 
powered Facel Vega coupes and 
hardtops. The Facellia, however, is 
powered by a Facel-built, four- 
cylinder engine rated at 115 horse- 


power. 

The Austin and Morris 850 are 
the new super-small cars from 
British Motor Corp. They feature 
full-four-passenger interior dimen- 
sions although the car is only 120 
inches long. 

The space problem is solved by 
mounting the four-cylinder, 
water-cooled engine crossways 
over the front wheels and utiliz- 
ing front-wheel drive. 

Volvo's sports coupe, the P-1800, 
is based on standard units included 
in existing Volvo cars, but it has 
a sleek new body and a more lux- 
urious interior. 

The 2.3-liter Borgward Big Six 
features independent suspension on 
all four wheels by means of coil 
springs. With a displacement of 
136.6 cubic inches, the engine de- 
velops 100 horsepower. 

The Jaguar 3.8 will be intro- 

duced at the show as “the fast- 
est sedan of its class in the 






Last Week 





Percent of 
Percent of Like Week 


























Common 
Stocks Aprilé March 30 1960 Range 







iH.. 45 45 50% -43 

Mack..... 445% 41 52%-39% 
Meet. pied 15 13%, 24%-12% 
White 54%, 51% 67%-50% 







world.” The 3.8 uses Jaguar’s XK 
engine, which produces 225 horse- 
power with its twin overhead 
cams and twin carburetors, 


The Daimler Majestic Major fea- | 


direction of the auto industry for|tures a 220-horsepower V-8 engine = 
and is available with automatic = 


transmission and power steering. 

The Rolls-Royce Phantom V, 
measuring almost 20 feet in overall 
length, is the largest Rolls ever 
built. Two of the chauffeur-driven 
limousines will be displayed. Basic 
price of the seven-passenger limou- 
sine, which has custom coachwork 
by James Young, Ltd., is $26,350. It 
features such niceties as air condi- 
tioning, lamb’s wool carpeting and 
a new aluminum V-8 engine. The 
color, of course, is black. 

The Amphicar will be making 
its international debut at the 
show: The West German import, 
when driven off the road into a 
lake or river, becomes a boat. 

The Amphicar has a self-support- 
ing floating body with a wheelbase 
of 80 inches, length of 13.5 feet and 
weight of 1,738 pounds. 

The Travelcar is sort of a mobile 
home built on a Chevrolet or Ford 
forward-control truck chassis. The 
American-built unit has seats for 
six, standing headroom, four berths, 
dinette, window screens and shades, 
fluorescent lights and separate 
heaters for use while driving and 
while stationary. 

The France Jet, about which few 
details have been revealed, is de- 
scribed by its United States distrib- 
utors as “the least expensive sports 
car in the world.” It is expected to 
sell for $1,495. The body is made of 
aluminum-reinforced fiber glass. 

These newcomers will be joined 
by half-a-hundred other makes, 
including five Soviet vehicles: 
Two Moskvich sedans and a sta- 
tion wagon and two Volga se- 
dans. 


Show officials expect attendance 
to top last year’s record 250,000. 
The show closes April 24. 


N. D. Dealers Told 
Compacts Won’t 
Bring Sales Boom 


GRAND FORKS, N. D.— Don’t 
expect a sales boom in 1960 as a 
result of the Big Three’s introduc- 
tion of compact cars, dealers were 
warned at the 27th annual conven- 
tion of the Automobile Dealers 
Assn, of North Dakota. 

George Dixon, ADAND manager, 
said compact sales should be high, 
but very likely will be purchased 
by people who otherwise would 
have gone to the larger cars or im- 
ported makes. 

New-car registrations will con- 
tinue to run between 19,000 and 20,- 
000 annually in the state, he pre- 
dicted. 

In April, 1959, Dixon said, he fore- 
cast that sales for the year would 
be “slightly more than 19,300.” The 
final count was 19,348, he noted. 

R. M. Stoudt, Jamestown, was 
installed as president, succeeding 
Charles J. Whittey, Bismarck. 

Bruce Theel, Rolla, was seated as 
vice-president, and Don Moe, Minot, 
and William Wallwork jr., Fargo, 
were added to the board of direc- 
tors, 


Price-Sticker Law 
Faces Challenge 


PITTSBURGH, — Constitutional- 
ity of the federal price sticker law 
will be attacked for the first time 
in a Federal District Court hearing 
next month. 

Attorneys for Melville Cummings, 
Baum Blvd. used-car dealer, have 
raised the constitutionality issue by 


asking for dismissal of a de-stick-| 


ering charge against Cummings. 

The defendant was accused of re- 
moving price labels on new Chev- 
rolets and Oldsmobiles purchased 
in outstate Pennsylvania. 

Samuel Rosenzweig, an attorney 
for Cummings, said Section 3 (c) of 
the law will provide a central part 
of the constitutionality attack. 
This section requires that every 
sticker carry the name and location 
of the dealership for whom the car 
is to be delivered. 








Bigger Borgward Bows— 


The 2.3-liter Borgward Big Six, due to enter the United States market later on, will 
be displayed for the first time in this country at the International Automobile Show in 
New York. The four-door sedan features independent suspension on all four wheels 
with coil springs all around. Wheelbase is 104.3 inches; length, 185.6 inches, and 
weight, 2,755 pounds. The engine, with 136.6 cubic inches of displacement, develops 


100 horsepower. 


March Winds Up 
In Sales Flurry 


Chevy Sets Record; 
Chrysler Spurts 
EW-CAR sales sizzled in the 11- 


day final period of March, ac- 
cording to a raft of factory re- 
ports last week. The period included 
only one Sunday and saw a brief 


spell of hot weather in the North 
and East that de-hibernated cus- 


tomers and added “spring” to the 


list of dealership sales incentives. 


Chevrolet carded an alltime 


monthly and quarterly record and 
even broke down sales data on its 


compact Corvair. Cadillac also 


smashed alltime records. 


Chrysler Corp. reported its best 
10-day sales since August, 1957, 
as Dodge zoomed to an eight-year 
peak. Plymouth-Valiant combined 
was up, with the compact out- 
pacing Plymouth for March. 

Rambler enjoyed its best March 
and first quarter, while Lark’s 10- 
day sales set a record. Mercury, 
with the new Comet selling 610 a 
day, Oldsmobile and Pontiac also 
reported sales gains. 

OK 


* * 


Chrysler Corp. 


era sales of Chrysler Corp. 
cars for the last 10 days of 
March were the highest of any 
10-day period since August, 1957, 
according to Byron J. Nichols, 
automotive.sales group vice-presi- 
dent. 

For the 10 days ending March 31, 
he said, retail sales totalled 41,827 
cars, a 72 percent increase over the 
middle 10 days of March and a 107 
percent increase over the last 10 
days of March a year ago. 


For March, retail sales totalled 
92,708, Nichols added. It was the 
highest monthly sales total since 
August, 1957, and was 68 percent 
over March last year, he said. 

+ * * 


Dodge 
BRRTAL sales of Dodge cars in 
March were the highest for any 
month since May, 1952, according 
to M. C. Patterson, general man- 
ager. 

Patterson reported that 35,206 
Dodge and Dodge Dart cars were 
sold last month, compared with 11,- 
892 in March, 1959. This is an in- 
crease of 196 percent, he added. 
Sales in May, 1952, were 35,774. 


The Dodge general manager 
said retail sales in the final day 
sales period of March totalled 
16,180—an increase of 290 per- 
cent over the 4,150 cars delivered 
in the same period a year ago. 
No Dart breakdown was given. 

” + + 

| 


Chevrolet 


HEVROLET announced that 
4 sales during the first quarter of 
| 1960 have broken four alltime com- 
| pany records. 
| General Manager E. N. Cole said 
|both car sales and combined car 
}and truck retail deliveries during 
| the first three months of 1960 sur- 
|passed previous company records. 
In addition, both car and combined 
car-truck totals for March also 
reached new highs. 

Cole said March car sales of 
more than 172,000 units were up 








30 percent over 1959 March de- 

liveries and surpassed the previ- 

ous company record of 155,475 

sold in March of 1955. 

First-quarter car sales were more 
than 439,000 units, up more than 
20 percent over the comparable 1959 
figure. Previous first-quarter car 
high for Chevrolet was 406,204 in 
1956, Cole said. 

Corvair sales during March were 
more than 21,000, bringing total 
first-quarter Corvair sales to more 
than 56,000 units, Chevrolet stated. 

+. * * 


Cadillac 


WO new sales records were re- 

ported for the ’60 Cadillac. Do- 
mestic retail deliveries for the first 
quarter were the greatest in any 
year in the division’s 58-year his- 
tory, and March sales were the 
best ever for any March, according 
to James M. Roche, general man- 
ager. 

The first quarter totalled 41,105 
Cadillacs, surpassing the former 
high of 39,491 of last year. Ac- 
counting for the new record, ac- 
cording to Roche, were 13,403 
deliveries in January, the alltime 
best February of 13576 and the 
new March record of 14,126. The 
former March record was 13,619 
in 1955. 

Roche said Cadillac dealers de- 
livered more cars during the last 
10-day period than in any in the 
division’s history. Domestic deliv- 
eries during the final third totalled 
5,981, surpassing a 10-day record of 
5,834 that has stood since the last 
third of August, 1950. 

* * * 


Rambler 


AMBLER retail sales set new 

alltime March and first-quarter 
records, Roy Abernethy, vice-presi- 
dent of automotive distribution and 
marketing of American Motors, an- 
nounced. 

Sales in the January-March pe- 
riod totalled 100,466, up 37 percent 
over the previous record first quar- 
ter of 1959 when dealers sold 73,138 
Ramblers. 

Peak March sales of 37,205 
were the third highest for any 
month in Rambler history, topped 
only by April and June of last 
year, Abernethy said. 

Sales in the 10-day period rose 
to 16,242, against 11,698 last year, 
and compared with 8,852 and 12,111 
in the first two periods of March. 

The first quarter also was the 
second highest of any three-month 
period in Rambler history, exceeded 
only by the 116,953 sold in the April- 
June period of last year, Abernethy 
said. 


- 





Radio Quiz to Star 
Williams, Rubin 

CLEVELAND. —A community 
report on the automotive indus- 
try will be the keynote April 14 
of a half-hour radio program 
over KYW by Birkett Williams, 
president of the National Auto- 
mobile Dealers Assn., and Irv 
Rubin (Checker), a past presi- 
dent of the National Independent 
Automobile Dealers Assn. 

To be heard at 9:30 p.m, on 
“Program PM,” the two automo- 
tive leaders will answer questions 
telephoned to the studio by audi- 
ence listeners. The questions will 
be screened by Program PM host 
Carl Stern, and Sanford Markey, 
KYW news editor. 
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ha make progress from 


time to time in formulating ad- 
vertising codes, but when sales slow 


up there is always a maverick or 


two who manage to make the 
whole classified section look like 
the midway of a gyp carnival. 

One deceptive device vies with 
another to the point where all 
become ineffective. 


Should a dealer waste his money | 


and time by joining the fray? Or 
would he be better off devoting his 
efforts elsewhere? 

The medium that allows the cre- 
dibility of its advertising voice to 
be destroyed by deceptive ads is 
facing the same sort of fate as the 


deceptive advertisers, 
ad * * 


Examples 


os examples of the extremes to 
which deceptive ads can go, 
take a look at the classified page of 
a recent issue of a Miami news- 
paper. 

One ad features “your choice, 
Falcon or Fairlane,” with the price 
$1,680 in big type. The small type 
says the price includes a number of 
things which appear designed to 
confuse the reader and separate 
him from the gimmick, like “five 
tires, positive action windshield 
wipers,” etc. 

And then you come to this inter- 
esting item: “After 1/7 Down — 
cash or trade.” When you think 
about it for a time, it appears that 
the price is not $1,680, but $1,680 
plus one-sixth of $1,680. 

But this big-type deceptive 
price is beaten twice on the same 
page by other dealers. Another 
Ford dealer advertises Falcons at 
the big-type price of $1,595. The 
big-type price has an asterisk, 
which leads you to this mysteri- 
ous statement: “With sufficient 
trade.” 

This would appear to make the 
price whatever the boys at the 
dealership can shake you down for. 

But there is more yet. The low, 
low price in big type on the page 
is $1,499, and in this case the small 
type is a little more definite al- 
though just as deceptive: “And 
your $350 trade-in.” At last you can 
figure out that the price is not 
$1,499 but $1,849. 

ck 


* * 


Spoil Real Price Ads 

UCH ads, of course, can do noth- 

ing more than spoil the attrac- 
tion for the makes that do have a 
price advantage, Significantly, the 
dealer in one such make, the Eng- 
lish Ford line, doesn’t bother men- 
tioning his price at all. He simply 
advertises: “It pays to read the 
fine print. Whether you're signing a 
contract or reading an ad. Ads can 
be mighty confusing sometimes, 

“Deals can also be confusing. 
If you'd like to be sure of the 
best deal and the lowest possible 
payment, be sure and see us for 
your English Ford. Home of the 
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Dealer Forum 


by Robert M. Finlay 









‘Big League’ Service Department, 
Grentner Bros.” 


If I had to advertise on such a 
page, I'd prefer to use the Grentner 
ad, but it seems to me that the 
whole medium is so undermined by 
deceptive devices that reputable 
dealers would do well to consider 


efforts to develop prospects in a 
clearer atmosphere. 
+ * * 


ARKETS in some cities are bet- 

ter than others. Miami is one 
of the worst we've heard of lately. 
Yet, in Detroit, the pages of a 
hometown paper can be confused— 
and this by one dealer who 
stretches across many lines, some 
of which he holds a franchise for 
and some of which he does not. 


For instance, in a recent edition 
one dealer had separate display ads 
in the classified section making 
these offers: 

1., Renault—$7 a week (in big 
type), with normal down pay- 
ment or average trade (in small 
type.) 

2. Save $600 (big type) below 
compact car prices (small type) on 
the 1960 Renault $1,370 (big type). 
The ad showed a picture of the 
Dauphine but after the price of 
$1,370 was (in small type) Poe 
4CV, which is the cheaper model. 

3. Factory official ’59 DeSoto like 
brand new, as low as $2,385 (big 
type). 

4,.. $1,960 Valiant very slightly 
used, Save up to $500 (big type). 

5. Valiants, complete equipment, 
$1,775. 

6. 1960 Plymouth club sedan 
$1,849. 

7. Brand new 1960 Renault all 
colors $1,370. 

8. On their way. More cars di- 
verted from Cuba, 

9. Brand new ’59 Plymouth . .. 
Below factory invoice, Must be sold 
now, 

The same dealer does quite a 
(non-franchise) business in new 
Volkswagens. This apparently 
wasn’t his day to advertise them. 

* ~ +. 


NADA Lists Procedure 
To Battle Deceptive Ads, 


Eprror’s Note: Below is a letter 
to members of the National Auto- 
mobile Dealers Assn. from W. H. 
Mitchell jr., chairman of NADA’s 
Advertising Ethics Committee: 

Bad dealer advertising is not 
dead. It is not even dormant, Ris- 
ing inventories of new cars and a 
soft used car market are combining 
to revive the malpractice which 
does more to destroy the ethical 
franchised new car dealer than any 
other business hazard with which a 
dealer has to contend. 

In the areas where bad advertis- 
ing exists, dealer morale is lowered 
to a point where sales efforts do 
not measure up to either true po- 
tential or to the factory quota. 
Thus, wild advertising claims to 
create temporary volume selling for 
a minority of dealers affects the 
quality dealers’ sales volume ad- 
versely. 

In the Advertising Ethics Com- 
mittee’s contacts with Detroit, it 
has been very apparent that the 
manufacturers recognize the haz- 
ards of this type of selling with 
the aid of bait, false, misleading, 
unethical and gimmick advertis- 
ing. 

At a meeting of the committee 
with top officials of the manufac- 
turers, a mutually accepted proced- 
ure for fighting bad dealer advertis- 
ing was designed, Its success de- 
pends on every NADA member’s 
cooperation at the grass-roots level 
and NADA follow-through at the 
factory level when your efforts fail 
to produce the desired results in 








your own individual area. 


The procedure, a slight revision 
in the method we have been pur- 
suing, is simply this: é 

1, Initially, you are requested to 


protest the bad advertising of deal- 
ers in your own make to your local 
factory representative, by letter, 


(Continued on Page 8, Col. 5) 












By William Ullman 
Washington Bureau Chief 


tion and Stabilization. 

Although, as one witness put 
it, it is considered “unseemly” to 
oppose disclosure of truth in any 
way, the complications of trans- 
lating credit charges into simple 
interest per annum plus many 


Study Code of Ethics— 


Members of the Judiciary Committee of the Greater St. Louis Automotive Assn., 
which handles complaints under the association's new code of ethics, go over the 
code with the association president. Shown are, seated from left, M. A. Dorn; R. E. 
Murray, committee chairman; Ben Lindenbusch, association president and ex officio 
member of the committee; standing from left, Robert E. Murphy, Emerson Planck, Art 


O'Leary and M. L. Mallory. 
Pe oe 


WASHINGTON. — Considerable 
and strong opposition has arisen to 
the truth-in-lending bill, still in the 
hearing stage before the Senate 
Banking Subcommittee on Produc- 


Too Complicated, Senate Told ... 


Lending Bill Rapped 





possible side effects have caused 
retailers, lending institutions and 
even one educational group to 


oppose the measure. 


hearings. 


Douglas, the bill’s sponsor, 


Code of Ethics Leads 
To Effective Promotion 


ST. LOUIS.—The Greater St. 
Louis Automotive Assn. has set up 
a code of ethics and already found 
it has the basis for effective promo- 
tion, according to Ed Hayward, 
executive vice-president. 

Hayward said the code was 
drawn up because the association 
felt “it is high time the dealers 
earn some respect from the pub- 
lic and bring back a little dignity 
to our business.” 

The program was billed in a press 
release and advertisements as an 
effort to protect car buyers and 
ethical dealers against sales and 
advertising malpractices. Eighty 
dealers will display the official seal, 
signifying adherence to the code, in 
their showrooms and their adver- 
tising matter. 

The code contains provisions for 
its enforcement. An Ethics Judici- 
ary Committee has been set up to 
hear complaints. 

Dealers found guilty of first vio- 
lations will receive written warn- 
ings. Second and third warnings 
can bring suspension from associa- 
tion membership and the assess- 
ment of fees for reinstatement. 

When dealers are found guilty 
of a fourth violation, they can be 
expelled from the association. 
Rulings of the committee can be 


Buffalo Dealers Revising 
Ad, Selling Standards 


BUFFALO.—At the suggestion 
of the Better Business Bueau of 
Western New York, the Buffalo 
Automobile Dealers Assn, has 
been working on revision of its 
advertising and selling standards. 
New cars will be included in the 
recommended revisions, a BADA 
spokesman said. 

Association directors will dis- 
cuss proposed revisions at its 
next meeting, the spokesman 
added. 


appealed to the association’s 
board of directors. 


The code outlaws just about all 


of the auto-retailing practices 


which have been found objection- 
able in recent years—highballs, 
would you takes, blank loan papers, 
referral plans and bushing. 

Car guarantees, statements on the 
mileage on used units and other 
representations made in sales must 
be fair and accurate. 

The rules on advertising strike 
on bait and comeon ads and other 
efforts to pull in customers with 
offers which don’t say what they 
seem to say. 

Also barred from advertising are 
derogatory comments about com- 
petitors and their products and 
superlative statements which can- 
not be proved. 


On the House... 


Despite the sponsorship of 22 
senators for the full disclosure act 
and the determination of Senator 
Paul Douglas, Illinois Democrat, 
the opposition—with the organized 
auto dealers still to come—appears 
more formidable with each day of 


in- 
sists that translating monthly in- 


terest rates into a yearly interest 
rate would be meaningful to the 
consumer and not oppressive to the 
lender or seller who could use 
ready-made charts to arrive at a 
quick initial calculation. 


Senator Wallace F. Bennett, Utah 
Republican and a former Ford 
dealer, is equally insistent that the 
calculation of simple annual inter- 
est from a time-payment purchase 
with interest charged on a declin- 
ing balance is misleading and so 
complicated that not even the ex- 
perts can agree on methods or even 
the true interest rate. 

In short, says Bennett, this kind 
of bill cannot be operated by the 
kind of people who would have to 
operate it without complete chaos. 


Several witnesses made the 
point that higher prices would re- 
sult and both cash and credit 
customers would be hurt, When 
the retailer was confronted by 
the difficulties inherent in the bill 
and the fear of losing customers, 
he would put his credit charges 
“underground” and raise his 
markup. 

While this could be done without 
the public’s knowledge in many in- 
stances, it could not be done secre- 
tively by auto dealers who must 
display price stickers on the wind- 
shields of new cars. They, of all 
retailers, would be most vulnerable. 


In fact, so far in the testimony 
—with the National Automobile 
Dealers Assn, still to state its posi- 
tion—car dealers have been the 
most frequently given example. 

Peter Hanle, AFL-CIO spokes- 
man who favors the bill, admitted 
under questioning that he thought 
it would have an immediate ad- 
verse effect on car sales, although 
he thought the long-term effect 
would be one of stability in pro- 
duction and sales. 

He said that had credit been 
tighter and rates lower in 1955, the 
1956 car sales would have been 
higher. He also predicted that 
lower credit rates would result in 
more sales for medium-priced cars, 

The question of car financing 
even came up in the testimony 
of William McChesney Martin, 
chairman of the Federal Reserve 

Board. He admitted that he “sim- 

ply couldn’t make head or tail” 
of the interest charges in some 

auto-finance contracts he had 
seen. 

Douglas later commented that if 
the top banking official of the 
United States couldn’t understand 
what simple annual interest he was 
paying, then the consumer was not 
likely to unless he was given this 
information clearly. 

Martin, however, repeated that 
the Federal Reserve Board wanted 
no part in administering the bill 
which would require it to “police 
the trade practices of hundreds of 
thousands of credit granters over 
which it now has no supervisory 
authority.” 

Even by exempting business 
loans, he said, “the proposed regu- 
lation would apply to hundreds of 
millions of individual transactions, 
(Continued on Page 58, Col, 4) 































While new vehicle gross profit dropped from $211 
per unit in January to $191 in February, net operat- 
ing profit of members of the Chicago Ford dealer 
association declined sharply to $8 per new vehicle in 
February. In January the net profit (before taxes) 
was $40 per unit while in February, 1959, the figure 
was $63... Dallas, Las Vegas and Philadelphia are 
additional cities whose overall facilities will now 
permit holding of NADA conventions; previously 
approved cities are Atlantic City, Chicago, Detroit, 
Miami Beach, New York City, San Francisco and 


Washington... 
Wemhoft 





Vice-President J. L. Rouse Sr. is heading an in- 


tensified membership drive by the Alabama dealer association .. . 
Montgomery (Ill.) dealers have reactivated their association, with 
Tiny Johnson as president and Will Godbey as state association 


director .. 


. Toledo association has changed format of its bulletin, 


now called The Reporter ... Buffalo dealers are working with BBB 
on revision of advertising and selling standards ... 
Chicago dealers have formed committee to seek enactment of state 


legislation banning Sunday sales. . 


. Hez Ward (Buick), is running 


for sheriff in Cabell County (Huntington), W. Va. 






—Perte Wemuorr, Editor, 
Automotive News 
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Get 20 Percent... 





Peak New-Car Sales 
Reported for Feb. 


(Continued from Page 1) 


their smallest share in 13 months. 
Combined with compacts, this left 
71.17 percent of the February mar- 
ket for standard-sized domestic 
cars. 

A month earlier, compacts took 
19.32 percent; imports, 9.40, and 
domestic standards, 71.28, 

ca ~ * 


'USTRY sources reported the 
following February registrations 
totals for compacts: Falcon, 34,259; 
Rambler, 29,123; Corvair, 16,359; 
Valiant, 11,006, and Studebaker, 
9,032. 

Year-to-date totals: Falcon, 
61,909; Rambler, 55,764; Corvair, 
30,656; Valiant, 17,598, and Stude- 
baker, 16,966. 

The February total of 494,178 for 
all makes was 14.9 percent above 
the previous month, 16.3 percent 
better than February a year ago 
and 3.7 percent over the previous 
February record of 476,584, estab- 


lished in 1955. 
a, 


R the first two months, the 

total was 924,294. This was a 
gain of 9.3 percent over last year 
and 0.8 percent over the previous 
record, set in 1955. 

It seems doubtful that the 
March figures, when they are ul- 
timately compiled, will be high 
enough to keep 1960 ahead of 
1955, Five years ago, sales broke 
through in March to soar to an 
incredible 


636,534, 

On the other hand, the showing 
thus far is good enough to make a 
seven-million-car year a_ distinct 
possibility this year. " 


i BOOSTING February to its 
record, seven makes exceeded 
their volume of February, 1955, the 
previous record holder, In order of 
gains, these makes were: Rambler, 
Chevrolet, Ford, Dodge, Studebaker, 
Cadillac and Lincoln. Miscellaneous 
makes also were up. 

Gains of these seven makes 
were enough to offset declines by 
other makes and more than com- 
pensate for registrations counted 
five years ago by makes that are 
no longer on the market: Pack- 
ard, Hudson, Nash, Kaiser and 
Willys. 

In comparing February with the 
previous month, General Motors 
and Chrysler Corp. hiked their pen- 
etration at the expense of miscel- 





Sales Score 
For February 


New-car registrations for Feb- 


ruary: 

1960 1959 
Pos. Make Pos. 
1—124,745 Chevrolet 106,748— 1 
2—112,899 Ford 103,749— 2 
3— 33,767 Plymouth 20,707— 7 
4— 29,619 Pontiac 27,366— 4 
5— 29,123 Rambler 21,894— 5 
6— 26,721 Olds, 27,775— 3 
I— 26,051 Dodge 7,676—11 
8— 20,402 Buick 20,859— 6 
9— 13,493 Me 11,106— 9 
10— 12,559 Cadillac 11,941— 8 
ll— 9,032 Studebaker 9,829—10 
12— 6,327 Chrysler 3,819—12 
13— 2,515 DeSoto 2,851—13 
14— 2,219 Lincoln 2,504—14 
15— 1,423 Imperial 1,228—15 
43,283 Misc. 41,104 
Total All Makes 
494,178 425,095 


Further details on Page 54. 








Late Report... 








58s, ’57s and ’56s. 


percent a month ago. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week declined $29 to $1,035, according to Automotive News’ index. 
It was the biggest weekly setback recorded in three months’ time. 

Only models to move counter to the downward trend were ’60s, 
which climbed $25, and ’54s, which edged upward $1. 

Losses amounted to $5 on ’53s and ’56s, $9 on ’55s, $39 on ’57s, 
$72 on ’58s and $130 on '59s. New lows were established for '59s, 


At a group of representative auctions last week, the sales ratio 
was 74.6 percent, compared with 77.4 percent a week earlier and 69.3 


Auction reports begin on Page 50. 


laneous makes and the other cor- 
porate producers, 

GM was up 1.20 percentage points 
and Chrysler Corp, advanced 1.11 
points. This was GM’s best show- 
ing since last October and Chrys- 
ler’s best since April, 1958, 

Losses in market shares during 
February amounted to 0.01 percent- 
age points for Studebaker-Pack- 
ard, 0.30; for American Motors, 0.87 
for miscellaneous makes and 1.13 
for Ford Motor Co. 


* *- * 

B* INDIVIDUAL makes, only 

five entrants improved their 
market shares in February over the 
previous month. Chevrolet was up 
1.37 percentage points; Dodge, 0.60; 
Plymouth, 0.56; Pontiac, 0.26, and 
Chrysler, 0.01. 

Dodge’s share was the largest it 
had enjoyed since June, 1953. 
Shares of the other gainers fell 
somewhat below highs they had 
recorded in 1959. 

Losses in penetration during the 
month, in order, were: Ford, 1.02 
percentage points; Rambler, 0.30; 

Buick, 0.29; Oldsmobile, 0.12; Lin- 
coln, 0.09; Imperial, 0.05; Cadillac, 
0.02; Mercury, 0.02; DeSoto, 0.01, 
and Studebaker, 0.01, 

DeSoto’s share was its smallest 
since February, 1934, Others had 
hit lower points during the past 


year. 
* - 


OR the first two months of this 

this year, as compared with 
1959, only Chrysler Corp, and AMC 
showed increased market shares. 
Chrysler was up 3.96 percentage 
points and AMC’s gain was 0.96. 

Losses amounted to 3.21 points 
for GM, 1.26 for Ford Motor and 
0.45 for S-P. The share taken by 
miscellaneous makes was un- 
changed. 

By individual makes, increases 
amounted to 2.91 percentage points 
for Dodge, 0.97 for Plymouth, 0.96 
for Rambler, 0.31 for Chrysler and 
0.11 for Mercury. 

Losses, in order, were: Oldsmo- 
bile, 1.15 points; Buick, 0.76; Chev- 
rolet, 0.65; Studebaker, 0.45; Ford 
and Pontiac, each 0.38; Cadillac, 
0.27; DeSoto, 0.21; Lincoln, 0.10, 
and Imperial, 0.02, 


Mass. Drops Bill 
To Restrict Sales 


Of Car Insurance 


BOSTON.—The Massachusetts 
Senate has voted not to advance a 
bill that would have regulated 
placement of fire-theft-casualty in- 
surance through dealers. 

The Massachusetts State Auto- 
mobile Dealers Assn. opposed the 
bill on grounds that it “would be 
deadly to our interests and would 
have penalized the motor-vehicle- 
buying public.” 

The bill was first reported ad- 
versely by a senate committee and 
killed by the full senate but spon- 
sors of the bill won reconsideration, 
MSADA reported. A barrage of 
calls and wires from dealers to 
their senators resulted in the vote 
to dispose of the bill, according to} 
MSADA. 

The association said passage of 
the bill would have resulted in 


such regulation of the placing of 
the insurance that dealers would 
not be able to place it for their 
customers. 












Each Maker's Share... 


New-Car Sales Analysis 
By Month and Year to Date 


Pet. of 
Regis., 
JAN. 
23.87 
23.87 
6.27 
5.73 
6.19 
5.53 
4.67 
4.42 


2.56 


GEN. MOTORS 
FORD MOTOR 
CHRYSLER CORP. 14.18 


*—Miscellaneous figures include imports. 


Pet. of 
Regis., 
2 Mos., 
1960 
24.60 
23.32 
6.57 
5.87 
6.04 
5.46 
4.99 
4.27 
2.74 
2.55 
1.83 


Pet, of 

Regis., 

2 Mos., 
1959 
25.25 
23.70 
5.60 
6.25 
5.08 
6.61 
2.08 
5.03 
2.63 
2.82 
2.28 
97 
72 
59 
33 
89 


Pet. Pt. 
Change 
"60 vs. "68 


I+11+ 


ae o 


45.96 


5.08 
2.28 





Chrysler Opponent Meets 
With Detroit Dealers 


By Kenneth C. Kelley Jr. 
Staff Writer 

DETROIT.—A group of Detroit- 
area Plymouth dealers have met 
with Sol Dann, a Detroit lawyer 
who has a large investment in 
Chrysler Corp., to hear Dann’s com- 
plaints on how Chrysler officials are 
running the company. 

The outcome of the meeting 
was cloudy. Dealers contacted 
were divided on the reaction to 
Dann, with a majority feeling 
that Dann personally could not 
solve Chrysler’s problems. All of 
the dealers contacted felt that 
Chrysler had problems which are 
in need of correction. 


One dealer who attended the 
meeting said Dann was “very, very 
warmly received” and that there 
is “no argument that something is 
wrong with Chrysler management.” 

Another dealer said Dann didn’t 
say anything new and doesn’t have 
the answer to any of Chrysler’s 
problems. 


The dealer who felt Dann was 
well received said that dealer 
morale was low. “The boys have 
just about had it,” he said, adding 
that the dealers want to work with 
the factory to sell Chrysler prod- 
ucts but “somewhere at the top 
something goes wrong.” 

The dealer who felt that Dann 
“doesn’t have the answer” said the 
company had overcome most of 
its problems but that the spirit 
of dealers needs improving. 

Still another dealer pointed out 
that the Plymouth dealers were not 
lining up behind Dann. This dealer 
said that he did not feel that Dann’s 
approach was proper and noted 
that the management was making 
improvements in dealer relations. 

The meeting was not an official 
meeting of a dealer group but a 
private gathering of dealers who 
are Chrysler stockholders, called to 
find out what Dann had to say. It 
was learned that 10 to 12 dealers 
attended. 

There was a report that news of 
the meeting was quickly obtained 
by Chrysler management and that 
Chrysler officials contacted one or 
more dealers involved about their 
roles in the episode. There was also 
a report that Plymouth dealers, 
who were not involved in the meet- 
ing, questioned the actions of those 


-who met with Dann. 


Dann has proposed that Chrys- 
ler adopt cumulative voting for 
directors, a proposal which will 
be voted on at the company’s an- 
nual meeting here April 19. Cu- 
mulative voting is a_ technical 
change in the method of selecting 
directors which gives a minority 
of stockholders a chance to gain 
a voice on the board. 

Dann's complaints go far beyond 
his case for cumulative voting. He 
is. expected to air some of these 
complaints at the annual meeting. 

There were these other develop- 











ments last week in the Chrysler 
case: 

1. There was a “rumor” that 
Chrysler President L. L. Colbert 
has agreed to resign, but the Chrys- 
ler denial of the rumor reached 
Automotive News before the rumor 
itself. 

2. A check on the results of the 
last meeting of the dealer council 
for the PDV Division and Chrysler 
officials produced a report that all 
was serene. A dealer who attended 
said he felt Colbert and his board 
had done a good job and dealers 
were behind them 100 percent. 

3. Dann said he would stay in 
the fight with Chrysler to the 
finish and took steps to set up 
a “Chrysler Stockholders Investi- 
gating & Protective Committee” 
to carry on the fight. He said that 
he felt that his 5,100-share invest- 
ment in Chrysler was worth far 
more than the present market 
value of a little more than $250,- 
000. 

4. Dann made additional com- 
plaints against Chrysler manage- 
ment and declared that he would 
make proposals other than cumula- 
tive voting at the annual meeting. 

He said that he was not attack- 
ing all Chrysler executives but said 
that the company needs “a good 
housecleaning.” He said that more 
than 100 dealers had contacted him 
with complaints about Chrysler 
management. 

Dann said that he feels that 
Chrysler’s losses on car and truck 
business in the last two years are 
understated because some of the 
losses have been offset by tax 
credits and profits from produc- 
ing missiles for the government. 

Dann said that he would intro- 
duce a proposal that “all Chrysler 
officers, directors and personnel in 
charge of Chrysler operations be 
bonded and take an oath that they 
have not violated Section 28.320 of 
the Michigan statutes in reference 
to bribery of agents, servants and 
deception of their principals.” 

* * * 


3 Plymouth Firms Quit; 


One Blames Compacts 


DETROIT.—Three Chrysler Corp. 
dealerships closed their doors per- 
manently last week. They were 
Tripp, Inc, (Chrysler-Plymouth), 
Cleveland; J, P. Cronin Motors, Inc. 
(Plymouth-DeSoto-Valiant), Lima, 
O., and Cook’s Sales and Service 
(Chrysler-Imperial-Plymouth), Pal- 
myra, N. Y. 

Owner Robert M. Tripp, a Chrys- 
ler dealer for 15 years, blamed his 
dealership’s demise on the com- 
pacts and the fact he did not have 
a Valiant franchise. 

The Lima concern offered a $150,- 
000 inventory for sale in a “going 
out of business—we quit” ad. 

In Palmyra, owner Isaac C. 
Cook said he was retiring from the 
auto business May 1 after 25 years 
with Chrysler-Plymouth. 








Falcon, Lincoln 


Start Incentives 


Ford Division Offers 
Managers $630,000 


By John K. Teahen Jr. 
Associate Editor 

DETROIT. — Ford dealership 
sales managers can win $1,000 for 
over-quota sales this month, and 
Lincoln salesmen can pick up a 
$100 Savings Bond for each April 
order or delivery. 

The Ford Division contest ap- 
plies to Thunderbird, standard 
Ford and Falcon. It is the first 
time Falcon has been included in 
an incentive program. 

The entry of Falcon and Lincoln 
into the contest field means that 
only three domestic makes—Cadil- 
lac, Mercury and newborn Comet— 
have yet to stage a 1960 incentive 
event for their retail organizations. 

The Ford Division program offers 
a maximum of $630,000 in cash to 
sales managers who achieve the 
highest percentage of their April 
quota. Dealerships have been di- 
vided into 280 groups, and there 
are awards of $1,000, $750 and $500 
in each group. 

The dealership must reach its 
April quota if the manager is to 
receive the full award. Should a 
dealership fall short of its target, 
but still finish among the top three 
in its group, the sales manager’s 
prize will be cut in half. 

There’s also a used-car quali- 
fication. In order for the sales 
manager to earn an award, the 
dealership’s used-car stock at the 
end of April must be equal to or 
lower than its supply at the be- 
ginning of the month. 

The Lincoln event offers sales- 
men a $100 bond for each April de- 
livery from inventory, for each 
order taken and delivered in April 
and for each order taken in April 
and delivered in May. 


Calif. Approves 
Antismog Bill 
For All Vehicles 


SACRAMENTO. — The California 
Legislature has passed a bill re- 
quiring that all vehicles be equipped 
with antismog devices. 

Within a year after state author- 
ities approve two or more antismog 
devices, they will be required on 
new cars, used cars will have to 
have a device within one to three 
years and commercial vehicles must 
be equipped with one in within two 
years. 

Local authorities can waive the 
requirement on used vehicles in 
their areas, 

The best guess on the cost of the 
devices is between $100 and $150 
each. 

Smith Griswold, director of the 
Los Angeles County Air Pollution 
District, said the law would rid 
Southern California of smog with- 
in five or six years. 

* * 


Inventor Claims Solution 


To Smog May Be Near 
DETROIT.—A practical solution 
to the problem of carbon monoxide 
exhaust from automobile engines 
may be near, according to Herman 
Cohen, president, Norton Portland 
Corp., Portland (Me.) research and 
development company. 

For the last two years, senior 
United States Army ordnance of- 
ficers have been working with the 
inventor of the new device to adapt 
it to the engines of Army personnel 
carriers, Cohen said. 

Known as the “Monoxit,” it is 
now undergoing final tests, and ap- 
pears to have solved the specific 
problems for the Army, he said. 

The device will provide trouble- 
free operation for the lifetime of 
the vehicles using it, Cohen said. 
By eliminating known damaging 
elements, it also will tend to 
lengthen the life of mufflers and 
tailpipes, it was stated. 

“Monoxit” is a comparatively 
small and inexpensive afterburner 
which can be attached directly to 
the exhaust manifold under the 
hood of vehicles, Cohen said. Air is 
pumped into the exhaust in a shield- 
ed ceramic chamber, A _ battery- 
powered glow-plug in the chamber 
is heated to an intensity capable of 
burning off unburned hydrocarbons 
and carbon monoxide, he explained. 
















135 HP 4-wheel-drive TOYOTA LANDCRUISER 
(available in hard or soft top models), most 
powerful — most saleable — sports/utility 
vehicle in the world. 


4-door, 6-passenger CROWN CUSTOM sedan, 
smartly styled and engineered for the American 


4-door CROWN CUSTOM station wagon, 2nd to buyer. Numerous selling features normally found 

none in style, comfort and sound/safe only in the world’s most luxurious automobiles. 

construction. 25% more load capacity than Heavy double-body construction—big car comfort 
any wagon in its class. One hand rear window —small car economy. 


and tailgate operation. Big wagon capacity, 
small car economy! A fast moving, high profit leader. 


new 1960 complete line of Toyota products... 


NOW AVAILABLE for immediate profits 
TOYOPET 


* 
com p lete line for every segment of the market. 
higher g fits higher net profit 
e 
6-mo nths 6000 im : les warranty — quick, efficient dealer-distributor relationships. 
s * 
national © r eg id nal © local promotion, publicity, merchandising and advertising campaigns. 
more pa rts per car available in the USA than any other import — warehoused nationally by Toyota. 


PLU S many bonus programs, individual dealer advertising placed by the distributor, cost-free display 
a naam materials and sales aids — continuous multi-phased dealership merchandising programs. 


q uality pr oducts manufactured and distributed by one of the world’s great automobile companies (our plants 


are the most advanced and modern automobile manufacturing facilities in the entire world), 
a complete line designed specially and expressly for the exploding Compact Car Market. 
As a reputable dealer in your area, you will be proud to join the hundreds of successful 
Toyopet dealers coast-to-coast — to become a part of the progressive team offering quality 
products priced for immediate selling . . . priced for immediate dealer profits. 
Write or call now while choice franchise areas are still available. 


g et full details LOS ANGELES (Mr. F. Mullen) 8701 Beverly Boulevard, OL 7-2700 


SAN FRANCISCO (Mr. 0. Dahli) Room 205, World Trade Center, SU 1-7452 
NEWARK (Mr. H. Lane) 231 Johnson Avenue, BI 8-3450 
CHICAGO (Mr. E. Wehle) 2906 West Peterson Avenue, BR 4-6101 
SEATTLE (Mr. V. Petri) 11037 Fremont Avenue, EM 3-6502 
DALLAS (Mr. H. Holmes) 9795 Twin Creek Circle, DA 1-5659 
MIAMI (Mr. L. Grooms) 2955 N.E. 7th Avenue, FR 7-2106 


ca 
coming Soon BONUS ADDITION TO TOYOPET LINE 


All new 4-passenger, 4-door quality economy sedan now in production. 
Competitively priced with the two import leaders — yet with 
incomparably more selling features — this high profit, high volume 
vehicle will be the hottest import ever offered in this country. 

You are invited to be a part of the fantastic nation-wide advertising 
and promotion which will introduce this newest Toyopet. 


—_——. ——_ --—_. 
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N.Y.: Opposed Views 
On What Lies Ahead 


By Ed Brown 
Staff Correspondent 

EW YORK.—In this, the hub of 

American-based import factory 
representation, there are two radi- 
cally divergent views of the present 
import market and its prospects for 

the future. 

One is spelled out by top ex- 
ecutives at each management of- 
fice and given wide currency by 
the public relations firms hired 
by most of these factory subsidi- 
aries to accomplish an “Ameri- 
can type” promotional job. This 
view, even in the face of com- 
plete atomic disaster, would nec- 
essarily be optimistic. 

The other view is that held by 
the world’s most skeptical and so- 
phisticated retailer, the automobile 
dealer. He is the prime import cus- 
tomer and direct contact with the 
final owner. 

The opinions of these two groups 
are widely contradictory. 

* af * 

N THE face of a market decline, 

factory reps have a number of 
explanations—some plausible, some 

not, But all are delivered with a 
straight face which behind-the- 
scenes activities in their own shops 
does not corroborate. 

Most importers explain the re- 
cent downturn in the market by 

citing the relaxation of pressure 
on the part of captive imports. 
“That’s where the biggest decline 
is to be noticed,” they say. 

This, they claim, was intention- 
ally done by American factories to 
increase the chances of success for 
domestic compacts. 

Factory reps also like to call at- 
tention to the winter downturn in 

automotive sales and state there is 
nothing unusual in the current 
trend, 

The fact that stocks began to pile 
up for most makes during the mild 
winter months of 1959-60 (one 
Volkswagen dealer in this area 
found himself with a good inven- 
tory in midwinter) brought forth 
the explanation that this was mere- 
ly spring stockpiling. 

Since stockpiling has always been 
unknown in the import market it 
must be taken as a sign that 
changes which will have far-reach- 
ing effects are occurring. 

* cd + 

EALERS are accurate day-to- 

day market barometers, and 
not so prone to optimism as are 
factory reps. It is obvious from 
conversations with them that a 
squeeze is beginning to shape up. 
The first blush has faded from the 
import business and it is apparent 
that dealers are going to begin 
making insistent demands of im- 
porters and distributors. 

The situation reminds many 
observers of the domestic new- 


car situation in 1955 and 1956 
when dealer rumblings culminat- 
ed in new dealer-factory relation- 
ships and national legislation. 

Dealers accuse factories of high- 
handed tactics in such areas as 
tiein sales. 

“One of the biggest problems I 
have with these boys, (the import- 
er),” said a volume dealer, “is the 
fact that they can’t supply me with 
the right number of cars at the 
right time, For instance, they tell 
me now that my hot sports car will 
be scarce this spring. I can always 
get the slow-moving sedans to fill 
out my stock, but who needs them? 
Of course, I can get all the hot 
models I want, they say, if I take a 
stipulated number of sedans and 
other slow sellers with each hot 
one.” 

This is typical of a widespread 
situation, according to dealer ac- 
counts, Popular but scarce models 
can be made available, it seems, to 
cooperating dealers. 

* * * 
ROWING dealer resentment of 
this practice may have long- 

(Continued on Page 59, Col, 1) 





At RIADA Meeting— 


Huddle of National Automobile Dealers 


Assn. representatives at 50th anniversary 
of Rhode Island Automobile Dealers Assn. 
includes, from left, Leo Carey, NADA 
Rhode Island representative; James C. 
Moore, NADA executive vice-president; 
William Mitchell, NADA New England 
regional director, and John E. Binns, 
NADA conventions and management serv- 
ices director. 


Reports from Key Import-Car Markets 


L.A.: Compacts Pinch 
All But VW, Renault 


By William Carroll 
West Coast Editor 
OS ANGELES.—The headon col- 
lision between American-built 
compacts and the imports is still 
shaking Southern California’s busi- 
ness center. 

If what has happened here is 
any indication of business to 
come, imported-car dealers are 
in for a tough summer. 

Los Angeles import dealers re- 
port business off as much as 70 
percent, and some operators have 
been in the red for months. All 
lines have been affected somewhat, 
with Renault and Volkswagen hold- 
ing best. 

Captive imports are almost down 
the drain in many dealerships, with 
dumping at cost the common oper- 
ation prior to resigning the fran- 
chise. 

Distributor and importer brass 
have been bumping into each other 
while scouting dealers for the past 
two weeks trying to find answers. 

* ok * 

ERE’S what Automotive News 

learned after talking with doz- 


Midlands: Dealer Turnover Fast 


By L. H. Houck 
Travelling Correspondent 


EFFERSON CITY, Mo.—Except |. 


for fewer than a dozen makes, 
the imported-car market is in trou- 
ble in St. Louis, Kansas City and 
other cities in the Midwest. 

To blame may be the confused 
state of some importers, mixed 
authority in the field, shortage of 
parts and a fast turnover of fran- 
chised dealers. 

Right now, a half-dozen makes 
are looking for distributors in this 
area, without success. 

The shuffle of franchises has 
started price cutting and low terms 
in some metropolitan areas. As a 
result, imported-car retailing has 
sunk to the level of the highly com- 
petitive market for domestic big 
cars—but there is less profit on the 
imports. 

* *” ok 
]p=sane say there are plenty 
of cars. Purported shortages, 
they say, are artificial except for 
possibly two makes—-and neither of 

these is Volkswagen. 

VW dealers claim a shortage 
and a four-week waiting period, 
but dealers in other lines report 
Volkswagen warehouses are bulg- 
ing with cars. 

A dealer handling only domestic 
| cars said he has two traded-in 
| Volkswagens sitting on his lot with 
no takers and no lookers. This is 


Low-Volume Makes Hurt... 


Miami: Shakeout On 





By Trescot Goode 
Staff Correspondent 
IAMI.—What’s happening to the 
imported-car market in Miami 
—a market where imports took 20 
percent of all new-car sales last 
year? 

A good answer comes from a 
15-year veteran of the import 
field: “There are 42 different im- 
ports on sale in Miami. I went 
over the list this week and in my 
opinion there are 12 of these al- 
ready dead and 12 more on the 
way out.” 

Speaking is Frankie Watts, owner 
of Waco Motors, distributor for 
British Motor Corp. and Jaguar and 
retailer for Hillman, Mercedes- Benz 


and Maserati. 
* ok ok 


HE trouble,” Watts continues, 
“has been that after an up- 
surge in imported-car popularity, a 








lot of imports tried to ride the 
bandwagon. 

“There is an ample ‘fringe mar- 
ket’? for certain imports—the 
sports cars and the small, fast, 
economical jobs. But these will 
never constitute a volume busi- 
ness. 

“Look at the 10,000 imports that 
were sold here in 1959. Take out 
the top three or four and the bal- 
ance isn’t nearly large enough to 
support 20 dealers.” 

Big discounts resulted as a des- 
peration move, according to Watts, 
with the result that there will 
“probably be a lot fewer dealers as 
the year continues.” 

a + * 

OW about other dealers? “Busi- 

ness has been bad,” says John 
E. Kerr (Coronet Motors), “Cutting 
prices is ruining the imports. Our 

(Continued on Page 62, Col, 1) 





the first time in history this has 
happened, he said. 

Mercedes-Benz is truly in short 
supply in this area. It takes three 
to four months to get delivery on 
a new one, although used Mercedes 
can be picked up now and then. 

+ * * 


SOME other imports, notably 
Opel, are showing gains in vol- 
ume and profit. Buick’s St. Louis 
Zone office reported March was the 





Denver: Dealers 
Confident After 


Winter Decline 


7 imported-car market appar- 
ently stands at the crossroads 
in Denver, a city which has long 
given foreign cars a friendly West- 
ern welcome. 

Will sales rebound to former 
high levels? Have they reached 
a plateau somewhat lower than 
last year’s peak? Will they con- 
tinue to decline? 

The dealers themselves are look- 
ing forward to “an excellent year” 
after a “poor winter,’ Howard 
Stark, general manager of the In- 
dependent Automobile Dealers 
Assn. of Colorado, told AUTOMOTIVE 
News from his headquarters here. 

* * * 

Cr IS true that imported-car sales 

have moved upward in the last 
three weeks. Retailers, however, are 
uncertain whether this is a resur- 
gence of popularity or whether 
early-spring sales represent only 
the deals that were not consum- 
mated while the market was locked 
in by winter. 

The imported-car market has a 
long way to go here, too, before 
it gets back to the 15-to-20-per- 
cent penetration levels it enjoyed 
in peak months of 1959 after 
scoring only 6.5 percent in Jan- 
uary and 5 percent in February. 
Preliminary figures put March 
totals somewhat higher. 

The number of imports in opera- 
tion in the Denver area is some- 
what higher than even these figures 


would indicate. The city has long} « 


had a relatively large group of 
used-car dealers specializing in im- 
ports, some of whom import their 
own merchandise directly from Eu- 
rope. 

One of these, Ray Snyder, May- 
fair Imported Cars, says, “Import 
business in Denver is as good as 
it ever was.” 

Snyder said he believed the mar- 
ket would strengthen this year, al- 

(Continued on Page 8, Col, 4) 





best month in a year for Opel. The 
same was reported by Chrysler 
Corp. for Simca. 

Dealer gripes are legion, but 
most frequently mentioned is the 
failure of many imports to live 
up to their highly touted gasoline 
economy. This, of course, is hurt- 
ing domestic compacts, too. 

Next gripe is the lack of central 
distributorship of stability and re- 
liability to solve parts problems and 
new-car distribution headaches. 

* * * 

—— trend in this area appears 

to be away from imports and 
toward American compacts, with 
buyers loading the latter with auto- 
matic transmissions and power 
equipment —even air conditioning, 
in some cases. 

As a sign of the times, one dealer 
here is being courted by an import- 
er to become Midwest distributor 
for a foreign car. 

This dealer, less than three years 
ago, had one of the largest import 
operations in the Midwest. He is 
now out of the import business and 
settled happily into a domestic new- 
car business. 


2 Distributors Quit sm @ 





ens of dealers, finance people and 
bankers. It’s not a pretty picture. 
* * * 
C OMPARING registrations for 
the first two months of 1960 
with a similar period of 1959 shows 
imports have dropped from an 
average penetration of 17.7 percent 
in 1959 to 13.5 percent in 1960. 
Baby cars, such as BMW and 
NSU, are off about 50 percent. 
Small cars, such as VW and Re- 
nault, dropped from an average 
of 9.7 percent of the market in 
the first two months of 1959 to 
8.5 percent for the first two 
months of 1960. 

Compact imports, which include 
Opel, Vauxhall and Borgward, have 
dropped in the same period from 
a two-month average of 5.4 percent 
to 3.0 percent of total registrations. 

Sports cars are holding their own. 


Percentages of penetration may 
seem slight, but in the import mar- 
ket—where 100 cars is big business 
—there were almost 2,500 fewer im- 
ports sold in the first two months 
of 1960 than were sold in the first 
two months of 1959. 

Take these 2,500 away from a 
market absorbing only 7,000 cars 
a month, and dealers are hurting. 

+ + om 


EQRALERS disagree as to the 
cause of poor business. Some 
claim business is generally off and 
mention that supermarket food 
sales are down 30 percent. Compact 
cars, taxes, weather, Detroit adver- 
tising and an excess of import car 
dealers are mentioned as causing 
the downward trend. 

All may be true, but one thing 
is sure: Registrations of all 
makes were 7,102 units greater 
in the first two months of 1960 
than in the corresponding 1959 
period. 

Car business, therefore, must be 
better. 

It can be presumed that some of 
the 7,102 were uptrades from used- 
car shoppers and some went to two- 
car families. 

What is more certain is that a 
major portion of these new sales 
were made to persons considering 
purchase of an import. They shop- 
ped both sides of the fence and 
ended with a domestic compact. 

+ * ok 
Tes imported-car field has never 
been known for either the 
strength or quality of its advertis- 
(Continued on Page 59, Col, 4) 





Chicago: Honeymoon Over 


By David J. Atchison 
Staff Correspondent 
‘ HICAGO.W—tThe honeymoon is 
over for imported cars in Chi- 
cago—a market which was late in 
blooming in the first place. 

The stretch from September 
through February saw import 
sales sink way, way down. 
Though sales picked up in March, 
the market is, in the words of 
one dealer, “still not what it was 
@ year ago or what it should be.” 

Chicago dealers are doing about 
one-quarter of the import business 
they did a year ago, said another 
dealer spokesman. 

ae * + 


Chicago,” said one downtown 
dealer. “If the import business is 
so good, the distributor isn’t going 
to give it up.” 

One of the missing distributors, 
he said, had an “oil well” a year 


ago, but by the time he quit this | 


winter had found all his profit 
washed down the drain. 
Discounting among retailers has 

become common, with some dealers 


WO distributors have quit in| 


| 





who were still getting the full gross 
six months ago now slashing away 
$250 to $300 as stocks pile up. 

“Aside from roadsters, sports cars 
and the luxury jobs, we've had it,” 
said one volume dealer, whose im- 
port line is in the Top Ten. 

* * * 
OLKSWAGEN is still moving 
well, although it is doing a lot 

more promoting than it used to do 


}in the Chicago area. 


Robert L. Conklin, general 
manager, Import Motors of Chi- 
cago, Inc., quoted a waiting pe- 
riod of three to five months on 
Volkswagen, He said his distribu- 
torships, however, has some deal- 
ers who can deliver certain 
models right from the floor. 
Dealers in other lines tend to dis- 


|pute Volkswagen’s report of a 


backlog. 

“IT could go over to a Volkswagen 
deal this afternoon and drive one 
home,” said a competing dealer. 

+ * * 


JRDWARD L. CLEARY, general 

manager of the Chicago Auto- 

mobile Trade Assn., said, “Some of 
(Continued on Page 59, Col, 2) 














CUSTOM WINS OVER 
ALL COMPACTS: 





IN MOBILGAS ECONOMY RUN— 





RAMBLER AMERICAN 





MOBILGAS—— 


ECONOMY RUN a 


, 





Rambler American Custom With Automatic Transmission 
Delivers 28.35 Miles Per Gallon. Tops All Compacts 
In Gruelling Test To Prove It’s America’s Most 
Gas-Saving Car! Wins Compact Car Class! 





ONLY RAMBLER DEALERS CAN SELL 


AN AMERICAN-BUILT CAR 
FOR AS LITTLE AS 


‘3 25° 





PER MONTH 


Rambler American Deluxe 
2-Door Sedan 


*Monthly payments based on su ted 
factory delivered price with v down 

yment, 36 months contract at 6% 
interest with federal taxes paid. Op- 
tional equipment, transportation, state 
and jocal taxes, if any, extra. 














We Have the Proved Product for the 
Exploding Compact Car Market... 
YOU Have the opportunity! 


Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada Write to: American Moters (Canada) Ltd., 2951 Danforth Ave., Toronto. 





pea - 





SANCTION 


OFFICIAL 


Rambler—and Rambler Dealers—win again! 
Under official USAC supervision, a Rambler 

American Custom scored best gas mileage of all 

compact cars in the 17th running of the Mobilgas 


Economy Run. More proof Rambler dealers sell America’s 
most gas-saving car! 

But that’s only one Rambler selling point. Rambler also 
scores first in lowest initial price, lowest upkeep cost and 
highest resale value. Sell Rambler—America’s all-around 


Economy King! 


MAIL THIS COUPON TODAY 


Director of Dealer Development 

American Motors Sales Corporation 

Detroit 32, Michigan 
Dear Sir: Will you please provide me with more complete informa- 
tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 


NAME __ : . re ‘citeatcl ee 
ADDRESS ea . aniieie 


CciTY ; ZONE__ STATE evtaciiliaanguics 
(PLEASE PRINT) 





atthe snariocen apeecemnansdenmancanennaiel 













We've 
cut 
the 


SCI 
reader Va 


in 
halt... 


This half—your best customer !* 


@ Nine out of ten SC/ readers own cars! 


@ Six out of ten live in multi-car 
owning households! 


@ Six out of ten SCI readers will buy 
a cur this year! 


@ One out of seven SCI readers will buy 
an extra car this year! 


* 


And SPORTS CARS ILLUSTRATED— 
SPORTS CARS First in Circulation, 
ILLUSTRATED First in Advertising, 


165,000 Guaranteed 
ABC Circulation, 
January-June 1960 

A Ziff-Davis Publication 
One Park Avenue, 

New York 16, N.Y. 
ORegon 9-7200 


is the magazine 
that influences them 
directly 

on the choice 

of their cars. 
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Blow at Factory Conduct... 





U.S. Judge 


Upholds 


Good-Faith Law 


By Maynard M, Gordon 
News Editor 
TT good-faith law scored a 
major legal victory last week 
when a prominent Federal judge 
in Chicago ruled that an auto fac- 
tory’s distribution conduct could be 
construed as coercion and intimi- 
dation aimed at dealers. 

The ruling by District Judge 
Walter J. LaBuy was the first spe- 
cific interpretation of the 1956 Au-| 
tomobile Dealer Franchise Act. A 
previous opinion by a Detroit judge 
held the law constitutional without 
going into details. 

Attorneys for Blenke Bros, Mo- 
tors, Inc., of Valparaiso, Ind., the 
plaintiff in the case against 
Chrysler Corp., hailed Judge La- 
Buy’s opinion as a “liberal inter- 
pretation of the heart of the 
good-faith law.” 

“If higher courts uphold this in- 
terpretation,” they said, “factories | 

will be guilty of coercion and in- 
timidation by reason of overload- 
ing, maldistribution or any other | 
such act, even if no direct verbal) 
or written pressure is applied.” 
a * * 


HRYSLER won dismissal by| 
Judge LaBuy of Blenke charges 
that the antitrust laws were vio-| 
lated by factory actions that re-| 
sulted in termination of its Dodge- | 
Plymouth franchise Jan. 6, 1959. | 
President John W. Blenke had| 
sued Chrysler for $225,000 treble | 
damages under the good-faith and | 
antitrust laws. Attorneys for) 
Blenke said Judge LaBuy’s decision | 
confining the issue to the good-| 
faith law should hasten a trial date. | 
Judge LaBuy was the trial | 
judge in the Government’s suit | 








Denver: Dealers | 
Eye Import Rise | 
After Slowdown | 


(Continued from Page 6) | 
though “it is too early to tell for) 
sure.” 

* * * | 
H's views are not shared by Will | 
W. McConnell, whose Mountain 
States Motors, 13th and Lincoln, is| 
one of the two franchised Volks- 
wagen outlets in Denver. 
“Volkswagen business is nor- | 
mal,” said MeConnell, “although 
imports as a whole are falling off 
in Denver.” 

McConnell said that although his 
shipments of cars have been “dou- 
bled” for six months, his customers 
still have a three-week wait for de- 
livery. 

“Everybody in town wants to 
handle my retail paper,” said Mc- 
Connell, adding that he does no 
floor-planning. 

* 


* a 


HERE are four dealers in Den- 

ver handling Volkswagens with- 
out a franchise, It is estimated that 
each of them handles as many cars 
per month, on the average, as do 
the franchised outlets. 

Snyder is one of the nonfran- 
chised VW outlets, His firm has 
its own service department and 
issues its own warranty on the 
Volkswagens it sells (most of 
which have fewer than 10 miles 
on them, Snyder said). 

Snyder: is convinced that he and 
the other nonfranchised dealers 
handling imports will continue to 
prosper. Franchised dealers are in- 
clined to disagree. They think that 
1960 will shake out the Denver mar- 
ket and would be pleased to see this 
come about, even if it would mean 
a smaller overall market for the 
imports. 





* ” * 


AID one nonfranchised dealer, 

“It would be tough for the pub- 
lic if they had to deal only with 
franchised outlets. Some of those 
guys (franchised imported-car deal- 
ers) won't take tradeins, won’t give 
service and sell everything at the 
high, high dollar.” 

Stark, whose association covers 
both used-car outlets and most of 
the import dealers, said, “I have 
a feeling that this year the fran- 
chised dealers will come into their 
own.” 


against DuPont stock ownership 
in General Motors. 

Blenke accused Chrysler Corp. of 
threatening to terminate his fran- 
chise unless he bought excessive 
numbers of cars and trucks, He 
also charged inability to get enough 
cars at model introduction dates 
and favoritism towards other deal- 
ers. 

The good-faith law requires fac- 
tories and dealers to guarantee 
each other freedom from coercion 


and intimidation or threats thereof, 
+ * * 


Coast Judge Setting Date 


For Leach-Ford Trial 

SAN FRANCISCO. — Trial dates 
will be set by Federal District 
Judge George B. Harris today 
(April 11) in the $4,843,500 termina- 
tion suit against Ford by Raleigh 
R. Leach Co., former dealer in Oak- 
land, Calif. 

The suit was filed under the good- 
faith law, whose constitutionality 
was questioned by Ford in its for- 
mal denial of the Leach charges. 


|Leach accused the company of 


engaging in sales coercion and in- 
timidation while the dealership’s 
market and neighborhood were 
changing to low-income groups. 

Other good-faith suits pending in 
Federal District Court here name 
Chrysler Corp. as defendant and 
have as plaintiffs McLaren Motors, 
Inc, San Leandro, and Harvey 
Motors, Oakland. 

The McLaren case is in the depo- 
sition stage, and a trial motion is 
expected soon. 


Dealer Forum 


(Continued from Page 3) 


with samples of the bad advertising 


in question, and verbally, when he 
visits your dealership, 

2. Maintain a record of your com- 
plaints on bad advertising and keep 
copies of your letters of protest to- 
gether with a sample of the ad pro- 
tested. 

3. Send a copy of your letter of 
protest to NADA headquarters, ad- 
dressed to the Chairman of the 
Advertising Ethics Committee. 

4. After a reasonable period of 
time has elapsed, and you perceive 
no corrective action has been taken, 
notify the Chairman of the Adver- 
tising Ethics Committee and action 
will be instituted immediately with 
the particular manufacturer, 

This procedure has been agreed 
to by the manufacturers, and 
they have stated instructions are 
to be passed down the line to the 
field representatives to handle 
each situation at the local level. 
Should you discover the field men 
in your area have not received 
any such instructions, please 
notify Executive Vice-President 
Jim Moore at NADA immediately 
and inquiry will be made as to 
what has happened to the en- 
forcement machinery in this par- 
ticular instance. 

Each representative of the man- 
ufacturers attending the Advertis- 
ing Ethics Committee meeting 

voiced strong sentiment on this 
subject, In fact, a vice-president of 
one of the major manufacturers 
said, referring to handling com- 
plaints through the field men, “if 
they can’t handle the matter then 
we should get someone who can.” 

The procedure for protesting bad 
dealer advertising is in effect, right 
now, We urge you to give it a fair 
try. Remember—make your initial 
protest at the local level in writing 
with examples of the bad ads; be 
business-like; keep records and fol- 
low up your written protest with a 
verbal report when your factory 
representative calls on you, 

If no action is taken, push the 
button for NADA to step in and 
supplement your protest to the 
manufacturer, Bad advertising has 
got to go. In the interest of the 
purchaser, the manufacturer and 
the dealer, we are dedicated to 
stamping out this most persistent 
and most destructive influence on 
the automotive industry. 
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Wicked Winter Blamed 


For Freezing Business 


By William Ullman 
Washington Bureau Chief 
D® the long hard winter freeze the Nation’s pocketbooks, 
along with the ponds, streets and water mains? 
Secretary of Commerce Frederick H. Mueller thinks it 
> 


did. In fact, he believes that 


the winter froze the spirit of 
a good many Americans. 

“We have reached spring after 
one of the worst 
winters ever ex- 
perienced in 
many sections, 
including areas 
below Mason and 
Dixon’s line,” he 
said in a recent 
address, “The 
weather had more 
than a normal 
seasonal effect on 
ea business. Record 
William Uliman blizzards, heavy 
snowfall and unusually low temper- 
atures in many places put a crimp 
on construction, retail sales and 
some other activities.” 


Down South, he noted, a big 
aircraft factory and a large mail- 
order house had to shut down be- 
cause of snow. Snow even closed 
schools in Atlanta. 

In many places, the secretary 
said, “the ice also got into the blood 
and lowered the morale of some 
people. For a time, the only birds 
that seemed @ctive in the cold were 
the croaking ravens of pessimism. 
But gloom-talk never was in tune 
with actual overall conditions .. . 
The first quarter of 1960 is regis- 
tering the highest Gross National 
Product in all history.” 

* * * 





Economic Indicators 


ELLER cited the following 

economic indicators as evi- 
dence that 1960 is going to be a 
good year as soon as things thaw 
out a bit: 

1. A Gross National Product 
reaching a record high of $500 bil- 
lion—half a trillion dollars—a year. 

2. Plant and equipment expen- 

ditures rising from $32.5 billion 

last year to $37 billion this year. 

3. High employment— which 
means more disposable income. In 
February,/ 1.8 million more Ameri- 
cans had jobs than a year ago. 

4. New construction finally start- 
ed up in February, and the export 
business has improved. 

5. Consumer purchasing power is 
some 6 percent better than a year 
ago, 

This adds up to “not a boom, but 
another record year,” said Mueller. 

But he tempered his optimism a 
bit by saying that “1960 will be no 
year for businessmen with glass 
chins who are unprepared to face 
stiff competition.” But for those 
who really go after business, he 
said, “there should be plenty 


ahead.” 
on * * 


Tax Refunds Help 


DDING a few bucks to con- 

sumer purchasing power this 
spring Will be the Federal tax re- 
fund checks. The Treasury Depart- 
aent reports that the average size 
wf these checks is running about 
$110 so far this year, versus $104 
last year. Not enough for a down- 
payment on a new car, but it’s a 


start. 
+ ” * 


Cost-of-Living Catch 
yo may be reading a lot during 
= the next few months about the 
cost of living creeping up again. 
Some may point to the increase as 
proof that inflation continues to be 
a serious danger to us all. This 
threat will be used to explain why 
tight money, high interest, is so 
necessary to guard our economy. 
But here’s the catch. The rea- 
son that the Government’s con- 
sumer price index will rise this 
spring is attributed in large part 
to high mortgage interest rates. 
In other words, the high interest 
policy which is supposed to pro- 
tect the. nation from inflation is 
making a major contribution to 
the higher cost-of-living. While this 





columnist is no economist, he ven- 
tures the opinion that this interest- 
rate business is beginning to look 
like a vicious circle. 

* * * 


Controls on Finance 


To House has passed legislation 
to control auto finance charges 
in the District of Columbia; and 
the Senate was expected to act fav- 
orably on an identical bill within 
a few days. 

With final passage and sure ap- 
proval by President Eisenhower, 
the District will join the 30 states 
which already have laws on the 
books to limit finance charges. 


The House-approved measure 
limits installment charges to $8 per 
$100 per year on new cars; $11 per 
$100 per year on cars two years old 
or less; $14 per $100 on cars from 
two to four years old, and $16 per 
$100 on cars more than four years 
old. This would appear to be plenty 
high to assure financing companies 
of a good profit. 

The House bill, which was passed 
without debate, also authorizes 
D. C. officials to write regulations 
controlling such things as balloon 
notes, repossession charges and re- 
quired insurance. The new legisla- 
tion, coupled with new licensing 
regulations for dealers and sales- 
men, are expected to put an end to 
fly-by-night gyp operations in the 
nation’s capital. 

* * * 


Highway Manual Due 


A BIG manual containing the na- 
tional standards for highway 
signs, signals, and pavement mark- 
ings is being revised—and should 
be out late in the summer, reports 
Federal Highway Administrator 
Bertram D. Tallamy. 


The book is the Manual on Uni- 
form Traffic Control Devices for 
Street and Highways. 

It is being produced by a joint 
committee composed of repre- 
sentatives of the American Assn. 
of State Highway Officials, Insti- 
tute of Traffic Engineers, Na- 
tional Committee on Uniform 
Traffic Laws and Ordinances, 
American Municipal Assn. and 
the National Assn. of County Of- 
ficials, 

Included in the manual for the 
first time will be standards for 
modern expressways, including the 
Federal Interstate System. It is ex- 
pected that states will defer making 
their own manuals until the new 
national manual is published, since 
only such traffic control devices as 
the new manual will specify will 
be permitted on federal-aid roads. 

* + of 


Patents Available 


Te April Products List Circular 
of the Small Business Admin- 
istration includes a number of 
automotive patents available for 
licensing on a royalty-free basis. 

Described are an adjustable 
trunk lid lash, a new tire plug, ad- 
justable tire chains and a control 
for headlight beam switches. Copies 
of the circular are free from any 
SBA office. 


o* * * 


A New U. S.? 


Hew long would it take to build 
a duplicate of ‘the United 
States? Less than 40 years, says 
the U. S. Chamber of Commerce, 
adding that it’s going to be done! 

As a result of the chamber’s re- 
cent National Construction Indus- 
try Conference here, it has been 
estimated that the industry will 
build the equivalent of a whole new 
nation by the year 2000. Every 
home, office building, store and 
school will be more than dupli- 
cated. The cost? One trillion dol- 
lars. 
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SO 
yOu 
can 


him 


This half—your best salesman !* 


Eight out of ten were asked their advice 
this past year. They were asked often, too! 
Over half were asked and recommended 
specific makes once a week or more... to friends, 
neighbors and business associates. 


*The whole picture of the industry’s most exciting 
automotive market is shown in the new, comprehensive study 
of the SPORTS CARS ILLUSTRATED Audience... 


Write today for your copy to: 
Arne G. Gittleman 
Advertising Director 

Sports Cars Illustrated 

One Park Avenue, 

New York 16, N. Y. 

ORegon 9-7200 


SPORTS 
CABS muster 


sce 


better! 
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D ” 1 |. Fair and equitable sontracts between manufacturers and dealers in 

E A motor vehicles, parts and accessories; 

a iK { 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 

. E and U. S. governments, applied to building and maintenance of highways; 

R W 1 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 

NEWS else in the world. 





Market Trend Accents Need 
Of Good Management 


To OTHER day the Canada honkers were high overhead, 
heading north in a long, ragged formation. The south 
wind blew and the snow melted under a spring sun. So we 
asked our correspondents to see if they could find any trace 
of the old-fashioned spring car boom. 


They came across the spoor of the spring buyer here 
and there. As a matter of fact, dealers in many areas re- 
ported a decided upturn. But the fever of old was nowhere 
to be found. 


And don’t count too much on ever finding it again. Cars 
have become more and more of a necessity over the years, 
and they have been built to go, come winter or summer. So 
while we still have spring giving sales a mild upturn, buying 
tends to be spread throughout the year to a greater extent 
than in the bygone years. 


Nor are we at all sure that this is a situation to be 
mourned. The trend toward more even buying throughout 
the year has its good points. 


It is true that many will miss the carnival air of spring 
buying when anybody in the business could make a buck. 
But, on the other hand, it is a move toward management 
making the market instead of “conditions.” 


As we’ve pointed out before, the auto business has entered 
a period when it is more of a needed commodity than a 
glamorous luxury. 


And, a look at the way the market is going today seems 
to indicate that the makes tied closest with the public’s 
fancy toward functional equipment are making out best. 
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Events 


%& Eprror’s Norsz: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Apr. 24-24—Ohio Automobile Dealers 
Assn., Cincinnati, 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May !-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi. 

May |-3— Motor Dealers’ Assn. of British 
Columbia, Harrison Hot Springs Hotel, 
Vancouver. 

May !-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
wer 1-3—Ohio Automobile Dealers Assn., 
etherland Hilton Hotel, Cincinnati. 
May !-3—Motor Dealers of British Colum- 

bia, Sasquatch Country, B. C. 
wer 5-6—Joint Convention of Kansas 
otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel Muehle- 
bach, Kansas City, Mo. 

May 5-6— Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, Grand 
Canyon, Ariz. 

May 5-8—North Carolina Automobile Deal- 
ers Assn., Pinehurst, N. C, 

May 8-10 — Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss, 

May 810— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

May 10-li—Massachusetts State Automo- 
bile Dealers Assn., Hotel Statler, Boston: 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview, 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston. 

May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 17—Joint Annual Meeting, Motor Car 
Dealers Assn. of Southern California and 
the Los Angeles Motor Car Dealers 
Assn., Coacoanut Grove, Ambassador 
Hotel, Los Angeles. 

May 21-23 — South Dakota Automobile 

. Dealers Assn., Sheraton-Cataract Hotel, 
Sioux Falls, 

June |-4— Automotive Engine Rebuilders 
Assn., annual convention, Netherland 
Hilton Hotel, Cincinnati. ft 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, N. Y. 

June 8-9--Automobile Dealers Assn. of In- 
diana, Claypool Hotel, Indianapolis. 
June 12-14—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 


qerque. 

June 13-15—New Mexico Automobile Deal- 
ers Assn., Western Skies Motel, Albu- 
querque, 

June 20-22—Pennsylvania Automotive Assn., 
Bedford om Hotel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn. Grand Hotel, Mackinac Island. 
July 21-24—Automotive Trade Assn, Man- 
agers, Grand Hotel, Mackinac Island. 
~~ 14-17—Automobile Dealers Assn. of 
est Virginia, Greenbriar Hotel, White 

Sulphur Springs. 

Aug. 21- lorado Automobile Dealers 
Assn., Harvest House, Boulder, 

Aug. 28-29—Wyoming Automobile Dealers 
Assn., Cody, 

Sept. 11-13—New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach, N. H. 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis. 
Sept. 18-19—Kentucky Automobile Dealers 


Assn., Sheraton Hotel, Louisville. 
3 18-20—New York State Automobile 
a The Concord, Kiamesha Lake, 


. oh 
Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 30-Oct. | — Montana Automobile 
ealers Assn., Rainbow Hotel, Great 


Falls. 

Oct. 10-12 — Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 
ton Hotel, Chicago, 

Oct. 23-25—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 
Oct. 28-Nov. 2—Florida Automobile Deal- 


ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 
ie Se 
Auto Shows 
Apr. 14-17 — Knoxville Auto Show, Chil- 


howee Park Administration Building, 
Knoxville, Tenn. 

% April 25-27—Raleigh Auto Show, Cam- 
grow, Voge Shopping Center, Raleigh, 


% April 28-May !—Tucson Auto Show, 
Municipal Airport, Tucson, Ariz. 

May 8-10—Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth, 

Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

(See CALENDAR, Page 15, Col, 5) 


higher. 





The Big Stories 


34 Years Ago—1926 

Indiana topped the nation in the average mileage of surfaced high- 
ways per 100 square miles of territory. Massachusetts was the leader 
in the Northeast, Kentucky in the South, and Washington in the West. 


20 Years Ago—1940 
Second only to 1929, first-quarter production in 1940 totalled 1,316,637 
cars and trucks, The record quarter of 1929 saw 1,546,319 units assem- 
bled .. . February sales were set by the Automobile Manufacturers 
Assn, at 283,973 cars and trucks. Only in 1937 were February sales 


10 Years Ago—1950 
Willys-Overland reduced prices $40 to $120 on most of its models. 
Kaiser-Frazer announced a price reduction of $36 on the Frazer sedan. 





Automotive Cartoon 


Of the 





Week 


3 Ny 
"What they really want is big, low-priced cars 
and cheap gasoline.” 


Letterbox 





‘Buy American ..... . 
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This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used if you so request. 





Imports Under Fire 

The American buyer of compact 
cars has arrived at the crossroads 
—to buy or not to buy an imported 
compact or the wiser choice of an 
American compact. The hour of 
decision has arrived. Sad but true 
up to a few months ago if a com- 
pact it had to be, the buyer had 
no choice except to buy an import. 

How a redblooded American of 
mature judgment could be maneu- 
vered into buying one of these little 
monstrosities is very difficult to 
understand. They offer very little 
trunk space, insufficient power to 
the point of not being able to hold 
your own with other motorists, 
which is a definite traffic hazard 
and in addition to this, it is easy 
to overlook one of these under 
crowded conditions. 

They offer no head room, no leg 
room and the thin cushions will 
wear all the skin off the lower end 
of your back bone. They will not 
fit a standard wash rack or a stand- 
ard grease rack and in addition to 
this you need special imported tools 
to service them properly. Regard- 
less of their claims, parts are not 
available when needed. 

The sales representatives have 

a relatively small investment 
compared to our American-built 
automobiles. In the event of a 
difficult selling period aH their 
selling agent has to do is put his 
hat on and go back where he 
came from. Then what about 
their socalled service policy and 
the owners left behind them? 

Most of them have been produced 
in a factory subsidized by a gov- 
ernment with money borrowed 
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(which is a kind word) from the 
taxpaying citizens of the United 
States. We allow them to come into 
this country with very little import 
duty while on the other hand their 
country charges such a high im- 
port on American-built cars we no 
longer have a market there. 

We all know the world is smaller 
and that we must help all people 
all over the world. Why not develop 
a market for these cars among the 
underprivileged millions of other 
countries where the ownership of 
any kind of car would be a real 
accomplishment? 

A thought to ponder—what if the 
man who earns his money from 
American industry and buys an 
import had to live in an import 
economy. I will grant he has a right 
to buy what he pleases, but instead 
of riding in an automobile he would 
be using a high wheel bicycle carry- 
ing his lunch in a paper bag and 
living in a house with a path to 
the little house in the corner of 
the yard. 

Had these cars been offered by 
an American manufacturer, the 
car buying public of the United 
States would have turned their 
noses up and their thumbs down. 

The automobile builders of the 

United States now offer a number 
of excellent compacts. In these you 
will receive comfort, service, road- 
ability and appearance you can be 
proud of and enjoy. 

In the event you are prejudiced, 
now is the time to use a little com- 
mon horse sense and buy automo- 
biles and other products produced 
by the labor and industry of the 
United States. 

This you must do if you want 
your children and grandchildren 
to enjoy the glorious things you 
take for granted in the greatest 
nation the world has ever known— 
the UNITED STATES of America. 
Rew B. Bisuop, 113 Wabash Drive, 
Lexington, Ky. 

* * * 
Too Little Training 

I have often been confronted with 
a problem presented to me by my 
friends and colleagues which I can- 
not answer as well as I would like 
to. I am wondering if your staff or 
some of your readers could assist 
me in formulating a more concise 
or more accurate answer. 

The question is: Where can a 

(Continued on Page 15, Col, 1) 
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BIGGER PAYLOAD WITH BENDIX HYDROVAC* POWER BRAKES 


Vacuum power braking helps the trucker to bigger 
payloads and more profit. Bendix Hydrovac, un- 
challenged leader in the field, weighs less, permitting 
increased payloads of up to several hundred pounds. 


PRICE—Hydrovac Power Brakes cost less to buy, less 
to maintain; do not rob power from the engine. 


Get this continuing dividend when you order or 
specify truck equipment. Whether you build, buy, 
sell or operate trucks, you’ll find it pays to ask for 
Bendix Hydrovac. *REG. U. S. PAT. OFF. 


braking available in case of power failure. 


More Bendix Hydrovac vacuum power brakes are in use than all other makes 


Bendix tivisiox South Bend, wo. 










FORD MOVES IN 


READERS ! 


Suburbia Today DOUE LE 


Only 16 months old, Suburbia Today is delivering 
its biggest issue yet (a fat 48 pages — twice as big 
as a year ago) to 1,364,387 suburban families this 
month, This unprecedented growth is due to the 
almost immediate acceptance of Suburbia Today by 
major advertisers in most categories. 


Ford Motor Co. (alert to the fact that S-T readers 
own more cars per family than readers of any other 
publication) will blossom out with 8 full-color 


pages in the April issue. 


with 8 FULL COLOR PAGES in 
our APRIL ISSUE... Selling Wagons 
to the people who buy the most 
wagons... SUBURBIA TODAY 












Circulation is up, too! Suburbia Today is distributed 
by 203 influential newspapers covering 505 suburbs 
with 1,364,387 circulation. Advertising rates are 
still based on 1,000,000 circulation ! 


Every month, more of America’s top brands move 
into Suburbia Today. But—we still have room! 
What products do you have that fit the needs of 
America’s biggest group of highest incomes — 
the 1,364,387 Big Spending Families who read 
Suburbia Today? 


* Thanks to the quick recognition by major advertisers and their agencies of Suburbia Today’s advertising advantages. 








QUICK FACTS ABOUT 
AMERICA’S RICHEST 
SHOPPING CENTER 


Yan a7 Mea) depth 
AS 
SUBURBIA TODAY 


Suburbia Today 


153 NORTH MICHIGAN AVENUE 
CHICAGO 1, ILLINOIS 
Leonard S. Davidow, Publisher 


Patrick E. O'Rourke, Advertising Director 
John M. Badger, Western Advertising Manager 


NEW YORK 22: 405 Park Avenue, PLaza 5-7900 

DETROIT 2: 3-223 General Motors Building, TRinity 1-5262 

CLEVELAND 15: 604 Hanna Building, PRospect 1-4677 

ATLANTA 3: Cogill, Pirnie & Brown, 1722 Rhodes 
Haverty Bldg., JAckson 2-8113 

SAN FRANCISCO 4: 235 Montgomery St., YUkon 2-0924 

LOS ANGELES 5: 3670 Wilshire Bilvd., DUnkirk 1-3821 
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Backbone of Our Business, Says Small-Town Ford Retailer . . . 





Used Cars Steal Dealer’s Heart 


By George H, Watson 
Staff Correspondent 

PELL CITY, Ala.—The heart of 
the business of Clifford Reavis 
Ford is the used-car department, 
according to Clifford Reavis, co- 
partner with Jake Sutherlin, Rea- 
vis came up through the used-car 
department of another dealer, and 
devotes most of his time to this 
end of the business, 

He is definitely in a used-car 
market, being in a small town 
(5,000 population) only 35 miles 
from Birmingham, where there is 
an overflow of used cars. He not 
only does not wholesale any used 
cars, he goes into the market and 
buys them. 

“The secret of the used-car busi- 
ness is in the know-how of recon- 
ditioning them,” said Reavis. In 
the first place, he added, he never 
trades for or buys a used car with- 
out road testing it, despite the fact 
that he can almost tell its condition 
by the time the owner opens the 
door. 

“Our objective is to bring out the 
full potential of each used car,” he 
continued, “and every car has an 
appeal to some person, 


“In checking a car, we particu-| 


larly watch out for safety features, 
including the brakes, the tires and 
the tie-in rods, Then we concern 
ourselves with appearance features, 
including the paint job, body dents 
and seat covers. 

“We not only do everything we 
can to make the car look like new 
on the outside, including washing, 
painting or polishing, but on the 
inside also. The latter includes a 
thorough vacuum-cleaning job, as 
well as seat covers and floor mats 
where needed. 

“Our objective is to have a car 
that we can sell a man with as- 
surance that it will give him a 
minimum of trouble,” Reavis 
said, “Since we put everything 
We can into these cars, we sell 
them on a full-satisfaction or 
money-back guarantee and usu- 
ally on a 50-50 basis as far as any 

repairs are concerned during the 
guarantee period.” 

Reavis said used cars get top 
priority in his shop and the used- 
car mechanics are made to feel 
that their job is the most important 
in the operation. He still likes to 
don his old clothes and work with 
them. 


Used cars also are given the spot- 





Goal for Month— 


Monthly goals for new and used-car 
sales are set by Clifford Reavis Ford, Pell 
City, Ala. The goal announced here is 125 
units. Shown are Clifford Reavis, right, and 
his partner, Jake Sutherlin. Reavis calls 
used cars the firm's “bread and butter,” 
and devotes most of his time to boosting 
their sale. 





Swiss Watches For Premiums 


Mens | J sport watch $2.95 each. 
Mens | J water resistant ... . $4.25 each. 
Mens | J rhinestone dial .. . $4.75 each. 
Ladies | J sport watch $3.80 each. 
Ladies | J water resistant . . . $5.00 each. 
Min. | dozen, leather straps . . . 25c each. 
Expansion bracelets, 60c ea. Free catalog. 


TRANSWORLD, 565 5th Ave., N.Y. C. 17 
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light when it comes to display. 
Being a small dealer with a small 
showroom, Reavis doesn’t have 
many new cars on hand at one 
time, but it does have a good selec- 
tion of used cars that almost have 
new-car glamour, 

One advantage of a small dealer 
in selling used cars is the ability 
to have a selection, whereas it is 
impossible to carry all the colors 
and models in new cars, Reavis 
said. He added that he often has to 
take orders for new cars, whereas 
the used car is there waiting for 
the purchaser. 

Salesmen work strictly on a 
commission, Reavis said, but are 





McNash Opens New HQ 


BURLINGTON, Vt. — An open 
house marked the formal opening 
of the new Volkswagen sales and 
service building of McNash Motors, 
Inc., 1325 Shelburne Rd. The firm 
is owned M4 Peter McDowell and 
Charles Ni 


DEALERS 





furnished gas and car mainten- 
ance, Many deals are made with 
persons living outside the city, 
and even in Birmingham and An- 
niston, he added. 

“We are located at the junction 
of two highways, each with a lot 
of traffic, and have developed a 
good trade with travelling men,” 
Reavis said. “The latter know Pell 
City is a good used-car market, 
hence some of them come here 
each year to trade for new cars.” 

Reavis said he averages about 
1,000 sales a year, with considerably 
more used than new cars being 
sold. In a recent 4%-month period, 
he added, a profit of $40,000 was re- 
ported. 

“We set a goal in order to reach 
our overhead, and then we try to 
make it as early in the month as 
possible,” said Reavis, “Then the 
rest of the month is gravy. I tell 
our employes that it is not us pay- 
ing them but our customers, and 
that it is up to them to get the 
business, It takes teamwork to get 
results and we have it.” 


Where Money Is Made— 

The service department of Clifford Reavis Ford, Pell City, Ala., contributes a major 
portion of the dealership's profits, according to Clifford Reavis, partner. His specialty 
is used cars and the secret of success in the business is reconditioning know-how, he 
claims. Sound cars inside and out are the goal of his shop, Reavis says. 
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IN ANY SELLING MARKET LARK DEALERS PROSPER! 
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In the Letterbox 





(Continued from Page 10) 


person acquire basic training in 
the automotive retail field? Up 
until 1956 such training could be 
gained by attending General Mo- 
tors Institute in their dealer co- 
operative program, as I did mine. 
As president of the last graduating 
class, I and my fellow classmates 
were greatly disturbed when the 
board of regents voted to discon- 
tinue the program. 


Our efforts of contacting GM 
executives and dealers through- 
out the country in an effort to 
gain their support in the program 
was fruitless, and yet these same 
dealers are constantly complain- 
ing of the lack of trained men 
while the factories cry for in- 
creased sales from inefficiently 
manned sales forces. 

With the ever increasing com- 
petition and emphasis being placed 
on personal selling, it is becoming 
necessary to engage salesmen who 
possess qualities to meet these ob- 
stacles with greater enthusiasm 


and desire. I am fully aware that 
the factories maintain training cen- 
ters throughout the country offer- 
ing courses in salesmanship and 
management, but to my knowledge 
these are mainly refresher courses, 
and are not designed to teach the 
basic fundamentals of selling. 


In other instances, I realize that 
some dealers undertake on-the-job 
training programs. For some this 
may be a solution, but I believe 
that in the majority of the cases 
the individuals doing the training 
may be more than qualified to sell 
effectively but when it comes to 


Hartford Salesmen Elect 


HARTFORD.—The Greater Hart- 
ford Automobile Salesmen’s Assn. 
has elected these 1960 officers: 
Caesar Rossitto, president; Ray- 
mond Ryalls, vice-president; John 
Dowd, secretary; Al Siegel, treas- 
urer; Charles Wayne, sergeant-at- 


arms. 


showing others how to do it, this 
becomes quite difficult, and in 
many cases causes the trainee to 
a discouraged and leave his 
job. 

What happens to the person 
who desires to make a career in 
automotive selling? Other types 
of retail outlets maintain exten- 
sive training programs with 
which they develop and mold 
future management. The average 
individual who desires to do this 
in the automotive field is much 
on his own and thus develops 
mannerisms and traits which 
may not only be detrimental to 
himself but his dealer also. 

I am agreed upon the fact that 
the industry as a whole is becom- 
ing more market-oriented and 
profit motive minded, but when it 
comes to training in the retail 
phase, there is great room for ex- 
pansion. 

Dealers are constantly looking 
for good salesmen, and yet they 
fail to realize that their only source 
of such men are dealerships. 

How often do you find a man 
in some type of industrial selling 
who goes into automotive selling 
on the retail level? His attitude is, 





65 Utah Dealers Cited 


For School Loaners 


SALT LAKE CITY.—The Utah 
Safety Council has honored 65 
auto dealers throughout the state 
recognized for loans of automo- 
biles to high school driver edu- 
cation programs. 

Public high schools in the 
state are offering driver training 
to more than 95 percent of the 
eligible students, reports show. 
As yet, Carbon, Piute and Dag- 
gett counties have not entered 
into the driver education pro- 
gram. — 





why should he lower himself to 
selling cars? 

By developing trained men this 
attitude would be quick to change 
and the automobile salesman would 
gain more respect in the eyes of 
the public and ultimate consumers. 

In essence, this would not only 
uplift the salesmen’s positions in 
relationship to other forms of 
selling, but indirectly tend to in- 
crease sales by gaining confidence 
of the consumers. 

Although I am not an authority 


on this subject, these are some of 





ARE YOU READY FOR A HIGH-PROFIT 
FRANCHISE? READ THESE MARCH 16 TELEPHONE 
REPORTS FROM RECENT LARK DEALERS! 


CLEARED ENTIRE INVESTMENT IN 14 MONTHS 
Charles Melloy, of Melloy Brothers Motor Co. ALBUQUERQUE, N.M. 
“As a matter of fact, we cleared almost the whole original investment in this new dealership in the first 
12 months. Paid off the building, a lot of equipment, and then some, on the Lark alone. Next two 
months, we were 100% clear. We've been putting money in the bank ever since.” 


NET “ABOUT HIGHEST IN AREA” 
Bob Phillips, Jr., of Bob Phillips Auto Sales INDIANAPOLIS, IND. 


WANT TO JOIN THEM? wane 


“Our gross and our net on new Larks were just about the highest in our area this last year. We started 
the Lark franchise in September of 1958, mostly as a sideline to our big used car operation. Now it’s 
a major part of our overall business. We moved about 250 Larks in ‘59 and figure about 300 in ‘60.” 


FINEST CREW OF SALESMEN I EVER HAD 

Bill Dreiling, of Bill Dreiling Motor Co. DENVER, COLO. 
“Salesmen around here know this dealership is a live spot. The Lark has a good reception, it sells fine 
against the other compacts. Also, their selling is easier because we get just the cars we want from the 
factory, no slow movers, no forced tie-ins. We can keep a well balanced inventory on hand. This helps 
me attract good men and keep good men. I've got the finest crew of salesmen I ever had, and they're 


making good money.” 


PROFIT 71% ABOVE U.S. DEALER AVERAGE 

Jack Campbell, of Campbell-Honeycutt RALEIGH, N.C. 
“Sure I'm happy with this Lark franchise, for one big simple reason—/ can make money with it! Just 
check these figures yourself. Last year's gross sales ran $750,000, and our net was $18,000. That figures 
exactly 2.4 percent net profit. Now, the national average profit for all dealers was 1.4 percent. In other 
words, I’m Mt percent over the average dealer with my profits on Lark.” 


SOLD 5 LARKS ON RAINY SATURDAY 
Bill Vernetti, of Carmichael Studebaker CARMICHAEL, CALIF 


“This is a small dealership just outside Sacramento, with 16 other agencies selling compacts. We opened 
the first of January and we've had miserable snow and rain for the whole 214 months—but I sold 9 
cars the first 2 days. We've moved 92 Larks in these 11 weeks, with a very high average gross, Last 
Saturday, with heavy rain all day, we wrote 5 orders for Larks.” 


REMARKABLE TRADE-INS ON LARKS 
C. J. Lauer, of Emerson & Orme, Inc. WASHINGTON, D.C. 


“This Lark sells right across the whole market, and that shows up in the used cars we take in. From 
VW's to Caddies, we get everything, right across the board—good clean cars! That's the remarkable 
thing about the Lark. It means a nice balanced inventory on our two used car lots, It’s partly these 
good used cars, plus the way the Lark itself stands up on comparison with any other compact, which 
enables us to move a lot of new cars at a high gross. We're keeping 50,000 square feet of space busy 
with the Lark alone.” 
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Dealer Development Division , Studebaker-Packard Corp., South Bend 27, Ind. 


Gentlemen: Please send me the facts—in strictest confidence—no obligation. 
POSITION 
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the problems which I have seen and 
encountered. I definitely feel that 
some type of formal training is 
necessary in an effort to bring the 
automobile salesman up to stand- 
ards with other salesmen at their 
own level of retailing. — Dan E. 
Gace, University of Colorado, Boul- 
der, Colo. 


* aa 
Wanted by FBI 
The FBI is conducting an investi- 
gation to locate Carl Taylor Varner, 
also known as Tate Varner, who is 
sought for interstate transportation 
of a stolen car. 
Varner has been 
employed as a 
used-car sales- 
man and may 
presently be fol- 
lowing the same 
occupation, He 
has victimized 
many of his for- 
mer acquaint- 
ances in the used- 
car business by 
having them cash 





C. T. Varner 
true-name intra-state checks for 
him, 


Varner is white, aged 41 and was 
born in Mt. Holly, N. C. He is 5 
feet 8 inches to 5 feet 10 inches tall 
and weighs 170 to 225 pounds. He 
has blue eyes, a ruddy complexion, 
black or dark brown hair and has 
a heavy build. He carries a North 
Carolina driver’s license No. 822743. 


Anyone having information on 
Varner is urged to contact the 
nearest FBI office.—FepreraL Bureau 


OF INVESTIGATION, 
* * ox 


Rollsmobile Revision 


In the Feb. 22 issue of AuTomMoTivs 
News, a picture captioned “ ‘New’ 
Ford” shows Arthur Godfrey and 
Capt. Al Starts displaying their 
novel Rollsmobile. 

According to Starts, president of 
Rollsmobile Corp. (not Starts Mfg. 
Co.), that is a three-quarter (not 
two-thirds) replica of a 1901 Olds- 
mobile. 

Was there ever a “1901 Ford run- 
about” as you described it? In- 
cidentally, they call this “The Car 
with the Backward Look.”—Erwin 
L. Scuwartt, Atlantic City. 


Calendar 


(Continued from Page 10) 


%& May 20-22—Norfolk Imported Car Show, 
Norfolk Arena, Norfolk, Va. 

Nov. 23-27—Portland Auto Show, Memorial 
Coliseum, Portland, Ore. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Feb. I1-18—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

%& Feb. 18-26—53rd —o Auto Show, 
Chicago Exposition r, Chicago. 


General 


Apr. 7-9—National Truck, Trailer & Equip- 
ment Show, Great Western Exhibit Bidg., 
Los Angeles. — 

. 2i- merican Society of Tool and 
anufacturing Engineers, Conference 
and Tool Show, Artillery Armory, Detroit. 

May 10-12— Eighth Highway Transporta- 
tion Congress, Woshingion, DB. C, 

July 21-23—Automotive Trade Assn. Man- 
agers, summer meeting, Grand Hotel, 

ackinac Island, Mich, 
ce 6 1960—Production Engineering 
how, Navy Pier, Chicago. 

6-16 1%60—Machine Fool Exposition, 


Sept. 
leiecgilonst Amphitheatre, Chicago, 
Oct. 16-2i—American Trucking Assn. an- 
nual convention, Waldorf-Astoria Hotel, 
New York City. 












s 
WANTED 


Our prodnete are priced at $400 and $800 
and have excellent acceptance with and 
@re greatly needed by the Automobile 
Dealers, Service Station and Garage oper- 
ators. We are interested in a goreen cap- 
able of hiring and training a Retail Sales 
force of about 10 people in each State, 
and who has $25,000 available for inven- 
tory and working capital. Inventory re- 
purchased should you ever give up dis- 
tributorship. 


This is a somad eowtive for 
@ person w 

and sales ability yo gen should net 
from $25,000 to $1 per year. 
Although we might prefer someone with 
no other interests, we would consider an 
Automobile Dealer or someone presently 
in Retail or Wholesale distribution, pro- 
viding a separate Company and Mana 
ment was set up for this operation. Write, 


Box 9 c/o Automotive News, Detroit 7 
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Compacts Called Stimulant... 





Record Sales Seen for Fiat 


dent and general manager of Re- | Sales in similar management ca- 


HIS will be the biggest year in 

the history of Fiat, with a sales 
increase of 50 percent predicted in 
the West, Charles W. Nebel, general 
sales manager of Hoffman Motors 
Corp., told more than 150 Fiat deal- 
ers from three western states at 
a regional meeting in Beverly Hills, 
Calif. 

At least 12,000 Fiats are expected 
to be sold in this market in 1960, 
compared with 8,126 the previous 
year, Nebel told the Fiat dealers 
from California, Nevada and Ari- 
zona. Total national sales for the 
year should exceed 45,000 units, 
placing Fiat high among the top 
10 in the import automobile field, 
he said. 

“Our intensive advertising pro- 
gram, the largest localized adver- 
tising campaign of an imported 
car in 1960, plus our expanded 
dealer organization, will bring 
about a substantial increase in 
Fiat sales during the rest of the 
year,” Nebel said. 

According to experts and analys- 
ists, the compacts will take about 
35 percent of total car sales in 1960, 
Mr. Nebel said. 

“This sharp rise in the public’s 
attitude toward the compacts will 
make Fiat one of the leading sell- 
ers in the market, because Fiat is 
not only more compact than any 
of Detroit’s versions, but it has the 
added incentive of economy that 
Detroit has yet to match,” he de- 
clared. 




















nault, Inc., U. S. subsidiary, 

Dauphines account for the major 
portion of Renault production, Val- 
ode said. He reported that 2,000 of 
the popular four-door sedans now 
are produced daily in the Renault 
factories in Flins and Billancourt, 
just outside of Paris. 

Renault began manufacture of 
the Dauphine four years ago this 
month, Valode said. At that time, 
100 units a day were produced. 

* * * 


Mercedes-Benz 


EINZ WAIZENEGGER has 

been appointed Mercedes-Benz 
sales manager, and R. A. Baldwin 
has been named Auto Union-DKW 
sales manager, according to L. A. 
Fleener, president, Mercedes-Benz 
Sales, Inc., subsidiary of Stude- 
baker-Packard Corp., South Bend. 





R. A. Baldwin 


H. Waizenegger 

Fleener said the appointments 
will result in specialized attention 
to the further development of each 
of the company’s imported car lines. 
F. L. Armstrong will continue as 
Mercedes-Benz general sales man- 
ager. 

Waizenegger, prior to joining S-P 
when it took over the United States 
distribution of Mercedes-Benz in 
1957, was sales manager for Daim- 
ler-Benz of North America, Inc., 
and sales training manager for 
Daimler-Benz A. G., Stuttgart, Ger- 
many. 

He has served Mercedes-Benz 


—WILLIAM CARROLL 
cd - * 


Renault 
eR AULTE now are reported 
coming off the assembly lines 
in France at the record rate of 
2,650 vehicles a day—or one every 
14 seconds. 

The announcement that Re- 
nault achieved this new produc- 
tion peak on March 1 was made 

by Robert E. Valode, vice-presi- 











Buy genuine Rover parts 


The use of genuine Rover parts, en- 

ineered to the exacting standards of 

e developers of the jet engine and 
the world’s first turbine car, is strongly 
recommended. Inquiries may be di- 
rected to the following offices, where 
complete parts depots are maintained: 
36-12 37th Street, Long Island City 1, 
New York; 373 Shaw Road, South San 
Francisco, California; Mobile Drive, 
Toronto, Canada; 156 West Second 
Avenue, Vancouver, B. C., Canada. 





THE ROVER MOTOR COMPANY 
OF NORTH AMERICA LIMITED 


AUTOMOTIVE NEWS, APRIL 11, 1960 





Wraps Off Luxury Imports 















































pacity the last three years. 

Baldwin has been sales promo- 
tion manager for both Mercedes- 
Benz and Auto Union-DKW prod- 
ucts. He has been associated with 
Mercedes-Benz Sales since its in- 
ception. 

* * + 
Sabra 
ABRA MOTORS, INC., 8833 Wil- 
shire Blvd., Beverly Hills, Calif., 

has been appointed direct importer 
and distributor for the United 
States for the Sabra station wagon 
and truck. 

Sabra vehicles are produced by 
— Co., Ltd., Haifa, Israel. 

illiam J. Bryan sr., an Oldsmo- 

bile dealer, is president of Sabra| Rolls-Royce's Answer to the Compacts— 
Motors. The largest Rolls-Royce ever made is this Phantom V, which measures nearly 20 feet 
in overall length. Base price of this chauffeur-driven limousine is $26,350, but the tag 
covers automatic transmission, power steering and power brakes. Lamb's wool rugs are 
— — The car makes its United States debut at New York's International Auto- 
mobile ow. 





Datsun 


YOICHI HARASHINA, senior 

managing director for Japan’s 
Nissan Motor Co., has been named 
to supervise the company’s opera- 
tions in the U. S. and Canada. Nis- 
san makes the Datsun car. 

Also assigned to the U. S. is 
Yutaka Katayama, assistant man- 
ager of Nissan’s foreign trade divi- 
sion. He will be stationed in Los 
Angeles and will be manager for 
the West Coast and Hawaii. 

Two other Nissan officials will 
work in Central and South America. 
Torio Akabane will spend a year 
in Venezuela and then visit Cuba 
and Colombia, and Tetsuo Arakawa 
has been named Nissan manager in 
Mexico. 

+ * + 
Volkswagen 

7 500,000th Volkswagen to be 

imported into the U. S. will be 
presented to the owner of the old- 
est Volkswagen now in operation 
in this country, according to Carl 
H. Hahn, vice-president of Volks- 
wagen of America. 

To be eligible, the old VW must 
be in operating condition, have its 
original body, be owned by a pri- 
vate individual not associated in 
any way with the manufacturer and 
have been registered in one of the 
50 states or the District of Colum- 
bia as of Jan. 1, 1960 by its present 
owner. Actual age of the car will 
be determined by its serial number. 

Hahn pointed out that the search 
was not a contest in the usual sense 
of the word. 

“There are no jingles to write, 
no boxtops or facsimiles to send in,” 
he said. “The owners of vintage 
Volkswagens will be required to file 
a simple entry form with their local 
authorized dealers. Closing date is 
Apr. 20.” 


* * + 
Auto Union-DKW 
RCEDES-BENZ SALES, INC., 
has announced the addition of 
10 Auto Union-DKW dealerships. 
They are: 

A. Robert Perry, Inc., 4729 S. 
Salina St., Syracuse; Arnold Sales, 
17 Railroad St., Andover, Mass.; 
Cloverleaf Motors, Inc., 3625 E. 
Washington Blivd., Fort Wayne, 
Ind.; Al Taafe Motor Co., Inc., 935 
N. State St., Girard, O.; Keenan 
Motors, Inc., 3320 N. Broad St., 
Philadelphia. 

Topping Motors, Inc., 925 Market 
St., Tacoma, Wash.; Heights Mo- 
tors, Inc., 1333 Halsted St., Chicago 
Heights, Ill.; Mutual Oldsmobile, 
Inc., 1515 State St. Springfield, 
Mass.; Park Motors, 185 Ocean St., 
South Portland, Me. and Ken 
Brown, Inc., 3131 E. Jefferson Ave., 
Detroit. 





Jaguar Introduces Hotter Sedan— 


Jaguar's 3.8 sedan, billed as “the fastest sedan of its class in the world,” will be 
introduced to Americans at New York's International Automobile Show. The 3.8, using 
Jaguar's famed XK engine, produces 225 horsepower and is said to be capable of top- 
ping 120 miles per hour. Disc brakes are mounted on all four wheels. The buyer can 
choose among automatic transmission, four-speed transmission or three-speed with 
overdrive. Power steering is optional. 
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Volvo—a Stout Swede Turns Svelte— 


Volvo's P-1800 sports coupe will be shown for the first time in the United States at 
the International Automobile Show in New York. The P-1800 is powered by a 108.5- 
cubic-inch, four-cylinder engine developing 100 horsepower. It has a floor-shifted, four- 
speed transmission and disc brakes in front. Wheelbase is 96.5 inches and length is 
173 inches. Production is scheduled to start next September. 


— 


* * * 
BMC 

RITISH MOTOR CAR DIS- 
TRIBUTORS, LTD., San Fran- 
cisco, has purchased the McAlister 
Buick building for nearly $1,000,000, 
giving it the largest service facilities 
of any foreign-car dealer in the 
U. S., according to Kjell H. Qvale, 

president of the firm. 

Qvale said the purchase will make 
it possible to consolidate sales and 
service facilities previously main- 
tained at four different locations. 
However, one of the four will be 
retained as a supplementary show- 
room, he added. 

McAlister Buick will continue 
sales and service in the quarters 
for several months, with British 
Motors eventually taking over the 
service and retaining most of the 
McAlister service personnel. 








A British Major from Daimier— 
The Daimler Majestic Major, a luxury four-door sedan with a high performance 

4.5-liter, 220-horsepower, V-8 engine, will make its American debut at the International 

Automobile Show in New York. Standard equipment includes windshield washers, fog 

lights, carpeting, tachometer and reading lights. Wheelbase is 114 inches; overall 

length, 202 inches, and weight, 4,088 pounds. The East Coast port-of-entry price will oh 

be approximately $8,500. 
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Research News for AUTOMOTIVE EXECUTIVES 


NEW BRAKE FLUIDS 





keep cool under sky-high heat! 


Over 550 degrees of heat is sky-high to a brake, but it doesn’t faze 
some of the new hydraulic brake fluids coming out of Dow’s Auto- 
motive Chemicals Laboratories at Midland, Michigan. And at the 
other end of the thermometer, these same fluids operate well even at 
minus 60°F., and below. 


Those new brake fluids shrug off the tremendous heat built up in 
drums and linings during the braking of today’s heavy, high-speed 
cars. But these new fluids are only forerunners of even more advanced 
formulations now in development by Dow—fluids designed to with- 
stand even anticipated brake operating conditions of a decade hence. 


Work at the Dow automotive lab involves new fluids to satisfy require- 
ments of multifunctional hydraulic systems. Such work is directed to 
new automotive developments in “Central Hydraulic Systems” where 
the fluid not only must meet brake fluid specifications, but must also 
satisfy the requirements of power steering and automatic transmissions. 


These are but two of the significant developments under way at the 
Dow Automotive Chemicals Laboratories. There’s much more than this 
in progress . . . new cooling system concepts and materials, and de- 
velopment of new gasoline and oil additives, for example. From this 
work may come answers to your pressing problems. Why not inquire? 


THE FULL FACILITIES OF DOW'S AUTOMOTIVE CHEMICALS LABORATORIES 
ARE AT THE SERVICE OF AUTOMOTIVE MANUFACTURERS. 


Dow’s development staff constantly works with manufacturers on problems involving automotive 
chemicals . . . problems of all kinds, like those mentioned above. And because Dow is located at 
Midland, Michigan, close to the heart of the automotive industry, distance is no problem. Call us in 
Detroit at the Fisher Building, TRinity 5-7200. Or write: Chemicals Merchandising Dept. 405U4-11. 


See “The Dow Hour of Great Mysteries’”’ on NBC-TV 


DOW CHEMICAL COMPANY -> 


MIDLAND, 


MICHIGAN 
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New 


Plants to Aid Unemployed .. . 





All British Makers Expanding 


By F. C. Livingstone 
Staff Correspondent 
ONDON.—AIl the Big Five Brit- 
ish auto makers have plang in 
hand for the creation of big new 
plants, mainly in areas where there 
is under-employment in other in- 
dustries. Their talks with the 
Board of Trade are likely to lead 
to the announcement of about $600 
million worth of new plants before 
the summer. 

Siting of the new plants in labor 
“black spot” areas is based on the 
Government’s conviction that the 
national interest ig best served by 
freezing the size of the labor force 
in the traditional automotive cen- 
ters, and diverting expansions to 
the less buoyant areas of Britain. 

Schemes already announced in- 
clude the following: 

Sir Leonard Lord, chief of Brit- 


Scotiand (for heavy trucks and 





tractors), in South Wales (for 
pressings and major sub-assem- 
blies) and on Merseyside. Esti- 
mated cost is about $80 million. 
Keeping Dagenham as the center 
of manufacturing operations, and 
with plants in many other parts of 
the country, Ford is siting a big 


‘new plant at Liverpool, estimated 


to cost upwards of $70 million. The 
initial project there aims at an out- 
put of 200,000 autos a year, to be 
doubled within the next few years. 

The Rootes Group has plans for 
a new plant at Paisley, near Glas- 
gow, Scotland, to cost over $30 mil- 
lion, while the Standard-Triumph 
group has an expansion scheme, to 
cost about the same amount, large- 
ly centered on Merseyside. Another 
Standard-Triumph development, 
costing an extra $20 million, is also 
being prepared. 

Philip Copelin, chairman and 
managing director of Vauxhall] Mo- 
tors, has announced a $170 million 
expansion program, including a 
truck plant at Merseyside and sub- 
stantial extensions to the Luton 


SURE 


and Dunstable plants which are 
now the headquarters of General 
Motors in Britain. 

The Rover expansion is to take 
place in South Wales, near Car- 
diff, where a new Land Rover 
plant is to be built at a cost of 
about $6 million. 

All the auto makers agree that 
the siting of these new plants will 
put up their costs, but the Govern- 
ment hag been insistent that the 
expansions must largely be made in 
the black-spot areas or not at all. 

* +” 


Runs on Any Fuel 


A NEW motor has been developed 
by Rolls-Royce which can run 
on diese] oil, kerosene or gasoline. 
A simple manual control makes the 
change. A company spokesman said 
“eventually it will be able to oper- 
ate on almost anything from pea- 
nut butter to creosote.” 

The motor is being produced in 
three forms: A _ four-cylinder 
model developing 160 brake 
horsepower, a five-cylinder model 
developing 200 BHP and a six- 





WAYS 








U. S. Frees Peugeots 
It Seized in December 


WASHINGTON.—A _ shipment 
of French Peugeot cars, impound- 
ed on the West Coast since last 
December, has been released by 
the Foreign Assets Control of the 

De nt. 

The cars were held while the 
government investigated reports 
the cars had been bought through 
Chinese agents in France in vio- 
lation of laws banning trade with 
Red China. The cars were re- 
leased when no evidence was 
found that Red Chinese had been 
involved in the million-dollar 
transaction. 





cylinder model developing 240 
BHP. 

It is being designed primarily for 
military vehicles, and is sponsored 
by the British War Office and will 
replace the B-range gas motors 
which have been used in all British 
Army wheeled vehicles built since 
1945. 


+ 

Flying Start 
1. British motor industry 
started the new year by setting 

a new alltime high pace in auto 
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TO BUILD REPEAT BUSINESS 








minutes... 


WYNN’S ENGINE TUNE-UP 


A can of WYNN’S ENGINE TUNE-UP is uncondi- 
tionally guaranteed to free sticking valves and 
hydraulic valve lifters in your customer's car or 
his money is refunded. Add a can to the crank- 
case and the job is usually done in a matter of 
it tunes the engine while he drives. 





engine performance immediately. 


AND INCREASE PROFITS 


WYNN’S CARBURETOR CLEANER 


You can perform a real service for your cus- 
tomers with the WYNN’S CARBURETOR CLEANER 
kit. Gums and other harmful deposits can be 
removed quickly and economically without dis- 
mantling the carburetor or removing it from the 
car. Your customers will feel the improved 
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Also available in Canada and everywhere in the free world. Wynn Oil Company, Azusa, California. 
Affiliated companies in: Toronto, Canada; St. Nicolas Waes, Belgium; Caracas, Venezuela. 


Wynn’s Friction Proofing products are advertised all year long in the 
nation’s leading magazines to build consumer acceptance and demand. 
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exports, More than 62,000 cars were 
shipped abroad, 20,000 up on Janu- 
ary, 1959. Exports of trucks num- 
bered nearly 12,000 in January, 

* + * 


Vauxhall Peaks 


AUXHALL. MOTORS delivered 

more vehicles during February 
than ever before in a single month. 
A total of 25,951 vehicles left the 
Vauxhall plants—54 percent more 
than in the same month last year. 
New company records were set up 
also for exports, at 13,017 units. 

* * a 


Belgian Plant 
GET a toehold in Common 
Market territory, Standard-Tri- 
umph has acquired a plant site at 
Malines, Belgium, The plant will 
start production at the rate of 2,500 


autos a year in June, and will work ~ 


up to four times this output. 

At present British autos pay 26.48 
percent import duty entering Bel- 
gium, while Common Market-pro- 
duced autos pay 24.03. After July 1 
this year the gap between Common 
Market and “external” rates of 
duty will be twice as wide. 

* + * 


Toughened Crankshafts 


RANKSHAFTS are now being 

given 2% times the hardness of 

a normally hardened and tempered 

steel shaft at the Elandsfontein 

headquarters of Leyland Albion 

(Africa), Ltd., a newly-installed ni- 
triding plant. 

The new plant, which also 
makes the crankshaft twice as 
strong in its resistance to fatigue, 
consists of a 56 kW. cylindrical 
furnace capable of treating 10 
crankshafts at a time. 

As well as treating Leyland 
crankshafts for all of South and 
Central Africa, the new furnace 
will be made available to manufac- 
turers of other auto components in 
these areas. 


One Per Family 


k= family in the developed 
countries of Western Europe 
should own at least one auto by 
the middle of the 1970s, Brian 
Rootes, managing director of 
Rootes, Ltd., forecast in Geneva. 
Rootes, who was introducing the 
new Hillman Husky on the eve of 
the Geneva Motor Show, said that 
British manufacturers should reach 
an output of about three million 
vehicles a year by 1963—nearly 
twice the number produced last 
year. 


* 


ao * * 
New Alternator 


OSEPH LUCAS, LTD. has intro- 

duced an alternator. It consists 
of an AC current generator and an 
output control unit. 

The advantage claimed for AC 
operation is that a higher elec- 
trical output can be obtained 
without a substantial increase in 
the size or weight of the generat- 
ing equipment — an important 
consideration owing to the great 
loads imposed on present-day 
auto generating systems in mod- 
ern congested traffic conditions. 

The alternator incorporates a 

stator output winding and a rotor 
field winding energized through a 
pair of slip-rings. The alternator 
voltage igs maintained between pres- 
ent limits by means of a transistor- 
operated regulator in the control 
bo 


Bradley U. Head 


Moves to GMI 


FLINT.—Dr, Harold P. Rodes has 
been appointed president of Gen- 
eral Motors Institute here, accord- 
ing to James E, Goodman, chair- 
man of the insti- 
tute’s board of 
regents, 

Dr. Rodes, pres- 
ident of Bradley 
University, Peor- 
ia, Ill., since 1954, 
will succeed Guy 
R, Cowing at the 
end of the cur- 
rent school term 
in August. Cow- 
ing, head of the 
institute since Dr. H. P. Rodes 
1950 and a member of its faculty 
for 34 years, will retire. 

Kreisler Adds BMC Line 

NEW YORK.—Charles Kreisler, 
Inc, (Rambler-Checker), Park Ave. 
at Forty-Sixth St., has received a 
British Motor Corp. franchise, The 
firm will handle the MG, Austin- 
Healey, Austin, Morris and Riley. 
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Lawsuits Affecting Dealers .. . 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


QE speaking, the high- 
er courts have held that an em- 
ployer must pay his employes 
wages specified by the Fair Labor 
Standards Act if 
a substantial part 
of the employer's 
business is relat- 
ed to interstate 
commerce, 
Recently the 
higher court 
modified this 
usual law. 

In Sam v, Auto 
Supply Co., 261 
Fed. (2d) 889, the 
testimony sho w- 
ed: Auto Supply Co. is engaged in 
the business of buying wrecked 
cars from used-car dealers, motor 
dealers and insurance companies. 

The company sold parts which 
could be stripped from the cars to 
all who would buy. The scrap re- 
maining after the salable parts had 
been removed from the wrecked 
autos was shipped in interstate 
commerce to steel foundries out- 
side the state. 





L. T. Parker 





Sam was employed by the com- 


pany as a night watchman and was | 
paid $25 a week, He was given a) 


“little yellow school bus” in which 
to live on the storage yard. The 
testimony showed that Sam’s sole 
duty was to watch the premises 
for “thieves and for fire.” 

* * * 


Not Covered by FLSA 


AFTER working on this basis for | 


about two years Sam decided 
that he was being under paid and 
that the company was violating the 
Fair Labor Standards Act by pay- 
ing him only $25 per week when in 
fact he should have been paid a 
minimum of $1 per hour for a 40- 
hour week, and time and one-half 
for all overtime. 

Sam sued the company, claiming 
that he was covered by the FLSA 
and that he was entitled to recover 
$2,930.58 in back wages. 

The higher court refused to 
award Sam a favorable verdict 
although the testimony showed 
that he was a watchman over 
merchandise, a substantial part 
of which was shipped by his com- 
pany to purchasers located out- 
side the state, 

The court said: “The employer 
here seems to be engaged in the 
production of ‘goods’ for commerce 
when it sells scrap iron that even- 
tually finds its way into the inter- 
state product of this nation’s steel | 
producers. 

“But this is not enough. What-| 
ever the employe’s (Sam's) duties | 


may have been, all agree that he} 


was not ‘producing, manufacturing, 
mining, handling, transporting, or | 
in any other manner working on 
such goods.’”’ 

* * ¥* 


Promptness Necessary 


Tus higher courts usually hold | 
that if a seller breaches his | 
guarantee that an auto is in good | 
condition, the purchaser can re-| 
scind the contract, On the other 
hand, if the purchaser does not im- | 
mediately return the defective car 
to the seller, he cannot rescind the | 
contract. 
For illustration, in Mueller Co. v. | 
Keeley, 85 N. W. (2d) 309, the tes- 
timony showed that an auto dealer 
sold a motor vehicle to Keeley, The 
latter claimed that the vehicle was 
defective in several respects. How- 
ever, he failed promptly to take the 
vehicle back to the seller, but con- 
tinued to use it. 

In a later lawsuit, the lower 
court held that Keeley must keep 
the vehicle and pay Mueller Co. 
the full agreed contract price. 

The higher court agreed and| 
said: “... The plaintiff (Keeley) at 
all times has exercised dominion | 
over the equipment and continued 
to use it for his own purpose after 
the breakage and defects about} 
which he complains.” 

This higher court went on to ex- | 
plain that if Keeley had promptly 
returned the car to the seller and 
proved that the vehicle was de- | 
fective, he could have recovered 





from the seller payments he had 
made, plus damages. 
* + ok 

ONSIDERABLE discussion has 

arisen from time to time over 
this legal question: If the install- 
ment buyer of an automobile in- 
Sures it and gives a mortgage to 
the seller to secure payment of the 
balance due, is the insurance com- 


pany obligated to pay the mortgage | 


money to the seller if the automo- 
bile is destroyed? 

According to a late and leading 
higher court decision, the answer 
is positively yes, particularly if 
the insurance company knew that 
the mortgage existed. 

For illustration, in Continental 
Insurance Co. v. Stewart & Steven- 
son, 306 S. W. (2d) 415, the testi- 
mony showed that one Gillette pur- 
chased a vehicle on which there 
was issued a chattel mortgage to 
secure payment of the balance due 








the seller amounting to $2,877.60. 
Gillette had agreed in the condi- 
tional contract of sale to pay this 
amount in installments of $119.90 
on the 16th of each month, A chat- 
tel mortgage was executed by Gil- 
lette to secure payment of the 
amount due, 
od * * 

ILLETTE took out insurance on 

the vehicle, The car was 
wrecked and Gillette demanded 
that the insurance company pay 
him the full amount due under the 
insurance policy. 


The holder of the mortgage wrote 


}to the insurance company stating 
that he held a mortgage on the ve- 


hicle and claimed a right to pay- 
ment of $2,517.60 of the insurance 
money. 

Despite this letter, the insur- 
ance company paid the full 
amount of insurance to Gillette. 
The holder of the mortgage then 


|Sued the insurance company to re- 


cover $2,517.60. 

“Before making the payment of 
the proceeds of the insurance to 
Gillette, Continental Insurance Co. 
had knowledge of such facts as 
would cause a prudent man to 
make further inquiry into the basis 
of the claim,” the court said. 


19 





Citroen's Mobile Training Unit— 


This mobile training unit is being used by Citroen Cars Corp., New York, to visit 
Citroen deglers in the East and to train their service personnel in factory-standard me- 
chanical techniques. The mobile school, supervised by Louis Weiss, is literally a work- 
bench on wheels. It is fully equipped to both service Citroen cars and Provide complete 
service training. The company also maintains a permanent service school in Brooklyn. 


NEW YORK 
COLISEUM 
JUNE1026 


What have the British been doing 


in the automotive field? 
(And in everything else?) 


See their newest developments at 
the British Exhibition, June 10-26, 
at the New York Coliseum. 


The past few years have been a period 
of spirited activity in British business, 
science and industry. New ideas, prod- 
ucts and services are flourishing. 

Now the best of these achievements 


will be displayed in a gigantic Exhibi- 
tion in New York, under the patronage 
of Her Majesty Queen Elizabeth II and 
the President of the United States. 

It will be a spectacle in the grand 
manner. (Nearly twice as big as the re- 
cent Russian show.) A vast number of 
British firms will show their newest, 
proudest wares. Executives of the ex- 


hibiting companies will be on hand to 
answer your questions—or talk business. 

And the Exhibition will not lack its 
lighter side. You'll go sight-seeing in 
the London Arcade, see British films, 
quaff honest ale in a pub, The British 
like their fun. 

Plan to come. You will find it an ab- 
sorbing event and a profitable one. 
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TURNINGS ... 


Magnet Drive Studied 
For Some U.S. Makes 


By Joseph M. Callahan 
Engineering Editor 
7 gas-saving electromagnetic automatic transmission 
now offered on the Hillman Minx may be available on 
some United States cars in the next few years. 


A little known fact is that 


this transmission, whose 
final development and production 
was accomplished by Smiths Motor 
Accessories, Ltd., 
England, is basic- 


product, 

This transmis- 
sion is based on 
a@ magnetic pow- 
der coupling, or- 
iginally invented 
by Jacob Radi- 


States Bureau of 
Standards, It was 
further developed 








ally an American | 


now, of the United | 





and patented by Eaton Mfg. Co., 
Cleveland. Some eight years ago 
Eaton licensed Smiths to produce 
the magnetic powder coupling out- 
|side of North America, 

Now that this transmission has 
been successfully launched in 
England and has returned here 
on competitive products, several 
U. S. auto makers are listening 
more attentively to the Eaton 
claims about this transmission. 
However, it’s not believed that 
any U. S. manufacturer has been 
sold, as yet. 

The transtnission has been in- 








stalled on a number of U. S. cars 


experimentally by auto makers co- 
operating with Eaton Mfg. Co.’s 
Dynamatic Division, Kenosha, It’s 
believed that the American version 
would be simpler and that at least 
two years would be required to 
adapt it to a U. S. make. 


+ * * 


For Compacts Only 


HUS, this transmission is the 

product of (1) an inventive 
American, (2) an enterprising U, S. 
automotive supplier, (3) a persever- 
ing and determined English auto- 
motive supplier and (4) an imagin- 
ative English car manufacturer 
who saw the value of an economi- 


cal, completely automatic transmis- 
| 


sion for a small car. 

However, the electromagnetic 
transmission will have to be re- 
stricted to the U. S. compact cars, 
according to Clifford S. Steadman, 
general manager of Smiths new 
automatic transmission plant. 

Stopping in Detroit to discuss 
the new transmission during the 
Society of Automotive Engineers’ 
National Automobile Week, 
Steadman said that the Smiths 
transmission was not practical 
for engines whose displacement 
was greater than 2% liters—150 
to 160 cubic inches, 

He said that the laws that gov- 


House Gets Proposal 


For Excise-Tax Repeal 


WASHINGTON .—A bill calling 
for repeal of the Federal excise 
tax on autos and trucks has been 
| introduced in the House by Rep. 
| John Brademas, Indiana Demo- 
crat. 


The bill, which was referred to 
the Ways and Means Committee, 
suggests that the excise be drop- 
ped “on the first day of the first 
month which begins more than 
10 days after the date of enact- 
ment” of the proposal. 


ern the electromagnetic transmis- 
| sion make it impractical when used 
|with a larger engine because the 
manufacturing costs and the size 
of the transmission mount faster 
| than its output does. He added that 
| just the opposite is true of the fluid 


ae se 


| JN DESCRIBING his company’s 
eight-year development effort, 
| Steadman said that this route was 
|chosen because it’s the only one 
| that offered the consistently smooth 
‘engagement of the fluid coupling, 





ithe freedom from drag when re-| 


Trainers, veterinarians, cattlemen tranquilize animals safely with Cap-Chur syringe-rifle... delivered by AIR EXPRESS 


Air Express gives sleep-gun fast, kid-glove handling 


When a toothache turns Jackie, a docile movie lion, into a pain-maddened beast—l/ook out! For 
trainer Melvin Koontz it’s no problem. One “pffft” from his Cap-Chur air-rifle sends Jackie quickly 
off to dreamland... and to the veterinarian. The magic bullet is a harmless tranquilizing syringe. 
Both rifle and “ammo” were shipped via AIR EXPRESS from Atlanta, Georgia to Jungleland, Cali- 


fornia... and got kid-glove handling and dependable, 
overnight delivery... at low cost. These advantages can 
help your business, too. Call AiR EXPRESS and speed 
your products FIRST TO MARKET... FIRST TO SELL/ 


—>— 
AIR 





& CALL AIR EXPRESS DIVISION OF RAILWAY EXPRESS AGENCY ¢ GETS THERE FIRST VIA U.S. SCHEDULED AIRLINES 








coupling and the torque convertor. | 


| teased and the solid lockup when 
engaged. 

The solid lockup is the outstand- 
ing characteristic. By eliminating 
the slippage that goes with all fluid 
coupling transmissions, this unit 
can deliver the efficiency and the 
economy that make it ideal for the 
low-powered European cars. 

This solid lockup is obtained 
by directing electricity through a 
small quantity of magnetic pow- 
der, causing the driving member 
of the engine to “freeze” to the 
driven member in the transmis- 
sion. 

Going back several years, Stead- 
man said, “In our initial entry into 
the automobile transmission field, 
we decided to concentrate on the 
semi-automatic transmission which 
would eliminate the clutch pedal, 
while leaving the driver with the 
responsibility for making the ac- 
tual gear changes, 

“Unfortunately this assessment of 
|what the British public required 
ultimately proved to be wrong, but 
only after we had expended a good 
deal of time and money on the de- 
velopment of such a system. 

“Today all semi-automatic sys- 
tems offered on smal] British cars 
have dropped out of uSe and no 
longer are sold in any quantity. In 
France, on the contrary, Peugeot 
offers a very successful semi-auto- 
matic system on its 403 model.” 

* * * 


Two-Stage Process 


H® SAID the development of the 
light car automatic transmis- 
sion to the production stage oc- 
curred in two phases. The first 
stage, which took four years, con- 
sisted of the frustrating and ex- 
pensive job of developing the de- 
vice to a satisfactory stage and 
convincing an auto maker of its 
merits. Then came the problem of 
combining the coupling device with 
a special gearbox and control sys- 
tem. 

The second stage, lasting 2% 
years, consisted of “productionaliz- 
ing” the transmission and of ex- 
tensive testing to insure that the 
final product was an absolutely 
sound one, Rootes (manufacturer 
of Hillman), participated in this 
work, 

“Difficult as the automatic 
transmission design problems 
may be for the normal American 
size vehicle, they are easy com- 
pared with those for the smaller 
European car,” Steadman said. 


“The biggest single factor caus- 
ing difficulty is the very much 
lower power-weight ratio of the 
European light car compared with 
the normal American product, to- 
gether with the extreme fuel con- 
sciousness which applies in Europe, 
partly as the result of the exorbi- 
tant cost of fuel there and partly as 
a result of a somewhat more mod- 
est standard of living.” 

* * * 


Plug for Creativity 


7os best way to keep and de- 
velop creative or idea-minded 
engineers is to build an atmosphere 
of creativity into an organization, 
according to Joseph A. Anderson, 
general manager of General Mo- 
tors’ AC Spark Plug Division. 

“The main thing,” Anderson as- 
serted, “is to get everybody in the 
organization in the frame of mind 
so he is constantly searching for 
new and better ways of doing the 
job, or making the product. 

“One of the best habits to de- 
velop in this connection is to re- 
ceive ideas in a positive manner. 
Commonly, the first reaction to a 
new idea is to find something 
wrong with it, especially when 
the idea is from a person who 
is less expert.” 

He said that this negative re- 
action protects our lazy minds from 
having to go further, but the cost 
to the individual and to the com- 
pany can be very great, simply be- 
cause we did not explore them far 
enough. 

Anderson made these recommen- 
dations for engineers: 

1. Discard the habit of resisting 
change. 

2. Take an idea and see what can 
be done with it—solve the objection 
later. 

3. Consider ideas that cannot 
be worked out as a personal fail- 
ure. 

4, Have faith that objections can 
be overcome, 

5. Don’t be afraid to be different. 

6. Develop a love of study—and 
resolve to keep on learning. 
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SKODA 


First of all, you see more profit from every sale with Skoda... because Skoda gives you the largest mark-up 
in the field. And Skoda gives you so much more to sell, too. These cars are built from the ground up... 
with a wrap-a-round safety Skoda steel body and tubular steel chassis. They out-weigh and out-feature 
cars priced hundreds higher. Engineered to do up to 90 miles an hour, with 40 miles to the gallon, Skoda 
offers Synchromesh Shift, Independent Wheel Suspension, and All-aluminum Four-cylinder Engine, the 
largest window vision and trunk space and it delivers eleven major accessories free. And millions of 
customers everywhere are being sold on the Skoda story in a dramatic advertising campaign now running 
in America’s leading magazines and newspapers. So look into Skoda right away...to see higher profits 
and faster sales pronto! Call, write, wire: AMSKO DISTRIBUTORS, 5069 Broadway, New York, WI 2-5000. 





SOFT-TOP CONVERTIBLE $1995* HARD-TOP CONVERTIBLE $2150* TWO DOOR SEDAN $1575* 
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A Denver doctor believes autos 
can be built in such a way as to 
eliminate virtually all deaths and 
serious injuries in accidents. 

Dr. Horace E. Campbell gave his 
views on safer cars at a sectional 
meeting in Denver of the American 
College of Surgeons. He is vice- 
chairman of the Committee on 
Medical Aspects on Automobiles 
and Deaths for the American Med- 
ical Assn. 

Dr. Campbell said safety could 
be increased by using heavier metal 
that would not crumple easily in 
collisions, energy-absorbing bump- 
ers and two inches of padding on 
the instrument panel, steering col- 
umn and the roof. 

East Africa's first auto show, sponsored by the East African Transport Review, was eee post t a, seune 
held at the City Hall in Nairobi, Kenya. This picture gives a general view of the Wong cut by 60 percent the num- 
cars on display. Approximately 7,000 persons visited the show. Among the cars|}... of deaths and injuries in acci- 
making their East African debuts were the Austin Seven and the Taunus. dents in today’s cars. 


Wondering how new-car and truck production and sales are making out? AUTO-|_ In Toronto, Ontario Transport 
MOTIVE NEWS gives you the entire story every week throughout the year. | Minister John Yaremko called hood 





Auto Show in East Africa— 







The Imperial unit 





The Custom unit 


Highways & Safety 





ornaments and decorative hubcap 
| Spinners dangerous. 

| He spoke to the Legislature’s 
| Highways Committee, which ap- 
proved an amendment to the High- 
way Traffic Act allowing the 
| lieutenant-governor-in-council to 
| prohibit sales and regulate types of 
| accessories. 

The amendment may lead to a 
Government requirement that the 
industry put certain accessories, 
{such as windshield washers, on 
|ears, Yaremko said, 

* x * 

Dealer Loans Training Car 

Anthony Motor Co. (Ford) An- 
| thony, N. M., has provided Gadsden 
High School with a 1960 dual-con- 
{trol Ford for use in the driver- 
|education program. 

* * + 


Seat Belts to Be Installed 


In New Mexico State Cars 
All state-owned vehicles will be 
equipped with seat belts as rap- 


‘Dog-goned GOOD 
Auto Air Conditioners!’ 








Nationally advertised, prominently promoted, custom-designed for customer-service 


3030 CANTON 
DALLAS, TEXAS 


..- dealer profits ... lasting satisfaction ... that’s CLIMATIC AIR auto air condi- 
tioner for '60. Made and sold by a company with 28 years experience serving 
automotive dealers and car owners... CLIMATIC AIR is the unit for dealers who 
plan to SELL and INSTALL profit-building auto air conditioners from now on. Don't 
sell a ‘‘dog’’ — sell comfort and satisfaction! For full details on distributorships and 


dealerships .. . write: 


TELEPHONE 
Riverside 11-3837 





AUTO & TRUCK AIR CONDITIONING 


FEATURED OVER TRUTH OR CONSEQUENCES, NBC-TV, DURING YOUR SELLING SEASON! 


idly as budgets will allow, and 
driving-improvement courses for 
all state employes should be ef- 
fected in the “not too distant 
future,” said D. K. Kelly, admin- 
istrator of New Mexico’s Traffic 
Safety Department. 

The two projects are part of 
Gov. John Burrough’s five-year 
traffic safety program adopted by 
the State Traffic Safety Commis- 
sion. The program Calls for all 
authorized drivers of state equip- 
ment to take a 12-hour course of 
two hours a week. 

* * * 


All Vehicles on Utah Roads 


Must Be Licensed, Inspected 


A law passed by the 1959 Utah 
Legislature requires registration 
and safety inspections for all ve- 
hicles operating on Utah highways. 
It also will apply to some 20,000 
small trailers which previously 
were exempt from vehicle registra- 
tion. 

Lieut. Russell Cederlund, in 
charge of safety inspections for the 
Utah Highway Patrol, said the only 
exemptions now are house trailers 
that are permanently parked, such 
farm vehicles as tractors and com- 
bines and construction equipment 


| like road scrapers and rollers, 
' * * *z 


West Virginia Ninth 
With Reflective Plates 


West Virginia has become the 
ninth state to adopt reflective auto 
license plates as an after-dark traf- 
fic safety measure. 

The state budget bill recently 
passed by the West Virginia legis- 
lature calls for license plates to be 
manufactured with a reflective sur- 
face visible as far away as 2,000 
feet in the headlight beams of other 
cars. 

Reflective license plates also are 
now in use, or have been author- 
ized for use, in Delaware, Louisiana, 
| Maine, Michigan, Minnesota, South 
| Dakota, Wyoming and North Da- 
kota, 


! 





* * * 
Ontario Looks Ahead 
On Highway Needs 


| Fifteen years from now Ontario 
will have four million motor ve- 
hicles travelling 40 billion miles a 
year on the provincial road system, 
Premier Leslie Frost told members 
of the Ontario Good Roads Assn. 


Letscher Predicts 
Big Spring; Sees 
6.8 Million Year 


BRADENTON, Fla.—Edward P. 
Letscher, Plymouth-DeSoto-Valiant 
general sales manager, hasn't given 
up on an auto sales year of at least 
6.8 million units, and he expects the 
next 60 days to tell the story. 

His estimate was in line with a 
forecast of 6.7 to 6.9 million sales 
made by William C. Newberg, 
Chrysler Corp, executive vice-presi- 
dent, at a recent dealer meeting in 
California. 

Letscher said P-D-V dealers are 
optimistic. He spent a week with 
36 DeSoto retailers from all parts 
of the country who attended the 
DeSoto Open golf tournament here 
as guests of the factory. 

He said P-D-V sales are 32 per- 
cent ahead of last year’s Plymouth- 
DeSoto figures, with Valiant ac- 
counting for most of the increase. 

Letscher said Valiant’s V-200 ser- 
ies, the deluxe line, is the better 


seller. About 70 percent of Valiants 
are ordered with automatic trans- 
mission, he said, and there is a 
“good demand” for other options, 


P-D-V Assigns 
Moran to Memphis 


W. J. Moran, 


MEMPHIS, Tenn. 
former area deal- 
er planning man- 
ager for the east- 
ern zone of Plym- 
outh-D e Sot o- 
Valiant, has been 
appointed region- 
al manager for 
the Memphis re- 
gion. 

Moran, 4/7, 
joined Chrysler 
Corp. 14 years aa 
ago as a district W. J. Moran 
manager for DeSoto in Rochester, 
N. Y. 
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BUT 
CAN BE 
REACHED EASILY 
BY CALLING 


WI 2-9000 
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Already enjoying the highest acclaim in America, this 
newest product in the Borgward group offers a lim-" 
ited number of dealers a down-to-earth proposition 
that’s really on the level. Here’s a car that was the 
talk of every recent European auto show. And here’s crowd in sales-appeal...and you can ride with her 
why! Arabella is engineered with front wheel drive, if you get in now! Write, wire, call without delay: 
it has a super-modern four-cylinder engine, all synchromesh four- ARABELLA MOTORS CORPORATION, Importers and Distrib- 
speed gearshift, all-independent wheel suspension, its back seat utors for North-East U. S., 5069 Broadway, New York, N. Y. 
folds down to give “station wagon carrying space” accessible WI 2-5000. 2-door sedan $1740, Suggested Retail, P. O. E., N. Y. 


through side doors or trunk. Arabella’s beauty is 
unmatched in economy cars today. Its streamlined 
body and interior detailing is incredible at its low 
price. That’s why Arabella is riding high above the 
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In the "Good Old Days’— 


This antique 1921 Dodge was part of a special 58th anniversary celebration at J. C. 
Penney store at the Plaza Shopping Center in Staten Island, New York, recently. The 
10-day event was keyed to a ‘good old days’’ theme. In the driver's seat of the car, 
donated by Memoly Motors (Dodge), Staten Island, is Warren C. Park, store manager. 
Standing by the car is Aldo R. Benedeto, Memoly Motors general sales manager. On the 
running board is Evelyn Scragg, and in the back seat are Charles Nicotina and Ella 
Peterson, all store employes. 
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Capsule Reports... 


Auto News in Brief 


MILAN, Italy.—About 550 United 
States firms will be among 13,500 
exhibitors at the 38th annual Milan 
International Fair April 12-27. More 
than a million products from 120 
countries and territories will be 
shown. 

Five new international exposi- 
tions have been added in the fields 
of chemical engineering, aeronau- 
tics, motion pictures, synthetic 
fibers and freight containers, it was 
reported. The exhibition area has 
been enlarged by 250,000 square feet 


for the new features. 
of * * 


760 Model Electric Golf Car 


Equipped More Like an Auto 


CHICAGO.—Autos and electric 
golf cars are “distant relatives” 
but the 1960 model Victor Electri- 
Cars, just introduced by Victor 
Adding Machine Co., bring the 
family resemblance closer than 
ever. 

Appearing on the model 37 Vic- 











tor Electri-Car are such auto-like 
features as: Pushbutton auto- 
matic drive (with neutral, re- 
verse, low and drive ranges), 
headlights, tail lights, horn, wind- 
shield, cigar lighter, large “glove 
compartment” (big enough to 
hold sweaters or raincoats) and 


a radio. 
* od * 


Borg-Warner Appoints 
Chiefs of New Division 
CHICAGO. — Borg-Warner Corp. 
has formed Borg-Warner Controls 
division, Santa Ana, Calif. The new 
division will have its own executive 
staff but will maintain close liaison 
with Weston Hydraulics, Ltd. a 
subsidiary of Borg-Warner Corp. 
Fred T. Miller, formerly technical 
assistant to the president of Wes- 
ton, has been named vice-president 
and general manager of Borg- 
Warner Controls. Ira E. Weston, 
Weston chairman is chairman of 
Borg-Warner Controls, and Fred 


...A BUTLER PRE-ENGINEERED BUILDING 


TOLKSWACER 
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As efficient as the cars it sells and services, a Butler dealer- 
ship building is truly a star performer. Both day and night it 
attracts sales with its bright, roomy display area. In back, 
the column-free interior offers maximum maneuverability 
for cars, minimum hazard of fender damage, and complete 
freedom for the placement of service equipment. And, all at 
a price that conserves your capital. 

The key to this performance is a Butler clear-span struc- 
tural system with a Butlerib roof. Add to this a curtain wall, 
designed with materials of your choice. For example, this 


handsome building features Butler Lite * Panl, the acrylic- 
fortified plastic panel that gives you more light years per 
dollar. Daylight streams in, highlighting the display; spot- 


Before you build your dealership 
building, call your Butler Builder for 
details on Butlerib, Monopan! and the 
many other Butler features. Ask him 
about Butler financing, too. He's listed 
in the “Yellow Pages” under “Build- 
ings” or “Steel Buildings”. . . or write 
direct for further information. 





lighting the service area. 
Butler, and only Butler, offers a choice of two superior, 
pre-engineered exterior wall panels. Butlerib, the new 
precision-formed standard .wall and roof panel, offers new 
strength and bold beauty. Monopanl, Butler’s exclusive 
factory-insulated wall panel lets you build with architectural 
beauty and maintenance-free economy. Both panels are 
available in attractive, durable, factory-applied colors. 


BUTLER MANUFACTURING COMPANY 12432 East 13th Street, Kansas City 26, Missouri 
Manufacturers of Metal Buildings » Equipment for Farming, Oil Transportation, Outdoor Advertising » Contract Manufacturing 


Sales offices in Los Angeles and Richmond, Calif. « Houston, Tex. « Birmingham, Ala. * Kansas City, Mo. « Minneapolis, Minn. « Chicago, III. 
Detroit, Mich. * Cleveland, Ohio « Pittsburgh, Pa. « New York City and Syracuse, N.Y. » Boston, Mass. * Washington, D.C. * Burlington, Ont., Can. 





O. Hosterman, Weston president 
is president of the new division, 
both assignments being in addition 


to their present duties. 
* * 7 


Canadian Group Charges 


TBA Coercion by Oil Firms 


OTTAW A—Canadian oil com- 
panies are forcing certain brands 
of automobile equipment on service 
station operators in return for 
“kickbacks” from the favored dis- 
tributors, the National Automotive 
Trades Assn. charged. 

The association, in a brief to Fed- 
eral Justice Minister Fulton de- 
manded the Government outlaw the 
“kickback” practice by special 
amendments to the Combines Act. 

* * * 


American Bosch Files 


Patent Infringement Suit 


NEWARK, N. J.— American 
Bosch Arma Corp. has filed suit 
for alleged patent infringement in 
U. S. District Court against Stand- 
ard Screw Co., Inc. 

The suit charges Standard Screw 
with alleged infringement of the 
Berlyn & Broderick reissue patent 
23,268 by the manufacture and sale 
of fuel injection pumps by Hartford 
Machine Screw Co., a division of 
Standard Screw. 

* * * 


Dayton Volkswagen Deal 


Plans New Building 


DAYTON, O.— Motor Imports, 
Inc. (Volkswagen), has outgrown 
its present home and will construct 
a new sales and service building 
this spring, according to William 
G. Pickrel jr., vice-president and 
secretary. 

Pickrel said a one-story structure 
with 12,000 square feet of floor 
space will be built on two acres re- 
cently purchased for $60,000. 

* ok + 


$40 Million Expansion 


At Allegheny Ludlum 

PITTSBURGH.—A new program 
of expansion and modernization of 
Allegheny Ludlum Steel Corp.’s 
plant facilities has been revealed. 
Estimated to require an expendi- 
ture of $40 million over the next 
three years, the program is under 
way at principal locations of the 
corporation’s operations. 

The largest project is a new steel 
rolling and processing mill being 
built on a 90-acre site at Bagdad, 
Pa. 

- ok * 
Rayco Dealers Organize 


On Heels of FTC Move 

WASHINGTON, — Franchised 
dealers of. Rayco Mfg. Co. have 
formed the National Rayco Deal- 
ers Assn. Barney Wachsman, 
Paramus, N, J., elected the first 
president, said the immediate rea- 
son for forming the association 
was the Federal Trade Commis- 
sion’s issuance of a complaint 
against Rayco, and the dealers’ 
desire to protect their franchise 
rights “in much the same way 
that automobile dealers sought 
and obtained day-in-court legis- 
lation in 1958.” 

The group elected the follow- 
ing officers: Vice-president, Sid- 
ney Cohen,: Chicago; secretary, 
Irving Wilson, Houston, and 
treasurer, Phil Slonim, Washing- 
ton. 

* of * 


Plymouth’s Top Salesmen 


Elect Fournier President 


WASHINGTON.—Ralph Four- 
nier, Jacobson Motor Co., Omaha, 
was elected pres- 
ident of the Plym- 
outh All-Star 
Salesmen’s Club 
at the group’s 
second annual 
award meeting 
here. Other offi- 
cers elected were: 

Keith Blaugher, 
Marion, Ind., first 
vice-president; A. 
Francis Heppler, 
Wellesley, Mass., Ralph Fournter 
second vice-president, and Hank 
Sinar, Baltimore, secretary. 

BS o* a 


Humble Oil to Establish 


Service Stations in Ohio 


HOUSTON.—Humble Oil & Re- 
fining Co. has launched a service- 
station development program in 
Ohio, according to Morgan J, Davis, 
president. 

Details of the Ohio marketing 








(Continued on Page 25, Col, 1) 
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Capsule Reports .. . 


Auto News in Brief 





(Continued from Page 24) 


plans were not disclosed, but Davis 
said site acquisition and construc- 
tion planning for new service sta- 
tions is under way. Humble has 
formed an Ohio marketing divi- 
sion, with headquarters in Colum- 
bus. It is headed by James T, Outz. 
+ * * 


Firestone Conducts Fairs 


For Service Stations 


AKRON. — Thousands of service 
station dealers from all over the 
United States are attending Fire- 
stone’s bi-annual merchandise fairs. 

Merchandise on display in the 
fairs has been especially selected 
for its appeal to service station cus- 
tomers. et 


* 
Michigan Tool Honors 


GM Transmission Unit 


DETROIT.—Michigan Tool Co. 
has awarded Detroit Transmission 
Division of General Motors an 
honor citation for 1960 for “excel- 
lence in gear production and for 
the effective use of modern gear 
production equipment.” 

The award was presented to F. J. 
McDonald, works manager, and 
R. R. Jensen, master mechanic of 
the plant, by M, R. Anderson, pres- 
ident of Michigan Tool, 

* * ad 


Avis Truck Rental 


Opens Miami Office 

BOSTON.—New truck rental fa- 
cilities for the Miami area have 
been announced by J. B. Heckert, 
vice-president, Eastern Division of 
Avis Rent-a-Car System. 

The new Avis Rent-a-Truck lo- 
cation in Miami is at 2723 42nd 
Ave. N. W, 

* * + 


Floor Mat Supplier 


Adds 30 Employes 


CROSSVILLE, Tenn. — Crossville 
Rubber Products Co., which makes 
floor mats for Fisher Body, an- 
nounced the addition of 30 work- 
ers to its 100-man force, 

J. S. Lowry, president, said $75,000 
worth of new equipment has been 
installed. The company was formed 
two years ago. 

* * * 


New Building Planned 


By Packard Electric 


WARREN, O.—Packard Electric 
Division of General Motors has an- 
nounced plans for a 255,000-square- 
foot building to house manufactur- 
ing and storage facilities, 

It will be built just north of the 
division’s Plant 10 at Larchmont 
Ave. Extension and North. River 
Rd. and is tentatively identified as 


Plant 11. 
at a * 


University Changes Name 


Of Management Center 


DETROIT.—Wayne State Uni- 
versity’s Materials Management 
Center, a division of its School of 
Business Administration, has 
changed its name to Applied Man- 
agement and Technology Center. 

The center offers after-work-hour 
courses for on-the-job management 
and technical personnel, Del S. 
Harder, former Ford Motor Co. 
vice-president, is honorary chair- 


man of the center, 
aK eS * 


Trim Maker to Expand 


ATLANTA.—Douglas & Loma- 
son Co., automobile trim maker, 
has announced plans for a 15,000- 
square-foot addition to its plant 
at Newnan, Ala, The expansion 
will double present manufactur- 
ing space. The plant now em- 
ploys 191 persons, 

a Eg 


a 


3M to Enlarge Branch 

ST, PAUL.—Minnesota Mining & 
Mfg. Co. will double the size of its 
branch office and warehouse at 330 
Greene St., Buffalo. Construction 
will include 2,700 square feet of 
office space and 13,350. square feet 
of warehouse space. It is expected 
to be completed Oct. 1. 

a * * 


Armour Extending Line 
ALLIANCE, O.—Armour Alliance 
Industries, a division of Armour & 
Co., is adding flexible. polyurethane 





foam to its product line, according 
to Carl B, Johnson, general man- 
ager. An addition to the firm’s Los 
Angeles plant is under construc- 
tion, he said, and the new facility 
is expected to be in production by 
May 1. 
* + * 


Thefts Bring Plea to Dealers 


ATLANTA.—P olice Sgt. R, E. 
Sheppard said new and used-car 
dealers could help ease the stolen- 
car situation here by demanding 
proof of ownership of the car sold 
or traded. He said Atlanta is known 
as ‘fa dumping ground for stolen 
cars.” Many bills of sale passed 
here are forgeries, he added. 

* * * 

Plant Produces First Tire 

CALGARY, Alta—T. M. May- 
berry, pesident of Firestone Tire & 
Rubber Co, of Canada, chalked 
“No. 1” on the first auto tire pro- 








duced in Western Canada and pre- 
sented it to Calgary Mayor Harry 
Hays. The tire was built and cured 
in a pilot operation in Firestone’s 
new multimillion-dollar Calgary 
plant, scheduled to go into produc- 
tion next August. 

* * * 


Perfection Expands Plant 


DETROIT. — Perfection Automo- 
tive Products Corp. has augmented 
its Detroit manufacturing facilities 
with a new plant at 12445 Levan 
Rd., Livonia, Mich. The building 


covers 18,000 square feet. 
* * * 


Tel-A-Sign Moves 


CHICAGO. — Tel-A-Sign, Inc., 
doubled the size of its manufactur- 
ing-warehousing facilities when it 
moved into new quarters at 3401 
W. 47th St. 

- 


* * 
Giant Felix Enrolls 32 


In Chevy’s Honor Club 


LOS ANGELES.—Nick Sham- 
mas, president of Giant Felix Chev- 
rolet, addressed the entire Felix 
sales organization, newspaper and 
press celebrities and top Chevrolet 
executives on the occasion of Fe- 
lix’s “100 Car Club celebration 
breakfast.” 

Thirty-two Felix salesmen were 


DAF ...WORLD’S FIRST ECONOMY CAR SELLING FOR LESS THAN $1500 
WITH FULLY AUTOMATIC TRANSMISSION AS STANDARD EQUIPMENT! 
Imported from Holland, DAF combines brilliant European styling and craftsman- 
ship with economical operation and effortless handling. Touch the pedal, and 
DAF’s airplane-type horizontal air-cooled engine zooms you along on low-cost 
regular gas, up to 40 miles on a gallon... and the DAF never needs greasing. 
Costs much less to buy, too, because it’s complete. Automatic transmission, 
heater, defroster, ventilating system, directional signals and many other features 


are included at no extra cost. 


Be your own imported car expert — try the DAF and prove to yourself that, dollar 
for dollar, it-'gives you more in comfort and performance than other imported or 
domestic cars costing hundreds of dollars more. And a constantly-expanding 
dealer organization assures you of service and parts everywhere. 


Some key territories still availiable to distributors and dealers. 


DAF OF HOLLAND, INC. 


Factery Branch and Sole imperters for U. S..A. 


Stamferd, Conn. «+ 
Imported Cars of Holland, Inc., Brooklyn, N. Y. 
Western Cars of Helland (Robert S. Estes), Los Angeles, Calif. 


P. 0: Bex 690 «+ 
Distributors: 


DAvis 5-0095 





Booth No. 307, 
Int. Auto Show, 
N. Y. Coliseum, 
April 16-24. 








eel, 
sir? It’s designed for more lap 
room.” 


“Notice the new steering 





accepted as members of the 100 
Car Club. 


Giant Felix Chevrolet sold more 
than 11,000 cars in 1959, 
+. * * 


Data Centers Planned 


By National Cash Register 
DAYTON.—National Cash Regis- 
ter Co, has announced plans for a 
nationwide network of data-proc- 
essing centers that will make rec- 


ord-keeping automation available! 


u 


' = 
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to virtually every type and size of 
business. 

The plant will enable retail 
stores, industrial and commercial 
firms, savings banks and other 
companies to obtain a detailed an- 
alysis of their previous day’s busi- 
ness in less than 24 hours. NCR 
will open in New York, Dayton and 
Los Angeles centers this year and 
others will be established in other 
parts of the country at a later date. 

* * a 


Williams Named Chairman 


DETROIT.—Claude A, Williams 
has been appointed general chair- 
man of the 1960 National Confer- 
ence of the American Production 
and Inventory Control Society to 
be held in Detroit in November, He 
is manager of the production and 
control section of Ford Motor Co.’s 
Glass Division. 

* * * 


Knipp Adds Beechcraft 


JEFFERSON CITY, Mo.—Gene 
Knipp (Olds-Cadillac) has joined 
with John Klos, Jefferson City, to 
establish Trans-State Sales Co., 
which has a franchise to sell 
Beechcraft aircraft and to provide 
an air charter service, 
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You have to win a place in 
people’s minds before you can 
win today’s race for sales. 


But—how? How to penetrate 
the “sound barrier” of 
claims and counterclaims? 


Take a tip from what you’re 
doing this very minute. 

You'll recognize that reading 
a magazine—unlike merely 
looking or listening—is an act 
of concentration. Magazine 
reading makes you reflect, 
judge, really think. Think of 
what such impact can mean to 
your advertising results! 


Consider, too, the kind of 
people who read magazines... 
people who not only think 
more about what you say, but 
spend more on what you sell! 


Just take a look at how 
much more magazine families 
buy—as revealed by the new 
nationwide “Study of the 
Magazine Market? For example: 










, Households with heavier 
exposure fo magazines 
buy 15" more new cars 


than households with 


» heavier exposure 
F to television’... 


That’s a Profitable Difference to automotive advertisers of 
$1 billion in sales during an 18-month period. And heavier 
exposed magazine households buy 23% more tires—a Profit- 
able Difference of 4,335,000 more tires a year. They do 
28% more pleasure travel—a Profitable Difference to the 
automotive industry of 8 billion more miles a year! 









To magazines’ impact, and their power to select your best 
customers and prospects, add the other magazine values listed 
below. You'll see why your message in magazines makes more 
sense to the reader—and so, more dollars for you! 
Ask the advertising representative of any magazine, or 
MAB, for the complete, just-published report, “A Study of 
the Magazine Market.” The Magazine Advertising Bureau 
of MPA, 444 Madison Avenue, New York 22, N. Y. 


Only magazines give advertisers all these Profitable Differences: 


1 Market Selectivity 2 Permanence 3 Color 4 Impact 
5 Authority 6 Pace-setting Influence 7 Editorial En- 
vironment 8 Regional Flexibility 9 National Coverage 


Magazines...For The Profitable Difference 












28 


AUTOMOTIVE NEWS, APRIL 11, 1960 









Correspondent George L. Glaser Writes... 


Auto Letter from Europe 


Peau, Germany. — New 
Opel additions, an engine plant, 
paint shops and other facilities are 
expected to be in operation soon, 
and will result in an increase in 
production, the company has an- 
nounced, Opel recently built its 
three-millionth car. 

In considering the require- 
ments of the growth in integra- 
tion of the European Common 
Market, manufacturers are 
avoiding tooling duplication by 
making certain items in one 
country for all of Europe and 
other products in other countries 
for the same purpose, 

As an example, GM will build 
Frigidaire household refrigerators 
in France only, and commercial re- 
frigeration units only in its Opel 
operation in Germany. Frigidaire 
has a large plant near Paris. 

* * + 


VW Delays Automatic Clutch 


OLKSWAGEN has announced 

that it will not offer its auto- 
matic clutch until early in the fall 
when a more suitable bell housing 
will be available for this type of 
clutch. 


* * * 


Germany Mulls Speed Curb 


— is considering week- 
end speed limits similar to 
those in France in an effort to 
curb the increasing highway death 
toll. 


* * * 


M-B Warns Buyers 


EaRCaDas-BENZ is plagued by 
gray-market operators who are 
taking advantage of lengthy wait- 
ing periods for the cars, The man- 
ufacturer has cautioned Americans 
not to pay before the car and title 
can be received. 
= a7 +: 


Swiss Go for German Cars 


Qvae sources have reported that 
about 48 percent of the 429,900 
passenger cars in the country are 
of German make. Of the remainder, 
18 percent are French models, 12 
percent each are British and Amer- 
ican, and 10 percent are Italian. 
7. 7 * 


BMC Reports Sales Boost 


RITISH MOTOR CORP. has re- 
ported that 1960 sales in Switz- 
erland are up 40 percent over those 
of a year ago. The firm said Switz- 
erland is its second-best market 
for the Austin Gypsy, a four-wheel- 

drive car. 

. * * 


Arabella Underestimated 


per reportedly has admitted 
underestimating the possible 


Merriman, Allred Head 


Ford Credit Branches 


DEARBORN.—Two branch office 
managers have been appointed by 
Ford Motor Credit Co. 

John J. Merriman is head of the 
Miami office and Jimmie H. Allred 
is manager of the Oklahoma City 
branch. Merriman formerly man- 
aged General Acceptance Corp.’s 
Commercial Credit Corp. in Okla- 
homa City. 





OT ee uu know us 


FRANK JACKSON'S AUTO SUPPLY BARGAINS 


250 FEET COLORED 12x18 
POLYETHYLENE 


PENNANTS 


5 BRIGHT COLORS - 50 Foot Stings 
ONLY SUGD FOR 250 FEET ALL PENNANTS ARE ON 
1000 FEET OF PENNANTS $3059 HANDY 50 FOOT STRINGS 


DUREEN PLASTIC COATED CLOTH PENNANTS 


STRAIGHT BRIGHT COLORS PLUORESCENT PENNANTS 
100 1. Oureen Pennants 6 & | 160 Mh. Bercen Pennents $6 
280 M. Buren Pennants 912. 280 ft. Bureen Pennants sie. 
360M Berece Penncats 927. | 300 fF). Dereon Pennants $20 


CAR DEAL ENVELOPES 
File all Gor Papers. 80 ln phe. 
8 Page. 66. 10 for 611. 20 tor G28. 
CAR ORDER BOOKS 
Gn®—cote of 25 in pod. 25 fer 60 






















ORDER DIRECT FROM THIS AD 


JACK-BILT CORPORATION 


G FREE CATALOG & SAMPLES 





| success of the Arabella design. 


Some dealers have claimed that the 
factory should have tooled for a 
daily production of 600 units in- 
stead of 250, if it wanted to do 
justice to both the German dealers 
and export market. 
* + * 
Fiat Denies Rumors 
IX ITALY, Fiat has denied reports 
that its 1100 and 1200 models 
will be merged into a 1300 model. 
Lancia expects that its new plant, 
to be completed this year, will en- 
able the firm to step up daily pro- 


Burkburnett Motors 


Is Going Out of Business 
BURKBURNETT, Tex.—A Dodge 

dealer for 27 of its 40 years, Burk- 

burnett Motors is closing its doors. 


The announcement was made by 
P. B. Browning, a partner in the 
firm. 


duction by about 300 units, Lancia 
wants to get away from exclusive 
models and again become a popular 
make the world over, a spokesman 
said. 

* af * 


About Skoda Sales 


ECENTLY in Automotive News 

it was said that about 8,000 
Skoda cars were sold in Germany 
in 1959. Setting the record straight, 
official West Germany figures show 
that only 2,804 Skodas were sold in 
the country in 1959 and 1,763 in 
1958. 

* od * 


Anglia Output Hits 950 a Day 
roe OF ENGLAND has an- 

nounced that production of the 
Anglia has reached 950 units a day. 


Because orders still are running far 
ahead of output, the company said, 





Show Idea— 
One of the attractions at the recent Geneva Auto Show was this display by Standard- 


an additional 500 Anglias are being| Triumph. Four times a day mechanics assembled a Herald body for show visitors. 
assembled monthly for the Belgian |The British firm also displayed its new Herald convertible. The new car was placed 


and other European markets. 


on a round stage where its small turning radius was demonstrated. 





The American Automotive Industry—the world's 





ai 
CONTROL 


1844 





ree 


Up-to-the- 


The Swivel-T Valve Core makes Schrader’s famous 
operating principle more than ever the 


Ace of Standardization for pneumatic tire-equipped vehicles 
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For Fleet Use will be used by inspectors and oth-| impressed by the performance and 
<enehpicpiinapintenamimmmmebicinanaeas ers in similar work, he added. economy of three four-door Falcons 
Stratton indicated that eventu- | purchased from Walker Motors, 


More States Leaning | jiiem tutes Gio." none 


be driving compacts, But he said “As we turn in more state ve- 

the small cars would not be feas- | hicles, more smal] cars undoubtedly 

ible for police work or in some | will be purchased,” he added. “We 

owar ompac ar Ss engineering fields where equip- | expect to have some of all the mod- 
ment must be transported. els made in the United States so we 

He estimated the Revenue De-| can build up comparative perform- 


’ 
“— trend to compact cars in) Coupe added. He said principal partment would save $75,000 over @| ance records.” 
fl , . 


eet use is continuing to grow, | agencies will use the Falcons, two-year period in the cost of fuel} Wolfard Motor Co., Portland, re- 

according to reports received by CiccR, 0 and tires, in addition to savings in| ceived an order for 39 Falcons 

Automotive News. LLINOIS Gov. William G, Strat-| repair costs. from the State of Oregon. Wolfard 
* 


In New York, Douglas C. ton announced that 25 conven- i 2 submitted a low bid of $1,641, 
ee state eae ie tional cars assigned to the Revenue N PENNSYLVANIA, the state el @ 
standards and purchase, an- Department have been replaced by 
nounced the acquisition of 31 domestic compacts 
two-door and four-door Falcon pacts. 


ment ordered 50 Larks at $79,931.13 


from Orange Motor Co., Inc.|im Policy, he said. The compacts Andrew M. Bradley, department | selves. 


(Ford), Albany, at prices ranging secretary, said that if the cars “I cannot experiment with the 
from $1,607 to $1,725. The state Catalog Firm Opens pass the state test, about half of | public’s money,” he said. “So for 
saved about $140 per car in com- | the 3,000-car fleet may be replac- | the time being we will continue 
parison with prices of conventional; KANSAS CITY.—The formation| ed by compacts eventually. to buy the standard autos.” 


Fords, Chevrolets and Plymouths|of a company specializing in cata-~| “We plan to assign these cars to| A number of cities have turned 
which the state has used for years,| log services for the automotive | as many state uses as possible,” he| to the compacts to cut purchase 


he said, aftermarket industry has been an-| said, “and a maintenance and cost| and operating costs. 


“If the Falcons are successful in| nounced. The firm is called Auto-| record will be kept on each car.” In Chicago, Police Supt. Orlando 
meeting state standards and reduc-| motive Catalog Corp, and is head- Frank P. Free, Vermont purchas-| W. Wilson said that by the end of 
ing operating costs, we may put| quartered at 6314 Brookside Plaza,|ing agent, reported that employes| the year compacts will replace all 
more compact cars into service,” | Kansas City 13, Mo. of the state institutions have been|three-wheel motorcycles except 














greatest enterprise—depends on tire accomplishments 


constantly improves tire, valve 
4 and vehicle performance 


















THE SEARCH for ways to improve Schrader products DESIGN CHANGES are often made in the light of new 
never stops. Even the smallest details of each part are materials with new properties which have been created 


constantly and exhaustively examined. in the world’s technical laboratories. 





ENGINEERING CREATIVITY produced a new valve core de- SWIVEL-T VALVE CORES have already travelled with all 
sign with six new performance benefits. Teflon with its kinds of vehicles in varying terrains, proving themselves 
super-slippery characteristics helped make this possible. to be the most dependable valves ever. 


The Automotive Industries are quick to take advantage of new scientific 
discoveries. Pooling ideas, skills, and knowledge, engineers in many 
companies from the Automotive, Tire, and Tire Valve Industries cooper- 
ate to improve even the smallest details. One recent example is Schrader’s 
Swivel-T Valve Core, which employs precisely-machined Teflon in the 
plug washer to prevent cores from sticking and to make a more positive 
air seal. This advancement is one of countless benefits which have re- 
sulted from cooperative effort . . . another contribution which helps make 
vehicles even more dependable no matter where they go. 


A. SCHRADER’S SON * BROOKLYN 38, N. Y. 
Division of Scovill Manufacturing Company, Incorporated 
FIRST NAME IN TIRE VALVES 


diinion er SEOWNEE | FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


Property and Supplies Depart- A REANDAS, however, isn’t sold 

on compacts as yet. Purchasing 
from Byrl S. Kline, West Lawn.| Agent Mack Sturgis said he is re- 
sedans, some with automatic | Other departments also will be! 41) of the cars are four-door sedans | luctant to buy the small cars until 
transmissions. directed to replace standard cars| and 21 have automatic transmis-| a tradein price has been established 
He said the cars were purchased| With compacts as part of the trade-| sion. and until they have proven them- 
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those used by the Traffic Division. 
Several makes will be tested, he 
said. 


In its annual replacement of city- 
owned vehicles, Akron bought 205 
new cars, of which 119 were Fal- 
cons. They were purchased from 
Hull-Dobbs, Inc., on a bid of $1,535 
each, 

The remainder of the cars were 
conventional Fords, with the ex- 
ception of a Chevrolet station 
wagon for Civil Defense. The Fords 
included 38 four-door V-8s, 35 two- 
door sixes and 12 wagons, also pur- 
chased from Hull-Dobbs. The other 
wagon was bought from Folk Chev- 
rolet, Inc. 

+ * * 
N PHILADELPHIA, Procure- 
ment Commissioner Michael H. 
Sura said the city is buying 134 
Falcons on an experimental basis, 
and that 100 will be used by the 
police. The police also are getting 
157 big Fords and park guards will 
receive 30 Ford V-8s, he added. 
The order went to Ogontz Sales 
& Service, Inc., Sura said, on bids 
of $1,794 for the police Falcons, 
$1,675 for the others, $1,962 for 
the Ford sixes and $2,114 for the 
V-8s. He said 321 cars were 
traded. 


The Indianapolis Board of Works 
placed the city’s first order for 
compacts with Cavell Ford Sales, 
Zionsville. The dealer offered to 
deliver eight Falcons for $8,640 and 
six tradeins. The cars will be used 
by the street commissioner’s in- 
spectors. 

Onondaga County (Syracuse) en- i 
tered the compact market for the 
first time, buying two Corvairs 
from Salina-Chevrolet Co. on a bid 
of $1,542. They will be used by 
public nurses. 

* * 
LSEWHERE in fleet news, 
Dodge announced that the 

Pennsylvania highway department 
has ordered 250 trucks through 
Brenner Motors, Inc., Harrisburg. j 

Eighty-seven new cars and trucks 
costing an estimated $225,600 have | 
been ordered by the City of Den- 
ver. Police will get 35 four-door | 
sedans and the Municipal Court re- | 
quested two compact cars, 

Sanders Motor Co., Raleigh, 

N. C., received an order for 500 i 

Ford Fairlane cars for the State 
Highway Patrol. Total cost of the 
vehicles was $1,044,635, said Wil- } 
lis Holding jr., state purchasing 
officer. 

He said that although the San- | 
ders bid was $27 higher per car 
than the Plymouth bid, Fords were | 
chosen because the police claim the 
car has more head room than I 
Plymouth or Dodge, } 

In Dallas County, 12 Plymouth | 
V-8 Belvedere models were bought } 
from C. S. Hamilton Motors for f 
$2,054.59 each for the Sheriff’s Pa- | 
trol. Seventeen Fords were pur- 
chased from Ed Maher, Inc., at | 
$2,111.60 for other county officials. 


IMPORTED CAR 
PARTS ON 
DISPLAY AT 
STAND 228 


Int. Auto Show 
New York 
Coliseum 

April 16-24th 


—also tires, 
tools, batteries, 
accessories, 
air-horns, diesel parts 





Or write for free 
illustrated catalog to: 


Columbia Motor 
Corp. 


419 East 110th Street 
New York 29, N. Y. 














Atlanta Ford Dealers Elect— 


Officers of the Atlanta District Ford Dealers Advertising Assn. are, seated, from left, 
John N. Thomas, Gadsden, Ala., president; J. M. Moore jr., Ford Atlanta district man- 
ager, and John R. Isreal jr. Birmingham, Ala., vice-president. Standing: Bert H. Brown, 
Chattanooga, Tenn., secretary-treasurer; Phil A. Boykin, Hapeville, Ga., member at 
large, and E. H. Chamberlain, J. Walter Thompson representative. 


Across the Nation ... 
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Auto Dealer Changes 


FORT WORTH, Tex.—Pioneer 
Motors, 917 W. Seventh St., has 
opened as an authorized Stude- 
baker dealer. Marvin Radke is 
manager. 

af + * 
K & H Opens Doors 

LITTLE ROCK, Ark.—K and H 
Motors, Inc., has succeeded Herbert 
Jones Motors as the dealership here 
for Rambler, Metropolitan, Fiat 
and Hillman. Robert J. Heiman is 
president and William T. Kelly is 
vice-president and general man- 
ager. 

* * 


Named by Chrysler 


DEWITT, Ia.—Peters Motors has 
been named a Chrysler dealer here. 
* * a 


Rhodes Operates VW Solo 


LIMA, O.—With the recent clos- | 


ing of Nott & Wullenweber, Allan 
Rhodes, Inc., 1500 Elida Rd., now 
is Lima’s only Volkswagen dealer- 


ship. The firm is headed by Allan 





How to 

make your 

customers 
. DUIT-r-r-1 


Give them the richest, most complete 
motor oil in the world—Pennzoil Z-7. 
So rich it gives double the protection 
demanded. So complete you never need 
extra additives. 


They’ll be ‘‘regulars’’ from then on—for 
all the Pennzoil motor oils and lubricants 
you handle. Because they get longer, 
trouble-free engine performance. Actually 
increase gas mileage. 


You’ll get increased traffic, boost sales 
of all your services and products—and 
add up more extra profits than ever beforel 


Easy to keep track of all customer service 
needs with Pennzoil’s exclusive Kontax System 
...4-to-l favorite among dealers everywhere. 


Call your Pennzoil distributor today 
about this 100% pure Pennsylvania motor 
oil and all Pennzoil quality products 

and profit-building programs. 

He’s listed in the Yellow Pages. 
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Crude Oil Assn. Ss, ° oD 
Permit No. 2, Oil City, Pa. ~2% Lubricat\ 












Rhodes, who formerly was with an 
Owensboro (Ky.) Lincoln-Mercury 
dealership. 


* * 


Stepman Motor to Expand 


ST. LOUIS.—Ben Stepman Motor 
Co. (Dodge) will put up a 50-by-50 
foot glass-enclosed addition across 
the front of its existing facilities, 
according to Ben Stepman, owner. 
The new section will be used as a 


new-car showroom, he said. 
* +. * 


Cadillac and Rambler 


KEENE, N. H. — Fairfield’s Ga- 
rage (Cadillac), a 51-year-old auto 
dealership, has opened a new show- 
room and service department to 
| house its recently acquired Ram- 
| bler line. 

* * * 


4 BMW Outlets Added 


NEW YORK, — Fadex Commer- 
cial Corp., importer, has appointed 
a BMW distributor and three deal- 
ers. The distributor is Alpine Motor 











Imports, Spokane, and the dealers 
are Kelly’s BMW Service, Pitts- 
burgh; Oyster Bay Motors, Inc., 
Oyster Bay, N. Y., and Balch, Inc., 
Warehouse Point, Conn. 

* * + 


Fogle Opens in New Home 


AZTEC, Ariz—Fogle Chevrolet 
held its grand opening recently in 
a new building at 404 W. Chaco. 
The firm is owned by Ken Fogle. 


Chrysler Builds 
$500,000 Deal 


In Vancouver 


VANCOUVER, B. C. — Chrysler 
Corp. is building a $500,000 dealer- 
ship here which will be occupied 
by Brentwood Dodge-DeSoto, Ltd., 
under the corporation’s Dealer En- 
terprise Plan. 

Brentwood, which also handles 
Imperial, Valiant and Simca, is 
headed by Louis F. Bonar and Rod- 
erick McKenzie. In the new-car 
field, Brentwood succeeds Begg 
Motor Co., Ltd., 56-year-old concern 
which continues in the parts, serv- 
ice and engine-rebuilding fields. 

Chrysler hopes to have the new 
dealership ready by July, according 
to Robert J. Moon, zone manager. 
It is located on a four-acre site on 
Lougheed Highway, a mile east of 
the city, a business center now 
being developed. 

The dealership is another in a 
string of facilities which Chrysler 
is building in larger cities for dealer 
use, Others have been opened in 
Ottawa, Toronto and Regina, Sask. 


13 More Thiahces 
To Handle Fiat 


NEW YORK.—Fiat has added 13 
dealers. They are: 

Moreno Motors, 1511 N. Long 
Beach Blvd., Compton, Calif.; Wil- 
lie West Motors, 1617 S. Hill, Ocean- 
side, Calif; H. W. Robb & Son, 
Inc., 454 N. White, Pomona, Calif.; 
Clarkson Motors, 1839 Mt. Diablo, 
Walnut Creek, Calif.; Central Flor- 
ida Sales, Inc., 704 Third, S, W., 
Winter Haven, Fla.; Shakespeare 
Motors, Inec., 3202 N. Vermilion, 
Danville, I11.; Waddell Cadillac- 
Oldsmobile, 823 W. Ninth, Salina, 
Kans. 

Others are Braun, Ine., 6115 
State, Saginaw, Mich.; World Mo- 
tors, Inc., 6525 Troost, Kansas City; 
Latham Motors, Bridge Circle, 
Highland, N. Y.; Corder Motors of 
Oregon, Inc., 3026 N. E. Sandy, 
Portland, Ore.; Joe Jenkins Co., 
Commercial and Chestnut, Belling- 
ham, Wash., and Ripley Truck & 
Auto Co., Inc., Main St., Ripley, 
W. Va. 

ck * ok 


McDavid Olds Expands 
HOUSTON.—-Bill McDavid Olds- 
mobile Co., 1401 Travis St. has 
opened a second outlet at 1701 
Milam St. 
* * * 
Hilgeford, Rowe Open Deal 
MIDDLETOWN, O.— Hilgeford- 
Rowe, Inc. (Chrysler-Imperial- 
Dodge), has opened at 350 N. Verity 
Parkway, formerly occupied by 
Mid-Town Motor, Inc. (Chrysler- 
Imperial-Plymouth), The firm is 
headed by Thomas D. Hilgeford 
and Wilbur A, Rowe. 
a * 


* 


College Chevrolet Moves 
CLAREMONT, Calif. — College 
Chevrolet has moved into its new 
building here. Phil Johnston, a for- 
mer Chevrolet service executive, 
operates the dealership. 
* * 


Krumm for Chrysler 
SHERMAN, Tex.—Krumm Motor 
Co. (Dodge-Chrysler-Imperial), has 
opened for business at 611 N. Travis 
St. Larry Krumm sr. and his son, 
Larry jr., are partners. 
oa of 


DeMann Takes Ledin Deal 


SILVER BAY, Minn. — Charles 
DeMann, former Chevrolet dealer in 
Lonsdale, has taken over Ledin 
Chevrolet, Inc., the community’s 
only dealership. The firm also han- 
dles Oldsmobile. 

* 


* * 


Holladay Imports Opens 
INDEPENDENCE, Mo, — Jack 
Holladay Imports, Inc., headed by 
Jack Holladay and James W. Shaf- 
fer, has opened in a new $50,000 
building at the corner of Liberty 

(Continued on Page 31, Col, 1) 
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Auto Dealer Changes 


(Continued from Page 30) 


and Walnut. The firm handles Re- 
nault and Peugeot for Independence 
and the Eastern half of Jackson 
County. 


* * * 


Deane Site Is Sold 


BINGHAMTON, N. Y.—Eddie’s 
Motors, Inc., Johnson City deal- 
ership for Ford, has purchased 
the former Deane Motor Corp. 
buildings at 51 Main St. 


* * * 
Renault Signs Klinger 
ELKHART, Ind.—Klinger Motor 
Sales, Inc., 947 Goshen Ave., has 
been appointed a Renault dealer. 
The firm is headed by Preston 
Klinger. 































* * * 


Ryans Buy Olds Outlet 


GREAT FALLS, Mont. — Don 
Ryan and Richard Ryan have pur- 
chased Schroeder Oldsmobile Co., 
918 Central Ave., from the estate 
of the late R. B. Schroeder, The 
firm has been renamed Don Ryan 
Olds. i ao 


Chait Buys Ford Deal 


KERHONKSON, N. Y.— David 
Chait, an auto dealer in Miami for 
10 years, has purchased Sanborn 
Ford on Route 209. The name of the 
firm has been changed to Chait 


Ford, Inc. 
+” * a 


Renault Names 
14 Dixie Dealers; 
6 Get Peugeot 


PENSACOLA, Fla.—Jarrard Mo- 
tors, Renault-Peugeot distributor, 
has named 14 Renault dealers in 
five states. Six will dual with Peu- 
geot. The 14 are: 

Bubba Oustalet, Inc., Gulfport, 
Miss.; Lewis-Day Motors, Inc. (also 
Peugeot), McComb Miss.; Lewis 
Auto Sales, Meridian, Miss.; Payne 
Motor Co. (Peugeot), Natchez, 
Miss.; Independent Motor Sales, 
Inc., Attalla, Ala.; Joy Motors, Inc., 
two locations (Peugeot), Atlanta; 
Titus Cadillac Co., Inc., Thomas- 
ville, Ga. 

Patten Motor Co. (Peugeot), 
Chattanooga, Tenn.; Beasley Motor 
Sales, Inc., Columbia, Tenn.; Jack- 
son Motors, Inc., Jackson, Tenn.; 
Lowe Oldsmobile (Peugeot), Shel- 
byville, Tenn.; Cohron Motor Co. 
(Peugeot), Bowling Green, Ky.; 
Heilbroner Motors, Inc., Henderson, 
Ky., and Prestonsburg, Ky. 

+ * aa 


Tucker Joins Cadillac Deal 


MINNEAPOLIS. —E. H. Tucker 
has been appointed a special repre- 
sentative of Warren-Cadillac, Inc. 
He had been general manager of 
another General Motors outlet here. 

* * + 
P-D-V Deal in Tampa 

TAMPA, Fla.—Northside Plym- 
outh (Plymouth-D eS ot o-Valiant), 
has opened at 10415 N. Florida Ave. 
J. E. Graham is general manager. 

* * + 


Mathews Get Chevy Deal 


GRANITE CITY, Mo. — Mathews 
Chevrolet Co., headed by Milton 
Mathews and his son Jack Math- 
ews, has replaced the former Moody 
Chevrolet Co. Loran Wisdom is gen- 
eral manager. 

* * * 


Young’s Pontiac Is Sold 

COOS BAY, Ore. — Young’s 
Pontiac, opened in 1955 by Wave 
Young, has been sold to Cliff 
Gulseth and Was Laird. The firm 
has been renamed Courtesy Pon- 
tiae, 

ak * - 


Kinney Motors Moves 
BROOKLYN. — Kinney Motors 
(Chevrolet) has moved into a new 
building at 2166 Coney Island Ave. 
Walter E. Heingartner is president 
of the dealership. 
+ ok nm 


Henderson Buys Olds Deal 


SAVANNAH, Ga.—Charles S. 
Henderson has taken over Tar- 
ratus Oldsmobile Co. and has 
changed its name to Henderson 
Oldsmobile, Inc. R. W. Tarratus 


and David S. Carter were princi- 
pal officers in Tarratus. 
+ 


Jaguar Adds Conn. Outlet 
WATERBURY, Conn.—Foreign 
Car Exchange, 651 Lakewood Rd., 
has received a Jaguar franchise. 
The firm is headed by Morris L. 
Ganezer. ; 
+ 


Rideway Sells Rambler Deal 


CORVALLIS, Ore. — J. Donald 
Holbrook and Archie H. Zarewski, 
partners in a foreign car company 
in Eugene, have purchased Cour- 
tesy Rambler Co. from Franz 
Rideway, Portland. 

7. aa 


Flint Buys Out Boss 
PHOENIX, Ariz.— George Flint, 
formerly manager of Blakely Mo- 
tors, 5640 N. Seventh St., has ac- 
quired ownership of the firm and 
changed the name to Flint British 


Motors. It will continue to handle 
MG, Austin, Morris and Austin- 
Healey. 

* > + 


Soderlence Is Sole Owner 


BOISE, Id.—Peter G. Soderlence 
now is sole owner of Boise Import 
Cars, 3860 Chinden. He purchased 
the interest of H. S. Quinn. 


* * * 


Gols (VW) Builds 


ABERDEEN, 8S. D.—Construction 
has started on a new building to 
house Cal Golz Motor Co. (Volks- 
wagen). He formerly had the Nash 
agency here from 1948-56. Since that 
time he has been sales manager of 
E. O. Johnson Motor Co. 

* > + 


New Deal in Toronto 


TORONTO. — Downsview Chrys- 
ler-Plymouth, Ltd., has opened at 
1077 Wilson Ave. R. M. Horner is 
president and general manager. 

* +” * 


Friendly Chevrolet Resettles 


DALLAS.—A Corvair was given 
away in connection with the open- 
ing of a new building by Friendly 
Chevrolet Co, at Lemmon and In- 
wood Rd. A truck sales and service 
department has been added, accord- 
ing to John H. Witt, president. 

















Lighter and Smaller— 


Eight years can bring many changes 
and this picture illustrates what has hap- 
pened to power steering since the first 
unit was produced for Oldsmobile in 1952 
by Saginaw Steering Gear Division, Gen- 
eral Motors. The two-millionth unit was 
installed recently in a 1960 Oldsmobile 
and is considerably more compact and 
efficient than its 1952 counterpart. In ad- 
dition to being 50 percent lighter, the 
1960 Roto-Matic power steering requires 
one-third the effort needed by the original 
unit and is six times more responsive. 
Oldsmobile announced that a record 94.7 
percent of 1960 Oldsmobiles have been 
ordered with power steering. 
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Traffic Fatalities 
In Month Lowest 
Of Five Years 


CHICAGO.—Traffic deaths across 
the nation came down in February 
for the first time in three months, 
the National Safety Council re- 


ports. 

The February toll was 2,370—50 
deaths and 2 percent below the 
2,420 reported for the same month 
last year. It was the lowest total 
for any February since 1955, when 
2,319 were killed. 

Highway deaths for the first two 
months of the year totalled 5,240. 
This was one percent more than 
the 5,180 total for the same two 
months last year. The January toll 
this year was 4 percent higher than 
in 1959. 

Disabling injuries from traffic ac- 
cidents in the first two months of 
this year were estimated by the 
Council at 200,000. 

Traffic mileage figures for 1960 
are not yet available, the Council 
said. It expressed the belief, how- 
ever, that the severe weather that 
hit many sections of the country in 
February had held down vehicular 
travel in those areas. 
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Make this your 


high-profit, 
second line, 


Join me in launching 
this dream fleet of pleasure boats!” 


See America’s first completely- 


Every Guy Lombardo boat comes ready to 


Get into this booming field- with an 


equipped fiberglass outboard boats! 
You don't need boating experience, 
just an eye for big profits! 


For 30 years Guy Lombardo has raced and 
cruised in all kinds of boats—while boating 
grew into a booming, $2.5-billion-a-year in- 
dustry! All along, he dreamed of putting his 
kind of boat on the market, and at last here 
it is—the new fleet of Guy Lombardo Royal 
Boats! Now dealers are being signed up to 
market this dramatic new line. 


Like selling autos—but actually 
easier! 

This exciting, class fleet is custom-made for 
auto dealers who want an assured high-profit 
second line. No boating experience needed— 
just good, sound business experience! 










sell, with all equipment built-in except out- 
board motor. No installation servicing needed. 
Simply sell these boats as you would autos, 
to ready made buyers in your area! 

No need for a seaside showroom either. 
The average American boatowner lives 53 
miles from the nearest water—he hauls his 
boat around by trailer. You can sell the 
Lombardo line anywhere, using little showroom 
space! 

Demand for Guy Lombardo boats is tre- 
mendous. They're being pre-sold through 
powerful nationwide publicity and advertising. 
And they're chock full of built-in, promotional 
extras. 

Only Guy Lombardo boats offer these 
6 features! 

1. First fiberglass boats completely-equipped 

. First boats guaranteed for 10 full years! 

. Guaranteed 1-to-3-year fixed-value trade-in! 

. Hulls and decks fire-retardant for safety! 

. Treated with X0-37 against bacteria, fungus! 
. 22 models in best-selling 13-to-21 ft. sizes! 


2 
3 
4 
5 
6 


| 

| 

| 

| 

| at once. 

ti ip | 

"| NAME es 
FIRM 

| ADDRESS 

| city 


Guy Lombardo 

United States Boat Corporation 

27 Haynes Avenue 

Newark 12, New Jersey 

| am interested in a DEALERSHIP for the Guy Lombardo Royal 
Fleet. Please send me complete information about your boats 


experienced organization! 

Trend-watchers report that the pleasure-boat 
is becoming a “second car” for thousands of 
American families. And no segment of the in- 
dustry will be more important than fiberglass. 

Guy Lombardo chose experts to produce 
this fleet. The organization turning out these 
boats is a subsidiary of America’s largest ex- 
clusive producer of fiberglass pools, the U. S. 
Pool Corporation. 

Now responsible dealers are needed to 
carry this line. Not necessarily boat men— 
just good, solid business men. Write for a 
detailed brochure, with the whole inside story! 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE « NO. 182 OF A SERIES 


HELPING BUILD 
TODAY'S YOUTH 
TOMORROW'S 
BETTER CLriZENs 





Through many diversified programs... Ford Motor coma 





encourages young people. 








NATIONAL 
DRIVER 
EDUCATION 








Ford Motor Company is proud to take an active 
interest in young people, by sponsoring or sup- 
porting such important youth activities as our 





Industrial Arts Awards programs; the National 
Driver Education program; the National Teen- 
Age Press Conference; the 4-H Club and Future 
Farmers of America projects; and the Junior 
Achievement program. Nationwide interest in 
these programs and in our special advertising 
campaign directed to high school youth, 
indicates their effectiveness in creating good- 
will for Ford Motor Company dealers . . . and in 
developing leadership among youth for respon- 
sible positions as tomorrow’s better citizens. 


. . 4 program covering the U. S., 
its possessions, Canada, Puerto 
Rico and Mexico, for any boy or 
girl in grades 7 through 12— 
designed to stimulate and 
encourage creative talent and fine 
craftsmanship among students in 
the field of industrial arts. After 
local eliminations, approximately 
5,000 student designed and built 
projects are sent to Dearborn, 
where more than 1,500 individual 
awards totaling $50,000 are made 
each year. 


. . this program, a primary step 
in highway safety, centers around 
motion pictures, charts and book- 
lets, provided without charge to 
schools by Ford Motor Company. 
It covers such topics as “Deft 
Driving,” ‘Seeing Habits for 
Expert Drivers,” and all kinds of 
driving conditions. In addition, 
more than 2,600 Ford dealers 
cooperate by loaning over 3,500 
safety-equipped Fords to accredited 
schools sponsoring driver train- 
ing courses, 
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. one of-the most effective edu- 
cational programs for youth 
sponsored by many companies 
including Ford Motor Company. 
In addition, through county, state 
and national 4-H Awards, we spot- 
light achievement in all phases. 
For example, to the six boys and 
six girls chosen as national 
Achievement Award winners, the 
company presents Henry Ford II 
scholarships.of $400 each. 





. . . designed to encourage farm 
boys who have received systematic 
instruction in vocational agricul- 
ture to become successful farmers 
and future agricultural leaders. 
Ford Motor Company actively 
participates in this program by 
providing guidance on a national 
and local level through manage- 
ment and dealers. In addition, we 
give special recognition annually 
to the outstanding vocational 
teachers of FFA farm boys. 


. a national program sponsored 
by many companies. Ford Motor 
Company sponsors over 82 Junior 
Achievement firms, and awards 
annually to the best of this group, 
its “Junior Achievement Company 
of the Year’’ plaque. Voluntarily 
aided by management, Junior 
Achievement groups provide 
young people with practical experi- 
ence in the way the American 
system of free enterprise works. 








TEEN-AGE 
PRESS 
CONFERENCE 


. . . a program to help launch new 
Ford models each fall, build public 
acceptance for the cars, and 
develop increased support among 
young people for Ford products. 
Teen-age writers, selected by 
hometown newspapers, preview 
new models in Dearborn and 
report their reactions. Five of the 
most talented, as judged by a 
panel of the country’s top pub- 
lishers, are awarded college 
scholarships. 


EDUCATIONAL 


YOUTH 
ADVERTISING 





. » . a special series of advertise- 
ments dealing with the way we 
develop.and manufacture our cars. 
Appearing in Scholastic, Boys’ 
Life and other leading youth pub- 
lications, these present the Ford 
Motor Company research, manu- 
facturing, and engineering story, 
and are designed to create a 
favorable image of our products. 




























FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


Ford e Falcon e Thunderbird.e Comet « Mercury e Lincoln e 

Lincoln Continental ¢.English Ford Line's Taunus e 

Ford Trucks e Farm and industrial Tractors and implements « 
Industrial Engines ¢ Aeronutronic—Products for the Space Age « 
American Road Insurance Company e Ford Motor Credit Company 


Oo 


MOTOR ' COMPANY 











The American Road 
Dearborn, Michigan 
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Omaha ; 
February sales figures in the|‘§ remarkable any one went into 
Omaha area totalled 1,014, just one| dealers’ showrooms to look at new 
less than in January, when 1,015| Cars. 
sales were recorded. Chevrolet led in February with 
Considering the heavy snows’ 315 sales. Ford wound up second, 
ADVERTISEMENT 
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“CHILDERS CARPORTS HAVE HELPED INCREASE OUR USED CAR 
SALES and gross profit per unit,” says Bob Berry of Bob Berry Ford, Fort 
Wayne, Ind. “Childers Carports save us about $50 a month on clean up 
costs—this is enough to pay for the carports.” Read how Childers Carports 
can increase your profit, pay for themselves on Page 43. 





Paste this number 
| in your hat! 


It’s the number of the Borgward stand at the International 
Automobile Show, New York Coliseum, April 16th to 24th. 


Come see the car that sells fast, sells at full markup, sells 
i itself over and over again, thanks to economy, quality, 
dependability. 


ORGWARD 


At Stand 19 see Mr. Dube, Mr. Santelli or Mr. Mirling for 
information on the profitable Borgward franchise. 


F lash The fabulous new 6-cylinder, 
4-door BORGWARD ill be unveiled 
at the Show for the first time in America. 
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1717 Broadway (at 54th St.). New York 19. N.Y. - COlumbus 5-6494 




















tie for Pontiac and Rambler, 
each. Fourth place was taken by 


Oldsmobile, 56, and Plymouth was|_ 


fifth with 48. 
Warmer weather finally arrived 


the third week in March and pent-|; 


up new-car interest immediately 
manifested itself. 

There were 147 new trucks sold 
in February, as against 104 in Jan- 
uary. Chevrolet, Ford and Inter- 
national ran one, two, three with 
49, 34 and 29, respectively. 


—ARTHUR R. OLESON 
* * ok 


Buffalo 


A total of 2,733 new cars were 
registered in Buffalo and Erie 
County in January, compared with 
1,901 a year earlier. 

By makes, registrations were: 
Chevrolet, 672; Ford, 619; Oldsmo- 
bile, 193; Rambler, 187; Buick, 177; 
Pontiac, 168; Dodge, 158; Plymouth, 
152; Cadillac, 79; Mercury, 72; 
Chrysler, 50; Volkswagen, 47; 
Studebaker, 38; Renault, 18; Lin- 
coln, 14; Opel, 14; English Ford, 10; 
Mercedes-Benz, 10; Vauxhall, 8; 
DeSoto, 6; Triumph, 6; Metropoli- 
tan, 4; Peugeot, 4; Simca, 4; Austin, 
3; Hillman, 3; Borgward, 2; Jag- 
uar, 2; Morris, 2; Porsche, 2, and 


miscellaneous, 6. 
ad 


* * 


Louisville 


A total of 1,736 new cars was 


| sold in Louisville in February, com- 
| pared with 1,902 a month earlier. 


The two months’ combined sales 


| of 3,638 were second only to 1955’s 


record 3,665 in the corresponding 
period. 

New-truck sales numbered 244 in 
February, compared with 207 the 
preceding month. 

New-car registrations by makes 
were: Chevrolet, 516; Ford, 470; 
Rambler, 119; Pontiac, 96; Oldsmo- 
bile, 86; Plymouth, 76; Dodge, 64; 
Buick, 62; Mercury, 59; Valiant, 41; 
Cadillac, 22; Studebaker, 19; Volks- 
wagen, 18; Renault, 14, and miscel- 
laneous, 74. 

—A. W. WILLIAMS 

o* * 


* 


Baltimore 
A total of 2,085 new cars was 
registered in Baltimore in Febru- 


ary, compared with 1,688 a month) 


earlier. 

By make, registrations were: 
Chevrolet, 605; Ford, 461; Plym- 
outh, 164; Dodge, 137; Rambler, 


129; Pontiac, 107; Oldsmobile, 97; 
Cadillac, 64; 
38; Studebaker, 33; Mercury, 31; 
Renault, 24; Volkswagen, 21; Eng- 
lish Ford, 15; Fiat, 14, and Impe- 
rial, 10. 

DeSoto, 9; Opel, 9; MG, 7; Mer- 
cedes-Benz, 6; Simca, 6; Hillman, 
5; Volvo, 4; Peugeot, 3; Vauxhall, 
3; Austin, 2; Goliath, 2; Lincoln, 
2; Morris, 2; Saab, 2; Sunbeam, 
2; Triumph, 2, and miscellan- 
eous, 7. 

Truck registrations numbered 
166, compared with 151 the previ- 
ous year. By makes: Ford, 75; 
Chevrolet, 74; International, 31; 
GMC, 16; Dodge, 7; Willys, 5; 


Mack, 3; White, 3; Reo, 1, and mis- | yi) 
pars 


cellaneous, 4, 
—KatTe SAvAGe 
Fd as a 


Los Angeles 

February new-car registrations 
in Los Angeles County totalled 21,- 
219, compared with 19,831 a month 
earlier, according to Donnelley’s 
Motor Recorder of California. 

By makes, registrations were: 
Ford, 5,498 (including 1,705 Falcons 


and 569 Thunderbirds); Chevrolet, | 


5,042 (including 1,247 Corvairs and 


69 Corvettes); Rambler, 1,371; Pon- |" 


tiac, 1,074; Oldsmobile, 961; Dodge, 
834 (including 703 Darts); Cadillac, 
732; Plymouth, 714; Buick, 674, and 
Volkswagen, 596. 

Mercury, 574; Renault, 442; 
Valiant, 346; Studebaker, 311; 
Chrysler, 178; Hillman, 168; Lin- 
coln, 138; Austin-Healey, 128; 
Fiat, 119; MG, 109; English Ford, 
97; Triumph, 96; Volvo, 96; Opel, 
95; Peugeot, 68; Simca, 64; Mer- 
cedes-Benz,. 63; Morris, 61; Met- 
ropolitan, 60; Sunbeam, 52; Impe- 
rial, 48; DeSoto, 47; NSU, 42, and 
Jaguar, 37. 
tin, 25; 


Singer, 25; 
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Sales Conditions in Various Areas... 


Auto Market Reports 


(new alltime depth records set) it|with 267, and third place was a 
57/7 


Buick, 62; Chrysler, | 





GM Reports— 


Architecture of the General Motors 
Building in Detroit, lends itself to a scale 
model made of 2,600 of the corporation's 
annual reports for 1959, currently being 
mailed at the rate of 100,000 per day. 
Nancy Crawford, GM secretary, checks the 
stacks of 48-page reports, which have a 
night color photo of the GM Building on 
the cover. GM this year has printed a rec- 
ord 1,470,000 annual reports which are 
being sent to 800,000 shareholders 
throughout the United States, Canada and 
80 countries abroad, plus dealers, sup- 
pliers and various other individuals and 
organizations. 





Taunus, 20; Citroen, 14; Toyopet, 
13; Alfa-Romeo, 12; DKW, 11; 
Porsche, 9; Edsel, 8; Skoda, 8; Fiat 
Abarth, 7; BMW, 6; Humber, 6; 
Lancia, 6; Daimler, 4; Rover, 4; 
AC, 3; Auto Union, 3; Datsun, 3; 
Rolls-Royce, 3; Willys, 3; Aston 
Martin, 2; Berkley, 2; Lotus, 2; 
Morgan, 2; Panhard, 2; Wartburg, 
2, and miscellaneous, 5. 

New-truck registrations totalled 
2,580, compared with 1,918 a month 
earlier. By makes, registrations 
were: Chevrolet, 1,027; Ford, 947; 
International, 176; GMC, 169; 
Dodge, 67; Volkswagen, 66; Willys, 
31; White, 15; English Ford, 13; 
Kenworth, 11; Mack, 10; Peterbilt, 
7; Reo, 7; Autocar, 5; Morris, 5; 
Lloyd, 3; Datsun, 2; Diamond T, 
| 2; Studebaker, 2; Toyopet, 2; Divco, 
1; FWD, 1, and miscellaneous, 11. 


—WILLIAM CARROLL 


* * * 


Denver 


Denver dealers sold 1,815 new 
|cars in February, compared with 
/1,700 in January and 1,808 in Feb- 
ruary, 1959. 

By makes, sales were: Chevro- 
let, 517; Ford, 269; Falcon, 128; 
Dodge, 107; Rambler, 106; Pon- 
tiac, 102; Oldsmobile, 93; Buick, 
62; Corvair, 59; Plymouth, 54; 
Valiant, 52; Mercury, 46; Cadil- 
lac, 38; Studebaker, 33; Volks- 
wagen, 32; Chrysler, 17; English 
Ford, 12; Lincoln, 10; Renault, 9; 
Imperial, 7; Volvo, 7; Austin- 
Healey, 6; DeSoto, 5; Opel, 4; 
Checker, 2; Edsel, 1, and miscel- 
laneous, 37. 

New-truck sales numbered 235 in 
February, compared with 219 in 
January and 254 a year ago in Feb- 
ruary. By makes: Ford, 87; Chevro- 
let, 81; Dodge, 14; Willys, 11; In- 





ternational, 10; GMC, 9; Volkswag- 
en, 3; Kenworth, 2; Autocar, 1; 
FWD, 1; Studebaker, 1; White, 1; 


English Ford, and miscellan- 


eous, 13. 


1, 


—Ira ALEXANDER 
+ + 


* 
Salt Lake City 

Registrations of new cars totalled 
1,023 in Salt Lake City in Febru- 
ary, compared with 731 a month 
earlier. 

By makes, registrations were: 
Ford, 251; Chevrolet, 211; Plym- 
outh, 92; Rambler, 81; Pontiac, 56; 
Buick, 51; Oldsmobile, 49; Dodge, 
38; Mercury, 30; Cadillac, 24; 
Studebaker, 19; Chrysler, 10; De- 
Soto, 5; Imperial, 5; Lincoln, 4; 
Edsel, 1, and miscellaneous, 96. 

New-truck registrations num- 
bered 175, compared with 118 the 
previous month. 

By makes: Chevrolet, 65; Ford, 
58; GMC, 15; International, 12; 
Dodge, 10; Willys, 4; Diamond T, 
1; Mack, 1; White, 1, and miscel- 


laneous, 8. 


* * 


Milwaukee 


February was the biggest new- 
car month in Milwaukee since last 
July, with 3,763 registrations top- 
ping January’s 2,547. A year ago, 
the February count was 2,881. 

By makes, February registrations 
were: Chevrolet, 762; Ford, 633; 
Rambler, 476; Oldsmobile, 288; 
Pontiac, 260; Falcon, 216; Buick, 
197; Dart, 162; Cadillac, 116; Plym- 
outh, 108; Mercury, 103; Corvair, 
77; Valiant, 42; Chrysler, 40; Stude- 
baker, 25; Dodge, 24; Willys, 21; 
DeSoto, 20; Lincoln, 11; Imperial, 
6; Edsel, 1, and miscellaneous, 175. 


—BeENN OLLMAN 
* * 


. 
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Toronto 

Compact cars in the Toronto area 
have failed to stop the increase in 
European imports. Sales of British- 
made Vauxhall and Envoy cars al- 
most equal those of Corvair, Falcon 
and Valiant, combined, while Ger- 
man-made Volkswagen cars are 
outselling the top-selling compact 
Falcon seven to three. 

“Demand for North American 
compact cars has been overesti- 
mated by both the public and the 
manufacturers,” E. H. Walker, 
president of General! Motors of 
Canada said recently. His company 
has a continuing study on making 
a car smaller than the Corvair. 

Major reason for slow sales of 
compact cars is considered to be 
the price. Canadian compact cars 
are $450 to $500 more expensive 
than the same car in the United 

States. British imports are as 

much as $1,000 less than the 

Canadian-produced Corvair, Fal- 
con or Valiant. 

Lowest-priced imports at Tor- 
onto, at suggested list prices, are 
Austin and Morris 850 at $1,295, 
Anglia at $1,504 and Volkswagen at 
$1,595. Lowest-priced compact car 
at Toronto, at suggested list price, 
is the Rambler at $2,454, followed 
by the Falcon at $2,496; Frontenac, 
$2,510; Lark, $2,586; Valiant, $2,636, 
and Corvair, $2,642. 

More Canadian-made compact 
cars could be sold if the price 
could be brought down, dealers say. 

—JAMES MONTAGNES 
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Dealer Cites Display Appeal— 


Carpets and Cadillacs make a compatible combination according to Robert W. 


Paulin, president, Paulin Motor Co. in Tucson. Paulin recently covered his showroom 
Borgward, 27; Vauxhall, 26; Aus-| floors with wall-to-wall carpeting made of Allied Chemical’s Textured Caprolan nylon. 


Lloyd, 21; Besides eye-appeal, the carpeting seems to have sales appeal, he said. 








Big investment in the shop! | rs 


Every new line displayed in America’s new-car show- 
rooms calls for new parts, accessories and service 
equipment worth millions of dollars annually. Even 
the small car, like its big brother, requires its own 
special tools for efficient service, its own finish colors, 
its own dress-up accessories, and replacement parts 
ranging from fan belts and spark plugs to wheel 
bearings and brake shoes! 


Yes—the car and truck dealer market is bigger than 
ever today! 


Are your automotive products and services known 
to the dealer executives, parts and service managers 
who control the purchasing in the huge car and 
truck dealership market? 


Your sales message can have the attention it deserves 
if it’s delivered every Monday morning with the 
other important news 28,000 dealer-subscribers look 
for and ‘find in AUTOMOTIVE NEWS. 


The only weekly “Newspaper of the Industry,” 
AUTOMOTIVE NEWS explores trends in sales- 
service, introduces cost-saving dealer service meth- 
ods, analyzes profitable fleet maintenance, and spells 
out the current word on traffic-builders in the shop 
and showroom. Small wonder it’s been the dealer’s 
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Number One Fact-Source for 35 years, just as it has 
been “must” reading for factory executives and top- 
echelon engineering, styling and sales personnel 
throughout the industry. 


AUTOMOTIVE NEWS can do an equally profitable 
job for you by telling your product story to more 
than 43,000 influential subscribers* who are on the 
threshhold of perhaps the biggest boom in automo- 
tive history. 


The time is right, the market is right, and the media 
is right! See your AUTOMOTIVE NEWS Repre- 
sentative soon for the full story of successful, result- 
ful advertising in AUTOMOTIVE NEWS. 
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The Newspaper of the Industry 
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*85% of whom renew annually at the regular $9 
rate. They’re offered no premiums, cut rates or other 
special offers. 


REPRESENTATIVES 
NEW YORK: Edward Kruspak, Howard E. Bradley, Room 
707, 51 E. 42nd St., Murray Hill 7-6871 
CHICAGO: J. Goldstein, Bill Gallagher, Room 903, 360 N. 
Michigan Ave., State 2-6273 
DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 965 
E. Jefferson, Woodward 3-9520 
SAN FRANCISCO: Jules E. Thompson, 681 Market St., 
Douglas 2-8547 


LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 
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Commerce Dept. Report nes 


Transport Study Asks 
Less U. S. Regulation 


WASHINGTON. — President Eis- 
enhower last week sent to Con- 
gress a Commerce Department 
study report urging less Federal 
regulation in the transportation in- 
dustry. 

Among other things, the report 
called for repeal of Federal excise 
taxes on passenger travel when 
Federal budget requirements per- 
mit. 

The report hag been in prepa- 
ration in the Commerce Depart- 
ment for a year, and the Presi- 
dent dispatched it to Congress 
without specific endorsement, 
since he has had no chance to 
study it. 

Secretary of Commerce Freder- 
ick Mueller, who submitted the doc- 
ument to the White House, said he 
did not expect Congress at this ses- 
sion to pass legislation along the 
lines of the recommendations made, 
which included the following: 





1, Expansion of a Federal system 
of user charges in all fields of 
transportation where Federal facil- 
ities are used, including waterways 
which are not now covered by user 
charges. 

2, Legislation to establish a sys- 
tem of domestic airway user 
charges, taking into consideration 
present and recommended fuel 
taxes, plus similar taxes on kero- 
sene-base jet fuel. 

3. A series of steps to free rail- 
roads, truckers, airlines and the 
marine industry from the regula- 
tory obstacles that now “hinder 
them from keeping pace with 
America’s growing economy and 
from contributing their maximum 
effort to such growth.” 

4. Repeal of the remaining Fed- 
eral excise tax on commercial 
passenger transportation when 
the overall budget requirements 
permit. 


5. Continuation of subsidies, but 
at reduced levels, for the merchant 
marine with foreign competition. 

6. Relieving commercial truck 
carriers of restrictions “which are 
no longer necessary” and providing 
greater uniformity in state-imposed 
requirements. 

7. Encouraging railroads to con- 
solidate, rationalize and drop dup- 
licating facilities and obsolete plant. 

8. Truckers’ certificates should 
not require them to travel only on 
certain highways, haul only speci- 
alized commodities, or omit loans 
in intermediate places on their nor- 
mal routes. 

The report called railroads the 
“unsubsidized sickman” of trans- 
portation, recommended relaxation 
of domestic regulation of airlines 
to allow greater airline freedom in 
setting rates and said the Govern- 
ment should encourage internation- 
al carriers to reduce fares as rap- 
idly as possible, 

The American Trucking Assns. 
immediately attacked the report 
as giving comfort to the rail- 

The ATA said the study “com- 
|forts and abets” the railroads in| 
what the association said was their 
long-time campaign to gain legis- 


lative and regulatory advantages 
over competing carriers. 

In announcing the program, 
Mueller said it contemplates for 
transportation “the best possible 
service at the lowest reasonable 
cost to the public.” 

Mueller voiced the opinion that 
the transportation industry should 
be liberated from what he called 
unnecessary shackles so it can op- 
erate under the forces of a free 
competitive system, 

All in all, the report, which con- 
tains 78 points, includes sections 
which no doubt would be welcomed 
by the truckers as well as the rail- 
roads and airlines, Likewise, there 
are sections which probably will 
not sit too well with any of the 
three. 

A recommendation that probably 
will make some carriers unhappy 
envisions reduction and eventual 
elimination of various subsidies the 
Government furnishes. 

In this bookkeeping year, the 
Government is paying $69 million 
to airlines and $209 million to 
ship firms, 

It is set forth that the subsidies 
to various forms of transportation 
“should be reduced or eliminated, 

| within the limits of national se- 
curity requirements.” 





Only Citroén gives you the profit 
features of every class of car! 


Air-O11 Suspension, 
standard equi 
clusively. Citroen. 
other car, regard 
rice, can surpass 
troen’s supremely com- 
fortable ride. 


Of any car, s Citroen has the lenges, wheelbase 
pactness, 14 more whee! 
‘compact.’ 


Availability of Power Steering, Power 
Brakes, Citromatic Drive, Automatic 


Jacking. 


Listed in Fortune Magazine as 
one of oe) world’s 100 best de- 
signed products. Awarded First 
Prize for Beauty at the Trien- 
nale di Milano, Italy. 


heelbase than the average 


As an example, the undercarriage of the Citroen 


is completely enclosed 


by an aerodynamically de- 


signed shield that increases road-holding stabil- 
peeds. 


ity at high s 


Front-Wheel Drive. Disc Brakes’ 
racing car control. Winner over all 


born, with an individual- 
pact,”’ 


CITROEN CAR AIR-OIL SUSPENSION 


With Citroen Air-Oil Sus on, 
each wheel is connected to the body 
by a piston. By means of a liaison 
liquid, this piston compresses a neu- 
tral gas (air) pressurized in a sphere, 
assuring automatic dampening action 
and level correction. 


Ordinary Suspension —_Air-Oil Suspension 


French 
ity all its own. The Sten ‘com- Carlo Rallye, 
.”” unmistaka’ takably Cit manding 2,000 mile endurance test. 


the world’s most de- 


makes of cars in the 1959 Monte Upto 34 MPG, using regular gas...even 
while cruising at 65 MPH! Winner of 


several International Economy Runs 


Profit-Making Car Rewards: 


NEUTRAL GAS 


UNDER 


PRESSURE... 
DIAPHRAGM. . . 


DAMPER... . 


= 
-_— OIL UNDER 


)eo| Ae 


Citroen's exclusive suspension on Air- 
Oll is recognized to be the best In the 
world for giving ane See riding 
comfort, and unequalled road-hold- 
ing security. 


CITROEN CARS CORPORATION 
A Direct Factory Branch of S.A. Andre Citroen, Paris, France 


300 PARK AVENUE, NEW YORK 22. NEW YORK 
6423 WILSHIRE BLVD., BEVERLY HILLS. CALIF. 


GENTLEMEN: | AM INTERESTED IN BECOMING A 
CITROEN AUTHORIZED DEALER. PLEASE SEND 
ME COMPLETE INFORMATION. (ALL INQUIRIES 
HELD IN STRICTEST CONFIDENCE BY THE CITROEN 


FACTORY REPRESENTATIVE.) 


MY NAME Is 
MY DEALER NAME Is 


ADDRESS 








PRESSURE... -° 


PISTON 


Line includes Sedan and Station 
Wagon. Retail prices range from 
$2545. With a higher than average 
dealer margin of profit your break- 
even point will be lower. 


and Citroen-Size Dealer Support: 


National, Regional and Local Adver- 
tising, Complete Sales Promotional 
Material, Free Service School for your 
mechanics, and huge Spare Parts De- 
pots maintained at all times. 


A CITROEN Authorized Dealer Franchise may still be open in your area. 
To get complete details, we urge you to mail this coupon today! 








Financial 


A sharp improvement in opera- 
tions was registered by General 
Acceptance Corp. during 1959, 
which raised volume and earnings 
for the year to alltime highs. 

Net income in 1959 reached a new 
high mark of $2,620,285. This was 
a 71 percent improvement over 1958 
results when adjusted net income 
totalled $1,534,839. The previous 
record was set in 1957 when net 
income totalled $2,251,752. 

Peak volume of $274,774,664 was 
recorded in 1959, a gain of 33 per- 
cent over the $206,183,637 total of 
the prior year, which had been the 
previous high. 

~ * * 


First-Quarter Sales Up 6 Pct., 


Massey-Ferguson Reports 


First-quarter worldwide sales of 
Massey-Ferguson, Ltd., were $87,- 
889,000, up 6.5 percent from $82,505,- 
000 in the comparable period in 
1959, it was announced by Albert 
A, Thornbrough, president. 

First-quarter net income, after 
income taxes and after a $1,400,000 
increase in interest expenses from 
higher levels of borrowing, was 
$1,031,000, compared with $2,680,000 
for the like period last year, he 
said. 

+ x + 


Hertz Reports Records 


For Year’s Revenue, Profit 


Hertz Corp, reported that its 1959 
net income soared 66 percent to 
an alltime high of $7,884,268 or a 
20.5 percent rise in revenues to a 
record-breaking $109,168,992, 

The 1959 results compared with 
1958 revenues of $90,558,749 and net 
earnings of $4,747,831 after taxes, 

+ * * 


Quaker State Net Up 


Quaker State Oil Refining Corp. 
said 1959 earnings amounted to $2,- 
382,078, or $2.89 per share. This rep- 
resented a 26 percent increase over 
the $2.29 per share earned in 1958. 
Net sales last year of $55,241,090 
were an alltime high—an increase 
of approximately 10 percent over 
1958 net sales. 

+ a * 


Enka Sets Sales Record; 
Earnings Are Quadrupled 


American Enka Corp. achieved 
the highest sales in company his- 
tory in 1959 with earnings four 
times larger than the previous 
year. 

Sales for the year amounted to 
$109,175,718, representing a gain of 
48 percent compared with 1958 sales 
of $73,533,145. Earnings in 1959 were 
$5,723,278 compared with net in- 
come of $1,364,853 in 1958. 

* * * 


Canadian Finance Company 


Reports Higher Earnings 

Industrial Acceptance Corp, Ltd., 
Montreal, and subsidiaries for 1959 
had consolidated net profit of $10,- 
896,823, an increase of about 1.5 
percent over the previous year’s 
$10,735,128. 

The report said public reception 
of 1960 cars has been favorable 
and, for the first six months, sales 
of cars and other durable goods are 
expected to be at levels equal to or 
exceeding those of the first half of 
1958. 

* * + 
Corning Glass Records 


Sales, Earnings Highs 

Corning Glass Works reports 
that its consolidated sales and earn- 
ings in 1959 were the highest in the 
company's 108-year history. 

The company’s annual report to 
stockholders showed net sales of 
$204,887,424 in 1959, an increase of 
28.7 percent over the $159,137,729 
total in 1958. Net earnings last year 
were $24,335,899, or $3.57 per share 
of common stock, up 41.8 percent 
over the 1958 total of $17,163,543, or 
$2.52 per share. 

x 


* * 


Record Sales for Year 


Indicated for Purolator 


Purolator Products, Inc., will re- 
port record sales of $46,727,293 for 
1959, James D. Abeles, president, 
said. 

Abeles said preliminary figures 
show sales climbed a record 32 per- 
cent over 1958, while net profits rose 
to $2,055,483 last year, compared 
with $1,620,253 in 1958. 


a> omens 

















REVOLUTION in the Service Department: 
the race to replace obsolete equipment 


Better service. Car dealers need it to stay profitable. In- 
dependent garage operators want to keep it in their shops. 
Service stations and specialty shops see the profit in tak- 
ing it away from both. This competition, plus vast 
changes in automotive design, demand the replacement 
of obsolete service equipment with fast, accurate, uni- 
versal John Bean equipment. 


John Bean wheel balancing and aligning, body and frame 
straightening equipment is top choice for today’s service 
business. It is designed to handle any car on the road 
(big, small, compact, sports, imports, wide-track, nar- 
row-tread, unitized construction, conventional body-and- 
frame, torsion or ball-joint suspensions). The wide range 
of profitable and permanent, deluxe and economy models 
in every product line lets you “tailor” equipment per- 
fectly to your present space, budget and service volume 
and future business potential. 


And, all John Bean equipment is designed to let you 
inexpensively modernize your present equipment to 
bring your service operation up-to-date for full profits. 
Remember, too, every major car manufacturer uses 
modern John Bean equipment. 


UD ae 





New BODY-FRAME ALIGNER 


small-space, low-cost, big-time profits! 


Unitized body-frame construction used in new compacts, 
sports, imports and others has ended the “jack-and- 
hammer” and “farming-out” days! You're out plenty of 
profits (maybe even out of business) unless you have the 
flexibility of the new John Bean BODY-FRAME 
ALIGNER. This is the only compact, portable, eco- 
nomical unit which pushes and pulls, works over the top, 
underneath, inside and outside . . . the only unit with 
squeezing, spreading, stretching action in horizontal or 
vertical planes. Makes body and frame corrections with- 
out removing sheet metal. Anchor bar unit adjusts from 
5 to 30-inch heights. Both anchor bar and racker bar 
power unit lock in any position on beam. These are musts 
for unitized body-frame work. Complete unit gives you 
more versatility, more profit-making potential than 
similar units costing much more. Modernize now with 
the new John Bean BODY-FRAME ALIGNER for full 
service profits in the future. 


Complete line for any shop 


John Bean also manufactures the Power-Puller, an ex- 
cellent body-frame aligner for quick minor repairs, and 
a complete line of permanent, rack-type straighteners for 
high-volume, complete body-frame work. 


FREE Engineering Analysis! 


Starts with your present equipment, floor 
space, budget, business volume . . . gives you 
a dollars-and-cents estimate for maximum 
service profits on a minimum budget. 

Learn about John Bean’s Training School and 
On-The-Job Training Program. Contact 
John Bean Automotive, Lansing, Michigan. 











WHEEL BALANCING DEPARTMENT 


You need fast, accurate balancers to handle any car, any size wheel 
that comes in your shop. John Bean balancers do it. Full line selec- 
tion of balancers tailored to the price you want to pay, the volume 
and kind of balancing business you want to do. 





VISUBALANCER — First in pre- 
cision. “TV Screen’”’ readings sell 
customer on balancing, Static 
and dynamic balancing. 


MODEL 55J—tThe original static 
and dynamic balancer. Favorite 
of old-line mechanics. 


Soom 


VARIABLE-TREAD VISUALINER 


Makes any car or fruck your customer 


Both Visualiner runways move easily on rollers . . . you 
can switch from “a bug to a truck” in minutes, Exclusive 
tip-over Visualiner optical projection heads allow wheel 
and bearing work. “Package” deals on pit, floor and rack- 
type models to fit Visualiner to your space and budget 
requirements. Remote control steering wheel turners, ex- 
clusive late-model Buick-Chrysler-Chevrolet camber cor- 
rection tools. Now, you can economically modernize any 
existing aligning equipment. 


Write for Free Catalogs on Balancers, Visualiners, Body-Frame 
Aligners, Tools and Accessories and John Bean Training School. 


DIVISION OF 


money-maker. ‘‘A-B-C’’ System so 





WHEEL ALIGNING DEPARTMENT 


FOOD MACHINERY AND CHEMICAL CORPORATION 
LANSING, MICHIGAN 






































NEW! ON-THE-CAR BALANCER 


fits 12” thru 16" wheels WITHOUT ADAPTERS 
Take on every balancing job that comes in your shop. 
Fast, simple, accurate operation. Compact, self-con- 
tained, space-saving unit. Single-and double-motor 
units. New spinners. Inexpensive conversion kits avail- 
able for modernizing John Bean Model 1287 and 87 
balancers. 


ACRA-SPEED— Fast, tow-cost, ON-THE-TRUCK— Handles heav- 


iest wheels without removing 
simple any operator can be an parts. Fast, easy. requires no 
expert. disc adapters., 






VISUALETTE WHEEL ALIGNER 


Compact, economical, accurate aligner puts you in a 
profitable business even when both space and cash are 
in short supply. Beam-of-light accuracy, magnetic 
gauges. Direct readings of toe-in, toe-out, caster, 
camber, KPI. Can be used with present hoist, drive-on 
lift, rack-type aligner, or in its own stall. 
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Built for Promotion— 


Eighteen “Jeep Surreys,"’ the first of 100 units specially built for a nationwide 
Pepsi-Cola promotion, went to the Pepsi-Cola Bottling Co., Tulsa, where they will be 
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Auto Personnel 


Appointment of William M. Fitz- 
gerald as New England regional 
manager of the truck division, 
Volvo Imports, Inc., has been an- 
nounced by Robert P. Hulbert, na- 
tional sales manager, 

Fitzgerald will direct sales and 
service operations of Volvo’s truck 
division in the New England area. 
Fitzgerald’s previous background 
and experience includes 28 years 
with White and Diamond - 

a * 


NAPCO Names Two 


NAPCO Industries, Inc., has 
named two regional managers, J. E. 
Stilwill will head Region Six, which 
consists of California, Nevada, 
Utah, Arizona, New Mexico, Colo- 
rado and Wyoming. M. L. Garrett- 
son was appointed manager of Re- 
gion Seven, which includes 
Washington, Montana, Idaho, Ore- 
gon, British Columbia, and Alberta, 

* 


used by route salesmen and as top prizes in a consumer contest. Trimmed in blue,| Kraus Gets Assignment 


green and yellow, the units were posed at the entrance to the Willys Motors adminis- 
tration building in Toledo before shipment. Holding the banner are R. J. Kreusser, left, 
Willys fleet sales manager, and C. M. Ritchey, Willys advertising and merchandising 
director. 


With Service Leasing 


Election of Calvin T. Kraus 
as an assistant vice-president of 





Service Leasing Corp. is an- 
nounced by L. Walter Lundell, 
president. The company, which 
leases fleets of cars and trucks, 
is a wholly owned subsidiary of 
CIT Financial Corporation. 
Kraus joined the CIT organiza- 
tion in 1945 as manager of the 
Buffalo branch of Universal CIT 
Credit Corp. Bint By 


Wayne Works Appoints 


Eggemeyer Sales Manager 


John Eggemeyer has been ap- 
pointed sales manager of the 
Wayne Works division, Divco- 
Wayne Corp. He succeeds R, O. 
Thomas, who has resigned. 

Eggemeyer has been product 
sales manager of Wayne Works 
since 1959. Previously he had serv- 
ed as Western sales manager. 

* * * 


Slater Joins John Bean 


As Iowa Equipment Rep 
Appointment of James Slater as 

automotive equipment representa- 

tive in Iowa and parts of Nebraska 





DIVISION OF GENERAL MOTORS CORP,, DAYTON, OHIO 


ne Penn OF GEMERAy: HET HED MARE HOTT Sr. ae 











rebuilding is required. 


performance. 


LP RAP @ REPAIR KITS—ali the parts of 
eee needed to restore peak operating efficiency. 


A MAJOR COMPONENTS—individual re- 
placements are available when extensive 





nerally 


@ COMPLETE ASSEMBLIES—full unit for 
immediate restoration of original equipment 


~ It’s easy to service Delco Moraine POWER BRAKES 


Kits, parts and complete assemblies are readily available through car dealers and U.M.S. outlets. 





manufacturer. 


Division of General Motors, Dayton, Ohio 


Proper diagnosis will determine which is the best way to restore dependable performance. 


Ask your dealer for copies of the Delco Moraine power brake service manuals. They 
will help you perform all repairs surely and efficiently, as recommended by the original 


DELCO MORAINE 


DEPENDABLY MADE 





and Illinois for John Bean division 
is announced by Wylie Axford, au- 
tomotive equipment sales man- 
ager. Slater, who succeeds Jack 
Gordon, will make his headquar- 
ters in Omaha, 

Slater has more than 25 years of 
technical and automotive experi- 
ence, He started in 1935 as a fleet 


mechanic. 
ok + * 


Rubbermaid Appoints Two 


To Automotive Division 


Richard E, Riley has been named 
automotive specialty sales manager, 
and Leo P. Cusick, special field rep- 





R. E. Riley L. P. Cusick 


resentative for jobber and distribu- 
tor sales, for Rubbermaid, Inc., 
Wooster, O. 

Riley formerly was associated 
with Esso Standard division, Hum- 
ble Oil and Refining Co., in general 
administration, sales promotion, ad- 
vertising and marketing. Cusick 
has been associated with Rubber- 
maid since 1958 as a housewares 
salesman in the New York division. 

oa * * 


5 Renault Field Men 


To Cover L. I., Conn. 


Auto Imports, Ltd, Renault 
distributor for Long Island and 
Connecticut, has appointed five 
new regional field managers, 

Based in Connecticut are Her- 
bert Wagner, assigned to Fair- 
field county; Barnett Friedman, 
to New Haven and New London 
counties, and Lewis F. Baxter, to 
Hartford county, Thomas B. Cos- 
tello and Santo Recca will be 
field managers for Long Island. 
Each field manager will direct 
sales and service activities to 
nine exclusive Renault dealer- 
ships. 

od * ok 
Marmon-Herrington Names 


Thomas and Parks 


Marmon-Herrington Co., Inc., In- 
dianapolis, has announced the ap- 
pointment of Richard O, Thomas 
as vice-president and general man- 





L, L. Parks 


ager, and Lynn L, Parks as sales 
manager of its Oneida school bus 
body division, 

T. A. Williams, manager of Mar- 
mon-Herrington transit equipment 
division, rounds out the team head- 
ing up the Oneida merchandising 
program, Parks formerly was sales 
manager of Henney Motor division, 


Eureka Williams, Inc, 
K * ok 


Walther Is President 


Of Dayton Products 


William D. Walther, technical di- 
rector of Dayton Steel Foundry Co., 
Dayton, has been named president 
of the firm’s new subsidiary, Day- 
ton Automotive Products Co. 

The subsidiary is establishing na- 
tional marketing plans for an igni- 
tion point for cars and trucks, The 
point has undergone limited mar- 
ket tests for four years. 

* * +” 


Five Executives Appointed 


To New Divco-Wayne Posts 


Divco-Wayne Corp. has an- 
nounced the appointment of five 
executives to new sales, adver- 
tising and promotion positions. 
They are: 

Richard Kane, advertising and 
sales promotion manager for the 
Wayne Works division, Rich- 
mond, Ind.; Harry Mouer, adver- 
tising and sales promotion man- 
ager for the Miller-Meteor divi- 
sion, Bellefontaine and Piqua, O.; 
Dan Pillow, fleet sales manager 

(Continued on Page 39, Col, 1) 


R. 0. Thomas 
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(Continued from Page 38) 


for the Divco division in Detroit; 

Max Downing, assistant division 

manager for the Divco division, 

and Harry Wolfe, manufacturing 

manager of the Divco division. 
og * a 


FWD Promotes Laack 


To Merchandising Director 


FWD Corp. has named Arthur 
J. Laack to the newly created posi- 
tion of merchandising director, 

Laack had been manager of the 
advertising and sales promotion di- 
vision of FWD since 1955. He will 
continue as advertising director, 

* * * 


Hotchkiss Joins AMC 


As Economic Analysis Chief 


William W. Hotchkiss has been 
appointed manager of the eco- 
nomic analysis department of 
American Motors Corp., Detroit. 

An automotive industry analyst 
for the past 20 years, Hotchkiss 
had been secretary of the manu- 
facturers committee of the Auto- 
mobile Manufacturers Assn, since 
1950. He joined the AMA staff in 


1940. 


* * * 


Walker Appoints Bennett 


Division Sales Manager 
Walker Mfg. Co., Racine, Wis., 
has announced the appointment of 
James H. Bennett to division sales 
manager in the company’s original 
equipment sales department, He 





J. H. Bennett 


M. F. Brown 


formerly was engaged in original 
equipment sales to major car man- 
ufacturers. 

Miller F. Brown replaces Ben- 
nett as sales engineer. He was for- 
merly employed as sales engineer 
with Automotive Rubber Co., De- 


troit after serving in a similar po- | 
Sition with the Worthington Corp. | 


of Harrison, N. J. 
aad 


* * 


Chevy Names McGuire 


Owner Relations Aide 

William H, McGuire jr., Okla- 
homa City assistant zone manager, 
has been named assistant manager 
of the Chevrolet owner relations 
department, 

McGuire returns to the central 
office, where he was an assistant 
manager of the dealer organization 
and analysis department three 
years ago. He joined Chevrolet in 
Janesville, Wis., in 1946 and also 
served in Milwaukee being trans- 
ferred to Detroit in 1953, 

* * eg 


Tobin Moves from AC 


To Defense Systems 

Appointment of Leo W. Tobin jr., 
to an executive post in General Mo- 
tors’ new defense systems division 
is announced by Harold R, Boyer, 
general manager. 

Tobin has been manager of AC 
Spark Plug division’s operation at 
Milwaukee since 1958, 

ed * * 


Samuelson and Ericson 


Are Promoted by Gabriel 

Two promotions have been an- 
nounced by Gabriel Co, They are: 

Ivar J. Samuelson, from plant 
manager of the Gabriel division, 
to assistant to the president of 
the Gabriel division, Earl Eric- 
son, from assistant plant man- 
ager, to plant manager, 

* * * 


Ford Names Lynch Head 


Of New Defense Group 

Ford Motor Co. has established 
a defense products group under the 
direction of Gerald J. Lynch, who 
will continue as general manager 
of the Aeronutronic division. 

He will direct the following ac- 
tivities: Special military vehicles, 
Paul Klotsch, director; mobilization 
planning and defense sales, D, C. 











Pippel, manager, and defense con- 
tract administration, F. 8, Kipp, 
manager. 


* * 


Dice, Allison Chief, Named 
To GM Vice-Presidency 


Harold H, Dice, general manager 
of the Allison division, hag been 
elected a General Motors vice-pres- 
ident. 


* 


Dice, who became Allison general | 


manager March 1, is a veteran of 
more than 30 years’ service with 
GM, He started his GM career at 
Delco-Remy division’s battery plant 
at Muncie, Ind., after graduation 
from the University of Illinois in 
1929. 

ok 


* * 


Barclay, Ramsey Boosted 
In Ford Division Sales 


Two major appointments in the 
general sales office of Ford divi- 
sion are announced by M, 8S, Mc- 


Laughlin, general sales manager. 

W. K. Barclay has been ap- 
pointed executive assistant to the 
general sales manager and C, W. 
Ramsey has been named market- 
ing services manager, succeeding 
Barclay. 

Barclay, who has been associ- 
ated with Ford since 1949, has 
been manager of the dealer op- 
erations analysis department and 
manager of the dealer planning 
department, Ramsey, previously 
manager of the division’s car 
marketing plans department, 
joined Ford in 1947. 

+ ca 


|AP Parts Names Managers 
|For 2 New Territories 


* 





AP Parts Corp. has established 
|two new territories and appointed 
| two new territory managers, 

| DeWayne A, Johnson now is in 


charge of a new AP sales territory | 


consisting of Nebraska and west- 
ern Iowa. Donald T, Neugart has 
been appointed territory manager 
of the newly created northern Chi- 
| cago territory. 
| * 


| Briggs Is Elected V-P 


Of Sales Promotion Firm 
| Analyses, Inc., Detroit sales 


* * 


promotion agency, hag announc- 
ed the election of A, F, Briggs as 
a vice-president. 

Briggs, a Detroit Ford dealer 
from 1947 to 1959, has served as 
Dealers Assn., vice-president and 
director of the Detroit Ford Deal- 
ers Assn. and Detroit district 
chairman of the Ford National 
Dealer Council. 

+ 


* * 


Young Appoints Leslie 


Manufacturing Manager 
Orren S, Leslie has been appoint- 





ed manufacturing 
manager of 
Young Spring & 
Wire’s automo- 


troit. 

Leslie will be 
responsible for 
operations in all 
plants of the 
company’s divi- 
sion, He comes 
to Young Spring 
| 0. S. Leslie & Wire from 
| Fairbanks, Morse & Co. and, before 
ithat, from General Motors Corp., 
| spanning a 26-year period. 

ae * ca 





| 


| Brock Heads Two Firms 


Ken E. Brock has succeeded the 


39 


late D. W. Moor jr. as president of 
American Mat Corp. and D. W. 
Moor Co. He had been vice-presi- 
dent. 





Garlock Packing’s Waples 


Retiring After 40 Years 

R. M. Waples has retired as 
chairman of Garlock Packing Co., 
effective Apr. 6. He had been with 
the mechanical packing company 
for 40 years, 

Waples was president of the firm 


* * 





tive division, De-| 


from 1955 until 1959, when he be- 
|came chairman, He will continue as 
|}@& member of the board. 

* * * 


Oakite Transfers Oliver 


| Fred M. Oliver, manager of the 
}automotive division, Oakite Prod- 
jucts, Inc., has been transferred to 
|the company’s Detroit staff, He 
jsucceeds R, J. Crane, who is re- 
| tiring. 


. 


Mason in New Post 


R, G. Mason has been named to 
|the newly created post of purchas- 
ing department manager for the 
jbattery division of Globe-Union, 
io Milwaukee. He formerly was 
|manager of the company’s Eastern 
|zone automotive battery plants. 


* * 





BY COMPARIS@N 
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WHEN COMPARING CARS IN THE $1,600 PRICE RANGE, REMEMBER — is 


includes $200-$300 more in equipment! 





1. SAAB’s complete price of *$1,895 includes twelve items of highly desirable equipment which usually cost $200-$300 extra in 
other cars. 2. SAAB introduced its front-wheel-drive in 1949, thereby gaining tremendous lead-time over cars adopting this superior 
propulsion system in the future. 3. In a SAAB the driver's leg-room is 47” (with special seat track), head-room 37”, and door-width 


42%". It’s the only small car for BIG men! 4. SAAB has led the 750 c.c. Class for years. 


*Suggested price, East Coast, p.o.e. 


WRITE FOR FRANCHISE INFORMATION TO SAAB MOTORS INC., 405 PARK AVENUE, NEW YORK 22 











An extraordinary opportunity for highly qualified men... 


Are you ready to move into 
a dealership of your own? 


Here are the answers to six important questions to help you decide: 


Why is Dodge expanding its dealer organization? 


The answer is simple. In recent years, the low-price 
market has been growing by leaps and bounds. .To 
capitalize on this huge and still growing low-price 
market, Dodge management introduced the new Dodge 
Dart. This market expansion has created a number of 
highly desirable dealership openings in various parts of 


the country and in various size markets. 
What's in it for me? 


In a word: Opportunity. The opportunity to go into 
business for yourself. The opportunity to be your own 
boss, to run your own dealership operation. The oppor- 
tunity to build a sound and secure future for yourself 
and for your family. The opportunity to achieve financial 
independence based on your own personal diligence, 


application and desire. 
How do | qualify? 


There are some definite requisites that are necessary for 
consideration. First of all, you must now be a top 
either a general manager or a 





dealership executive 
preferably in a volume-type operation. 





sales manager 
ou should have both the necessary management ex- 

Y hould | both tl ' g t 

perience and background, as well as a strong desire to 


run your own dealership. 





What assistance will | receive? 


Dodge has developed a special Dealer Enterprise Pro- 
gram to get you off to a good start. For example, it pro- 
vides 75% of the necessary capital—certainly one of the 
biggest hurdles. You will also receive assistance in 
selecting a suitable facility, in recruiting qualified per- 
sonnel, in sales, service and finance. 


What are the prospects for the future? 


Excellent! Dodge is in third place in many key markets 
and is adding new ones every day. And the Dodge 
Market-Programmed Sales Agreement is designed to 
change as the market changes, to make certain that your 
selling efforts are always directed at the largest, most 
profitable segment of the market. The Dodge Dart is 
only one example of this continuing program. 


Where can | get all the facts? 


It is obviously impossible to enumerate all the advan- 
tages and benefits of the Dodge Market-Programmed Sales 
Agreement within the limitations of this advertisement. 
You can receive all the facts, in complete confidence, by 
contacting: 

John B. Naughton, General Sales Manager 

Dodge Division, Chrysler Corporation 

Detroit 31, Michigan 


DODGE DART 
LUXURIOUS '60 DODGE 


DODGE TRUCKS 


In 1960 the big deal is 1) ()]) (5 


Canadian inquiries should be directed to: A. L. Hancox, Director of Sales, Chrysler Corporation of Canada, Limited, Windsor, Ontario 
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Preserve and Protect 


the investment of your 





226th with $112,185; Sinclair Oil 
Corp., 217th with $127,050. 

Socony Mobil Oil Co., 100th with 

$1,139,832; South Penn Oil Co., 316th 

. Pm with $6,893; Standard Oil of Cali- 

uto vertising fornia’ Sidth with, $7500; Standard 

Oil of Indiana, 158th with $424,573; 

Standard Oil of New Jersey, 108th 

By Martin L. Whitmyer DuPont, 35th with $4,684,494; Fire- | with $839,069; Standard Oil of Ohio, 

ON Stadt Weiter ‘heme Tire & Rubber Co., 64th with | fon = at — U. 8. Steel 
General Motors, with an expendi- | $2,108,612; General Electric Corp., > = § a — 

ture of $20,890,321, was sixth among | 27th with $6,194,634; General Tire 

the 320 companies which advertised |& Rubber Co., 249th with $70,910; 


GM Sixth in TV Use... 












9 
customers car... 





Ad Display Association Seen 
Formal chartering of a new as- ‘ 





with a BLUE CORAL Treatment 


| 
| 
| 
| 


2 nT ee 
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the “Chromaphylactic” treat- 
ment known the world over 
for its enduring protection of 


Ceryfie and aff present-day finishes. 





AVAILABLE TO ALL CAR DEALERS 









“It’s true! The solid performance, 


fuel economy and dependability of 
STROMBERG * carburetors will do a lot 


in winning friends and influencing cus- 


tomers who look to you for carefree 


motoring.” 





Bendix-Elmira 


ECLIPSE MACHINE DIVISION 
ELMIRA, NEW YORK 


on network television during 1959.| Getty Oil Co., 311th with $14,275. 


Of the 320 companies investing a 


B. F. Goodrich Co., 144th with 


total of $627,311,530 in network tele- | $495,160; Goodyear Tire & Rubber 


vision advertising, 103 spent more | 


than one million dollars each. 


Among the other car manufac- 
turers, Ford Motor placed 13th 
with expenditures totalling $12,- 
048,187; Chrysler Corp. wag 17th 
with $9,507,266, and Studebaker- 
Packard 133rd with $568,524. 
American Motors did not use net- 
work television last year. 

Renault, Inc., the only import 
maker listed, placed 86th with 
$1,431,689, 

Automotive suppliers listed al- 
phabetically included Aluminum Co. 
of America, 42nd with $3,912,921; 
Borg-Warner, 241ist with $83,977; 
Dow Chemical, 15ist with $454,075; 


Co., 82nd with $1,559,205; Gulf Oil 
Corp., 85th with $1,492,450; Johns- 
Manville Corp., 306th with $19,440; 
Kaiser Industries Corp., 45th with 
$3,672,894; Kendall Co., 152nd with 
$452,072; Libbey-Owens-Ford Glass 
Co., 160th with $585,063; Maremont 
Automotive Products, Inc., 204th 
with $170,294. 

Minnesota Mining & Mfg. Co., 
147th with $466,730; Monsanto 
Chemical Co., 214th with $134,491; 
Ohio Oil Co., 294th with $26,111; 
Olin Mathieson Chemical Corp., 
83rd with $1,549,932; Pittsburgh 
Plate Glass Co., 70th with $1,871,- 
109; Reynolds Metal Co., 49th 
with $3,018,540; Shell Oil Co., 


STROMBERG CARBURETOR 
MILES-PER-GALLON 


MAKE FRIENDS 


OUT OF CUSTOMERS 


*“‘Want to know why? Because Strom- 


berg carburetors are designed and 


engineered by Bendix—one of the all-time 


leaders in supplying automotive and air- 


craft fuel systems. By specifying Stromberg 


we can make friends out 


“Gen Six” 


of customers.”’ 


*REG. U.S. PAT. OFF. 


sociation of point of purchase dis- 
play firms is expected to take place 
in about 60 days, according to Rus- 
sell S. Kribs, temporary chairman. 

Heads of leading point of pur- 
chase display agencies from 10 
cities met in St, Louis recently to 
| discuss objectives and program of 
the new association, which will be 
the first in this specialized field of 
advertising. Committees were ap- 
pointed to develop a constitution 
and by-laws, financing, program 
and membership. 

Proposed name of the new associ- 
ation is the American Assn. of Ad- 
vertising Display Agencies. 

+ ok + 


ATA to Study Ad Program 


The role of advertising in the 
sales program of motor carriers 
will highlight this year’s spring 
meeting of the ATA Customer Re- 
lations Council, April 24-27 at Dal- 
las’s Statler-Hilton Hotel, More 
than 300 trucking industry sales 
Management executives and their 
wives are expected to attend. 

Theme of the meeting is “Selling 
for the Future,” and program em- 
phasis will be on increased com- 
petition and technical changes ex- 
pected in the near future, 

* + * 


N. Y. Times Circulation Data 


A complete breakdown of New 
York Times distribution is contain- 
ed in the latest issue of The Times 
Circulation Book, now being distri- 
buted to advertisers and advertis- 
ing agencies. 

Figures in the booklet are based 
upon the yearly Audit Bureau of 
Circulation report. They show the 
gross distribution of the Times for 
a single weekday and a single Sun- 
day designated by the ABC. 

Copies of book are available upon 
request on business letterhead from 
the New York Times Research De- 
partment, Times Square, New York 
36, N. Y. 








* * * 


Buick Uses Closed-Circuit TV 


Buick used large-screen, closed- 
circuit television March 24 for a 
26-city sales meeting linking deal- 
ers and salesmen. from coast to 
coast, 

It was the second straight year 
Buick has used the closed-circuit 
medium for a mass sales meeting. 

The one-hour telecast was pro- 
duced by McCann, Erickson, Inc. 

a ae * 


Personnel Changes 


Joseph Stone from vice-president 
and copy group head at J. Walter 
Thompson to vice-president and as- 
sociate creative director at Mc- 
C an n-Erickson 
... Carl B. Die- 
trich from direc- 
tor of business 
methods and 
market research 
with the Automo- 
tive Service In- 
dustry Assn, 
Chicago, to direc- 
tor of the re- 
search and spe- oe 
cial services asi 
department C. B. Dietrich 
of Stanley Publishing Co., Chicago. 

Richard E. Lewis from account 
executive for an Omaha advertising 
agency to promotion manager of 
the Omaha World Herald... 
Richard N. Merrill from national 
advertising manager to general ad- 
vertising manager of the Houston 
Chronicle, succeeding M. J. Gib- 
bons, who has been named assistant 
to the advertising director. 

George J. Fine from promotion 
manager of House Beautiful mag- 
azine to presentations manager for 
Look magazine ... George R. Abels, 
public relations manager for Trail- 
mobile, Inc., appointed chairman 
of the public relations committee 
of the Truck Trailer Manufacturers 
Assn. ... Bart Swift, from sales 
manager for the group communica- 
tions division of TelePrompTer 
Corp. to national director of sales 
development for Theatre Network 
Television, Inc., closed-circuit tele- 
vision firm. 











Childers Carports with Continental Trim add a distinctive ap- 
pearance to your lot that makes it a more attractive place to 
stop, look and deal. Continental Trim is available in white 
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enamel finish or factory Bonderized ready for you to paint 
any color you wish. Childers Carports are also available in 
Thinline and Panorama Trim styles. (See photos below.) 


Now! Like Magic, You Can Turn ‘Just Another Lot’ 


Into An Attractive 365-Day Outdoor Showroom 
-»ewith CHILDERS CARPORTS for as little as 5c per car per day! 


Did you lose sales again today? Sales 
you could have made if some of the 
prospects who just glanced at your lot 
had stopped, looked and talked? 


This is a problem all car dealers face 
who have “just another lot.” And it’s 
all because today’s car buyer is mighty 
particular. Before he’ll even look at 
your cars, your lot has to catch his eye. 
It must look inviting and exciting. 


What's The Answer? 


Today, hundreds of car dealers in 
more than 40 states have found the 
answer to this problem. Like magic, 
they’ve turned ordinary-looking lots 
into exciting, all-weather outdoor show- 
rooms with Childers Carports. 


Attract More Prospects 


Just look at the picture above, and 
you can see how attractive your lot can 
be with Childers Carports. And this is 
the kind of commanding beauty that 
attracts more and better prospects. 
More prospects mean more sales. More 
sales mean more profits. 


They Pay for Themselves 


Just as important, Childers Carports 
actually pay for themselves in savings 
on clean up costs and light bills. 


Childers Carports help keep rain, 
sleet, snow and dust off your cars. 
When you display cars under Childers 
Carports you may need to clean them 
only once before they’re sold. Yes, the 
money you spend to wash, clean and 
wax your cars over and over again can 
easily amount to more than the small 
cost of Childers Carports. 


With Childers Carports, you can ef- 
fectively frame your cars in glamorous 
illumination at night, when most buyers 
are looking. You can aim and concen- 
trate your lighting directly on the cars 
you sell. Every dollar Childers Carports 
save you on light bills is an extra profit 
dollar for you. 


Why Dealers Praise Childers Carports: 


Every day we receive letters from 
dealers telling how Childers Carports 
increased sales and cut costs. There 
isn’t enough room on this page to report 





Choose The Trim That’s ‘Tailor-Made’ For Your Lot: 





“dice Talla 
Thinline Trim on Childers 


Carports gives a strikingly 
modern look to your lot. 
Finish is white enamel or 
easy-to-paint Bonderized- 
galvanized. America’s lowest 
cost permanent protection. 
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Panorama Trim on Childers 
Carports gives an eye-catch- 
ing look of stability and per- 
manence to your lot. Sion 
letters can be attached. A 
carnival-gay day or night 
showcase. Available in colors. 
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“Today's Specials” displayed 
under this Childers Carport 
with handsome Panorama 
Trim brings more prospects 
to your lot! Makes your 
best cars look better! Brings 
higher prices for your cars! 


NO DOWN PAYMENT! NO CARRYING CHARGE! 


Act now to sell more cars in ‘60 by turn- 
ing your car lot into a first class outdoor 
showroom with Childers Carports. Take ad-- 


vantage of Childers special payment plan 
for car dealers. No down payment. No 
carrying charge. Pay for your carports in 
four equal monthly payments! 





all that they say. But here are just a 
few reasons why they consider Childers 
Carports one of the best investments 
any car dealer could make: 


1. Open 365 days a year. Whatever 
the weather, your salesmen can show 
your cars and sell them. 


2. Trade in comfort. More prospects 
stop when they can shop in the shade— 
or out of rain or snow—under the pro- 
tection of Childers Carports. 


3. Higher prices for cars. Prospects 
will pay more for clean and attractive 
cars — cars protected from rain, sleet, 
snow and dust by Childers Carports. 


4. Architect designed. Childers clean- 
cut, modern styling is specially designed 
to compliment the architecture of exist- 
ing buildings or displays. 


5. Quick, low-cost installation. Child- 
ers Carports are completely pre-packaged 
and ready to be installed. Installation 
easily arranged. Complete step-by-step 
directions provided. 


6. Easy to move. Childers Carports 
are completely pre-fabricated. Can be 
quickly and easily moved and re-installed 
at new locations. 


Durable and Permanent 


Childers Carports’ exclusive Deep-Rib 
Roof Deck is made of heavy-gauge, zinc- 
plated steel for longest life with a mini- 
mum of maintenance. 

Childers Carports never crack, fray 
or look shabby. They have unmatched 
wind and snow resistance. And they will 
still look new, years after you install 
them on your lot. 


Call Two Dealers, Free 

Childers will send you a list of 400 
happy dealers who have made their car 
lots into first-class showrooms and in- 
creased sales with Childers Carports. 

After you receive this list, call any 
two dealers and let them tell you about 
Childers Carports in their own words. 
Send the bill for these calls to Childers 
and you will be reimbursed promptly. 
No obligation. Fill out and mail coupon 
today for complete information on 
Childers Carports. 


WE PAY FREIGHT TO ANY 
DEALER IN CONTINENTAL U. S. 











Fen ao tr eect Tt Peo a” 
| MAIL THIS COUPON TODAY | 
: Childers Manufacturing Co., Dept. AN-9 | 
| 3620 West 11th Street | 
| Houston 8, Texas | 
! Send me complete information and list of ! 
400 dealers who have Childers Carports. | 
Firm... ‘ “a ii 
| Name & | 
Tith 
we ! 
| Address_ | 
| | 
City... cece neictlineties 
Uo cane con canes due Gime cium cuss emits exh umn inns ein nen agus exes inst exe eoip al 





































Four Men Seized 
In Auto Thefts 


CLEVELAND.—F our Ashtabula 
men have been arrested in the al- 
leged theft of autos and sale of the 
parts to body and repair shops, 
mostly in the Cleveland area. Parts 
from about 50 autos have been re- 
covered, police said. 

reported Walter Rowe, a 
scrap dealer, is believed to have 


Crislip and Edward D. Sylvester. 


rage rented by Rowe, they said. 








Announcing the New 


FAMILY-SIZE 
6 PASSENGER SEDAN 
30 Miles Per Gallon 
Choice of Two Engines—70 or 90 H.P. 
4-Cylinder OHV 
Completely Undercoated 
De-Dion Type Rear End 
4-Speed Box 
Stainless Steel Trim 
"Divan Deep" Cushions 
Safer "Magna-Vision" Visibility 
New "Elimisway" Suspension 
Heavy Gauge Steel Body 
6000-Mile Factory Guaranty 
Luxurious Interiors 
Fast—Smart—Comfortable 
More Power—Room—Dependability 


Priced Just Above the Lowest 


Full line available including Sedans, 
Station Wagons, Pickups 


Some Dealer and Sub-Distributor 
Territories Still Available 


MILT FRUMKIN IMPORTS 


Distributors, U. S$. A. 
2360 Alvarado Street 
San Leandro, California 
ELgin 1-9172 
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“WE PURCHASED CHILDERS CARPORTS TO HOUSE AND DISPLAY 
mew cars outdoors at a minimum of capital expense. After 30 days of use, 
we are convinced that we could not have spent our money more wisely,” is 
bow H. P. Buck of Buck Buick, Rock Island, Iil., rates bis Childers Carports. 
Read all about Childers Carports on Page 43. 


Police said the ring would take 
orders from the shops for parts, 
steal the appropriate cars, disman-| 
tle and deliver the parts and scrap 
the rest of the car. Three of the 
men were caught stripping a '58 
Ford convertible in a Cleveland ga- 
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been the leader of the theft ring.|{ 
The other members were identified |, 
as Ronald Ray Williams, Henry Lee 


A Traffic Stopper— 


Here's a traffic stopper for you. It's a female dummy with “her” head in the engine.| 


It, along with the giant-sized bottle on the top of the car, were used by Bob Nolan 


Plymouth Center, Santa Maria, Calif., as part of the dealership’s support of the Plym-| | 


outh ‘“Prove-lt-Yourself” economy promotion 
a 





How They're Pushing Sales... 


Dealer Ad Ideas 


All-Night Vigil 
ALLEY, Atlanta Chevrolet deal- 
er, remained open all night re- 


| 


cently to sell 125 cars and trucks|° 


in 40 hours. Two disc jockeys from 
radio station WPLO were show- 
room hosts, and free coffee and 
doughnuts were served late hour 
customers. 
+ * + 
Sprite Sundae 
TANLEY’S drugstore on Seventh 
St. in Charlotte, N. C., now is 
advertising “everything from as- 
pirin to automobiles.” 
Long-known for selling unusual 
lines not ordinarily seen in a drug 
store, it put a Austin-Healey Sprite 
on its floor, priced at $1,695. 


But Verner Stanley, one of the 
brothers who operate the “super 
drugstore” admitted that “we're 
doing it strictly for promotion.” 

“We haven’t the time to sell it,” 
he said. “Bob Thomas at Gathings 
Motors is taking care of those de- 


Chrysler Links 
Car-Care Push 


To Economy Run 


DETROIT.—Beginning with the 
Mobilgas Economy Run, in which 
its dealers entered four cars, 
Chrysler and Imperial Division is 
undertaking an extensive campaign 
to promote its Certified Car Care 
maintenance plan, says C. T. Mc- 
Clure, director of service. 

The plan provides a systematic 
procedure for owners to have their 
cars serviced by their dealer for 
23,000 miles, with inducements both 
to the owner and the dealer. 


McClure said the factory had en- 
couraged dealers to compete in the 
Mobilgas Economy Run. 

“We suggested and they agreed 
that the mechanics who prepare the 
cars should share the credit for the 
excellent economy records our cars 
have made over the years,” Mc- 
Clure said. 

“This is especially true right now 
when we are starting a program to 
induce owners to return to their 
dealers for service beyond the con- 
ventional warranty period.” 





tails. We turn any prospects over 
to him. We can’t take it out and 
drive it. But then, if we sell it, well 


* * om 

They’re Risin’ Agin 
INGING “Dixie” and mounted on 
’60 Rambler Rebels, a band of 
men in confederate uniforms mov- 
ed into North Kansas City, Mo., and 
quickly secured a position at 1515 
Swift to open up Rebel Rambler, 
Inc. 

Leading the squad was white- 
bearded “Johnny Reb,” armed with 
a long sword and shouting for 
everyone to join in the war against 
those “Yankee high priced, gas 
eatin’ automobiles.” 

The invaders were greeted by 
Mayor Dick Scharz, who was “in- 
ducted” when presented with a 
rebel cap by L. V. (Tommy) 
Thompson, president of the new 
dealership. The mayor, in turn, 
gave up a key to the city. 

“I’m invitin’ everyone to drink 
apple cider and grab themselves 
a Rebel cap as a souvenir,” shouted 
Johnny Reb. 

” 


A Good Name 


» GOOD Name” was the sub- 

ject of an institutional ad in- 
serted by Jerry Smith Buick, Inc., 
Kansas City. 

Attributed to an unknown au- 
thor, the treatise described a 
good name in these terms: “It is 
wealth that cannot be stolen. It 
is fortune that cannot be bought. 
It is honor and character, impos- 
sible to imitate, impossible to 
cheapen. It is integrity .. . 

“A company is no different from 
a man. If it has a good name, it 
has wealth untold ... A good name 
is a man’s—or a company’s—con- 
science.” 

The ad concluded: “We are con- 
stantly striving to maintain our 
good name... Ask your neighbor. 
He dealt with us.” 

+ o* 


Sealed in a Car 
ALENTINE MOTOR CO. (used 
cars) brought Don Hayes, the 
Nomad of ABC’s “You Asked for 
It,” to Atlanta for a three-day pro- 
motion. 
Hayes was placed inside a sealed 


* * 


* 








McClure said the Certified Car 
Care campaign will be backed by a 
national advertising program in 
consumer publications and by kits 
of instructional and promotional 


| material for dealers. 


The Certified Car Care plan of 
regularly scheduled maintenance 
was introduced with the 1960 mod- 
els and is designed to: 


1. Give new-car owners the qual-| 


ity service that can be found only 
in an authorized dealer’s service de- 
partment. 

2. Develop a close and friendly 
relationship between dealer and car 
owner. 

3. Help the dealer increase his 
service volume by encouraging reg- 
ularly scheduled maintenance. 





58 Mercury station wagon, and vis- 
itors were offered $5,000 and a 16- 
foot trailer if they could remove 
him from the car without cutting, 
bending or causing glass to be 
broken. No one was successful. 


Bill Aiken, lot owner, said sales| 


resulting from the stunt were below 
expectations, but he said that bad 
weather and a flu outbreak were 
partly responsible. 





Stokes Chevrolet Moves 


CLANTON, Ala.—Stokes Chevro- 
let Co, has moved into a new build- 
ing on US-31 just north of Clanton. 
The firm now has sales and service 
under one roof with more outside 
parking and storage space, accord- 
ing to J. H. Stokes, 

















DENVER.—John W. Hyer jr. has 
been elected president during the 
39th annual meeting of the Denver 
Automobile Dealers Assn. Bob 
Wimbush yas named vice-presi- 


dent. 

Elected to two-year terms on the 
board were Paul Seifert, Arch 
Warder and George Irwin jr. Re- } 
tiring president is J. Harry Wil- 
liams. 
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“Se I 
Quality tools for trucks, buses, farm 
tractors, and aircraft. Hand forged from 
chrome nickel alloy steel. Tougher, last | 
much longer! 


ee 
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T-19 24” Truck and Bus Straight Spoon 


T-20 24” Truck and Bus Curved Spoon 


















T-29 


18” Tool for starting first 
bead down over rim 


40 Tool for removing and 


= 


replacing lock rings 
J0B -OESIGNEOD 
Kén-rool 
LOCK RING REMOVERS 
stand up under tr leverage 





T-23 24” For Firestone RD, R-1 Rim 


mum 


1-25 
New 18” Ring Remover for 5° Firestone Rims 





T-22 18” Combination Lock Ring Tool 





T-27 18” Ring Tool for R-1 Rims 


1 SEE YOUR JOBBER on the complete 
f line of Job-Designed Ken-Tools. Forged i 

by the largest exclusive manufacturer of ! 
i top-quality Tire-changing Tools and 
Equipment. THE KEN-TOOL MFG. 
CO., AKRON 5, OHIO. 


JOE - OLSIGNEO. 









TIRE-CHANGING 
TOOLS KNOWN, USED 
AROUND THE WORLD 






- 


Ay 











NEW PORTABLE 
AUTO TURNTABLE 
@ LOWEST PRICE 
Only $349 f.0.b. Chicago 


@ FASTEST ASSEMBLY 
Takes one man 5 minutes 


@ LIGHTEST WEIGHT 
@ USE INDOORS OR OUT 
@ WRITE FOR FREE FOLDER 


PEPCO sss 


PRODUCTS CORP. 
162nd and Vincennes, Harvey, Ill. 











We all know there are many ways of giving an automobile a 





fast and furious “shine job”. But the shine is gone in two 


shakes of a monkey’s tail and along with the superficial 


ed I shine goes the customer’s good will and any possibility of 
nd i ° 
G.] repeat business. 

! 
ai : ‘ : 

} All Blue Coral dealers attribute their success to the enduring 

quality and priceless protection a Blue Coral Treatment gives 
7 to Acrylic, Lacquer, Enamel and all hard finishes. And they 
all know their customers will come back again . . . confidently. yor és 

o* Ny 
Fp 


Blue Coral dealers offer the kind of quality and service that 


has always been and will always be the foundation of any CZ; 
le fewishing ial | d! 


success story. 





© -H.D.1. COMPANY FACTORS, INC. 
H. D. T. COMPANY FACTORS, INC. a Creators of the Bive Coral Treatment . WHITE PLAINS, NEW YORK 











AC Distributors Meet Factory Officials— 


Members of AC Spark Plug's 1960 Distributor Council assembled for their first 
meeting recently, getting together with top AC executives at a sales conference in 
Flint. The council—in its sixth year of operation—is a national advisory group 
selected each year from among the warehouse distributors handling AC products. 
The representatives met with AC executives to discuss design, manufacture and market- 
ing. The 1960 Distributor Council members are Irvin Bregman, Altoona, Pa.; Bernard H. 
Brown, Kansas City; Bob F. Deriso, Tampa, Fla.; Max B. Furman, Baltimore; John J. 
Garrett, Anderson, Ind.; Abe Hodes, Worcester, Mass.; Benjamin Keam jr., Covington, 
Ky.; l. M. Landa jr., Houston; Ray Lohse jr., Rock Island, IIl.; W. B. McCullough jr., 
Philadelphia; George R. Pitcher, Kansas City; W. A. Pitzer, San Jose, Calif.; Aime E. 
Pouliot, Minneapolis; Arnold J. Siegal, Birmingham, Ala.; Arthur Smith, Rockville 
Center, N. Y., and J. K. Wilkinson, Pomona, Calif. 





What's New... 
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In Parts and Accessory Distribution 


Carburetor Rebuilders 


Plan Drive on Coast 

LOS ANGELES.—Better service 
for customers, an advertising cam- 
paign and improved relations 


among competitors are among the | 


results of a meeting of West Coast 
earburetor rebuilders. 

The meeting was conducted by 
French Richardson, Carburetor 
Co., Los Angeles, under the auspices 
of the institute of carburetor re- 
builders of the Automotive Parts 
Rebuilders Assn. 

~ 
Battery-Charger Parts 

PHILADELPHIA. — Ready-to- 
ship spare parts kit for vertical 
motor-generator chargers used 
with electric industrial truck and 
mine locomotive batteries have 
been developed by Exide Industrial 


* * 


| Co. 


* * 


| * 

King, Sullivan Appointed 

Lowell Wrench Sales Reps 
WORCESTER, Mass.—Two sales 


Upstate New York, and R. W. King, 
R. W. King Co., whose territory 
will be the New England states. 


* * * 
| Arvin Muffler Promotion 
Offers Gifts to Dealers 


tries, Inc., is offering free transistor 
radios, phonographs, outdoor furni- 
ture and other gifts to retail dealers 
in connection with a promotion 
campaign for its replacement muf- 
filers. 

Gift coupons are packed at ran- 








FIAT MEANS SALES. From the very day Fiat was introduced to the American public it has 
been a leader. 1959 vs. 1958 showed an increase of over 44%. There is good reason for this 
showing...11 distributors covering the entire United States market...over 475 authorized 
dealers for sales and service...vigorous national advertising...the largest choice of models 
offered by any imported car (18 models in 6 series, shown below model 2100 Sedan) plus 
over 60 years of Fiat know-how in design and craftsmanship. Dealerships are still available 
in certain areas. For information write or phone Fiat Motor Company, Inc., 500 Fifth Avenue, 
New York 36, N. Y., LO 5-7034. In Canada: Fiat Motors of Canada, Ltd., 324 Bloor Street 


East, Toronto 5, Ontario ...... 


. FIAT 





Division, Electric Storage Battery 


representatives have been appoint-| 
ed by Lowell Wrench Co. They are: | 


John J. Sullivan, who will cover) 


| 





| dom in muffler cartons. The re- 
tailer, when he finds such a coupon, 
mails it to Arvin for his gift. All 
gifts are manufactured by Arvin’s 
Consumer Products Division. 
* * * 


New Office for Globe-Union 


DETROIT.—Globe-Union, Inc., 
|has opened a new Detroit office at 
16577 Meyers Rd. J. T. Lawrie has 
been appointed assistant to J. T. 
|Redmon, Globe-Union’s Detroit 
representative. 

* 


* * 


Accessory Firm Moves 
MINNEAPOLIS.—Master Spe- 


COLUMBUS, Ind.—Arvin Indus-| cialty Co. has moved from suburban 


St. Louis Park to a new factory 
at Savage, Minn. The company pro- 
duces car washing brushes and 
hand tools and will begin a new 
line of cartop carriers. 

* * * 


Sharpe Names Reps 


LOS ANGELES.—Sharpe Mfg. 
Co., maker of paint spraying equip- 
ment, has named Lewers & Cook, 
Ltd., distributor for the Hawaiian 
Islands. A newly appointed Sharpe 
sales representative is Southwest 
Associates, Dallas and New Braun- 
field, Tex. 


* * * 


Tire Tool 


DETROIT.—May Bros. Mfg. Co., 
21300 Eureka Rd., Taylor, Mich., 
has announced the development of 
a combination mounting and de- 
mounting tool called the “Quick- 
Switch.” The unit, model No. 2, 
handles both tubeless and tube-type 
tires, including 13-inch safety 
wheels. 

* * * 


Globe-Union Shifts Halla 


MILWAUKEE. — G1lobe-Union, 
Inc., has appointed Arvid E. Halla 
Eastern regional sales representa- 
tive of its Battery Division. He for- 
merly was West Coast service 
representative. 

*~ * 


Dollin Names Sales Rep 
IRVINGTON, N. J.—Dollin Corp., 


* 


| producer of zinc and aluminum die 


castings, has appointed Eynon Co., 
9900 Freeland Ave., Detroit, as sales 


|and engineering representative for 


| Wells, 
| Flexonics, Inc., has been named by 


the State of Michigan, Toledo, and 
South Bend. 
* 


* * 


Wells Joins Arvin Division 


COLUMBUS, Ind.—Thomas K. 
former vice-president of 


Arvin Industries, Inc., as sales 
manager of its Arvin Replacement 
Exhaust Systems Division. 


712-Million Years, 
Import Decline 


Seen by Williams 


SAN FRANCISCO.—The 3ist an- 
nual convention of the Northern 
California Motor Car Dealers Assn. 
heard Birkett L. Williams, newly 
elected president of the National 
Automobile Dealers Assn., predict 
a “golden age” for the industry in 
which car and truck sales will 
reach 7% million units a year. 

Williams said he expected the 
American compacts to dominate the 
small-car field with a _ resultant 


| shrinkage in the import penetra- 
| tion. 


Some imports always will be 
bought by persons who prefer to 
be “uncomfortable rather than un- 


| noticed,” he said. 


At a banquet session, Joseph W. 


|Buchanan (Cadillac-Oldsmobile), 


Hayward, was reelected president 
of the association. Other officers 
elected were Gil Ashcom (Ram- 
bler), Berkeley, vice-president; 
Jack M. Roth (Chevrolet), Merced, 
treasurer and George F. Erb 
(Chrysler), Roseville, secretary. 
New directors are: A. W. Sander- 
son (Ford), Petaluma; Robert A. 
Weir (Oldsmobile), Berkeley; R. E. 
McAuley (Lincoln-Mercury), Mer- 


|ced; George Growney (Buick-Pon- 


tiac), Red Bluff, and Herman Ther- 





off (Pontiac-Vauxhall), Fresno. 





Your biggest automobile buyers, in Chicago 
as anywhere else, are the young householders with 
growing and active families to transport. 


But nowhere else can you concentrate your 
advertising on young families more effectively. Over 
half the readers of the Chicago Sun-Times 

are men and women 85 and younger! 


You’re sure to reach this prime audience when you 
run your advertising in the Sun-Times— 
full color or black and white. 


Young 
Chicago 
loves to buy.. 


.. the 
Chicago 
Sun-Times 
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FUEL FILTER—Fram Corp., Providence 16, 
R. |., has announced a nylon in-line gaso- 
line filter (PG2-PL). The Fram in-line gaso- 
line filter can be installed in any position 
where six inches of fuel-line tubing is 
available. The filter is made with a nylon 
housing, making it lightweight, rust-proof, 
and resistant to vibration, it is said. Bene- 
fits of the filter include gas savings, more 
power, easier starting, and fewer stalls, it 
is claimed. Bans ie a 


Cross Pin Tools 


Neapco Products, Inc., Pottstown, 
Pa., offers a set of two Cross Pin 
Tools for servicing ball and pin 
U-joints. One is for TorqueFlite; 
the other is for standard and Pow- 


erFlite transmissions, 
* +. - 


ceeding all specifications set forth 
by General Motors for Type A au- 
tomatic transmission fluids and by 
GM’s Allison Division for Type C 


automatic transmission fluids. 
+. ok * 





SHIMS—Turner Mfg. Co., Kokomo, Ind. 
has announced the addition of three shims 
for the Chevrolet Corvair and 1960 Chev- 
rolet and GMC trucks. The series S shim 
for the Corvair comes in four sizes, 1/64 
through Yg-inch. The series T shim for light 
Chevrolet and GMC trucks is available in 
four sizes, 1/32 through 3/16-inch. The L 
series shim for the heavier Chevrolet and 
GMC trucks is made in Yg-inch size only. 

eee 


SPEED REGULATOR—A speed regulator 
for cars as well as trucks has been introduc- 
ed by Kleff Products, Inc., 366 Canal Place, 
Bronx 51, N. Y. It is called the Dual-Sighal 
M.P.H. and is mounted on the dash of the 
vehicle. The speed regulator provides and 
regulates predetermined speeds from 15 
to 100 m.p.h., it is said. The dual-control 
mechanism automatically reminds the driv- 
er to slow down. Excessive speed produces 
a red warning light plus back-pressure on 
the accelerator pedal that increases with 
the foot pressure, it is claimed. 


°60 Auto Air Conditioner 
Introduced by Frigiquip 





AUTO TOP CARRIER—A line of auto top 
carriers designed to fit all makes of foreign 
and American made cars and station wag- 
|ons has been announced by La-Cal Auto- 
motive Co., 701 Gibbons St., Los Angeles 
31, Calif. The ‘universal’ model No. 436, 


NEW PRODUCTS 










































material to stop oil leaks, has been 
announced by Hastings Mfg. Co., 
Hastings, Mich. A special spring 
around the seal keeps it snug 
around the stem for thousands of 
miles ag valve and guide wear 
progresses, the company said. 


DISTRIBUTOR PLATE—Renberles Products, 
18606 Fitzpatrick Ave., Detroit 28, Mich., 
manufacturer of Dyna-Flyte ball bearing 
distributor plates, has added a model in 
its line to service late 1959 and all 1960 
Ford, Lincoln and Mercury cars. This dis- 
tributor plate is said to incorporate a hard- 
ened and ground precision ball bearing 
assembly which is concentrically mounted 
in contrast to the original equipment pivot- 
type plate. The manufacturer states that 
their design eliminates dwell variation and 
provides constant cam angle with friction- 
free spark advance over the entire engine 
range. A special feature is said to permit 
this one model to be used as either a 
single point plate with condenser mounted 
inside the distributor, or as a dual point 
plate as illustrated. New Dyna-Flyte model 
707-SD is claimed to provide easier start- 
ing, smoother idle, better acceleration, 
greater gas mileage. | 


WASH CLOTH—Permacel, New Bruns- 
wick, N. J., has announced the Permacel 
903 Wash 'N Wipe Cloth, for washing or 
wiping off glass, metal, plastic, tile or cer- 
amic surfaces. Made of non-woven cotton 
and rayon fibers, the cloth is 18 by 24 
inches, moisture and water absorbent and 
of a natural tan color, it is said. The lint- 
free cloth remains soft and pliable even 
after repeated uses and will not crack, dry 
out or shrink. It can be hand or machine 
washed without losing its original shape, 
it is claimed. 


Battery Additive 


Lifetime Charge, a battery ad- 
ditive, has been developed by Mag- 
naflo Co., Inc., Youngstown, O. 

* * + 


* * 


Replacement Set 


A replacement blonding set with- 
out graining tools is available for 





The 1960 model of Frigette auto| 
air conditioner, called the “Golden- 
Era,” has been introduced by Frigi- 
quip Corp., Oklahoma City, Okla. 

The new model is a radical de- 
parture in design for the under- 
dash unit, the firm said, and the 
front-louvered air control pane] is 





AIR TOOL —Ingersoll-Rand Co., 11 


Broadway, N. Y. 4, N. Y., has announced | all aluminum. It has four separate 
the Size 407 Air Impactool, for automo-| controls to permit a combination of 
tive service work. This tool features 25| air distribution never before possi- | 
percent more power and uses 45 percent| ble in an automobile air condition- | 





less air than the tool it supersedes, it is 
said. In addition, it is 4% times faster, 
3-3/16 inches shorter and 2% pounds 
lighter than the previous model. Length 
of the 407 is 7 inches, with a side to 
center distance of 1% inches. Size of 
square drive is % inches. This 5%-pound 
Impactool operates at a free speed of 
6,100 r.p.m., delivers 1,100 impacts per 
minute, and has a capacity of %-inch bolt 
size. 





STORAGE UNIT—A variable depth tool 
and parts storage unit has been announc- 
ed by Bay Products, 1801 W. Cambria St., 
Philadelphia 32, Pa. The shelves vary in 
depth from 16% to 7 inches so that each 
part can be kept at the front, easily vis- 
ible and reached. Bin dividers are also 
adjustable horizontally on one-inch centers 
and a full width label-holder is provided 
for each shelf. Overall cabinet size is 
33% inches wide by 17 inches deep by 
34% inches high so that it can be inserted 
into standard steel shelving. Finish is forest 
green baked enamel. 

* * 
2 Automatic Drive Fluids 


Marketed by Texas Firm 


Two automatic transmission flu- 
ids, Type A, Suffix A and Type C, 
are being marketed by Lubrication 
Engineers, Inc., 2809 Race St., Fort 
Worth. The “Suffix A” designation 
means the product embodies im- 
provements over regular Type A 
fluids, according to the company. 


|| automobile and 


er, the firm added. 
. * 


* 


36 by 36 inches, and model No. 437 will 
fit the Volkswagen, Renault and other 
curved-top imports plus all American avuto- 


| mobiles. The larger model No. 472 and 


model No. 437, 36 by 72 inches, can be 
used on wagons and panel trucks to provide 
extra load carrying capacity or may be 
easily adjusted to standard 36-inch size 


said. 


for use on all other passenger cors, it is 


|Pierre’s Original Miracle Blonde. 
|The product is made by Frost Paint 
|& Oil Corp., Minneapolis, Minn. 


* * * 








WASHER—Multi-Job Washer, a cleaner 
for automobile bodies, parts, cooling sys- 
tems, floors and lifts, has been announced 
by Homestead Valve Mfg Co., Coraopolis, 
Pa. The unit is all-electric—powered and 








LIFT—A mobile two-stage unit lift to 
facilitate the removal and servicing of 
light-truck transmissions 
has been introduced by Weaver Mfg. Co., 
Springfield, Ill. The Weaver EC-140 is port- 
able, lightweight, and rated at 1,000 
pounds capacity. Its telescoping hydraulic 
ram is pedal-controlied to leave the oper- 
ator’s hands free for positioning the unit. 
The table tilts forward, backward, to right 
and to left. It is both fully rotating and 
capable of sideways adjustment, it is said. 





REAR VIEW MIRROR—An integrated, five-unit rear view mirror has been introduced 


ment pump draws cleaning solution from a 
drum or tank. The solution is heated elec- 
trically, and delivered at temperatures up 
to 180 degrees Fahrenheit for motor clean- 
ing, and up to 100 degrees Fahrenheit 
for car washing. By changing the gun noz-| 
zle orifice and a single control, pressure of | 
the hot cleaning solution is increased from 
250 pounds for car washing, to 300 pounds 
for motor cleaning, it is said. Made to fit 
the top of a 55-gallon drum, the unit op- 
erates on 220-volt, 60-cycle, single phase, 
A.C. current; is equipped with 40 feet of 
solution hose, gun and two nozzles, and 
weighs approximately 106 pounds. 
eS & Ce 
Valve Stem Seals 


An improved valve stem seal, 
incorporating Teflon as the sealing 
oe * + 


heated by electricty. Its positive displace-| 


| Pitcher 





The firm said both products have 
been certified as meeting or ex- 


by Trippe Mfg. Co., 133 N. Jefferson St., Chicago 6, Ill. Called the Wyd-Vue, the mirror | 
is said to provide the motorist with a 160-degree view to the rear and on both sides— | 





without requiring him to turn his head. The unit employs five integrated, nonglare mir- 
rors, especially mounted in rubber at scientifically correct angles, it is said. 





BRAKE DRUM LATHE—Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo., has 
marketed the model B-800 ‘Big B'' DRUM- 
Dokter brake drum lathe. This unit is offer- 
ed as a basic lathe unit to permit the op- 
erator to select only those arbors and 
adapters he requires for his operation, or 
so that he may utilize the cones and adapt- 
ers he may already have in his shop, it is 
said. It is designed to machine or grind 
brake drums from 7 inches to over 40 
inches in diameter. The lathe features a 
spindle of over 3 inches in diameter, sup- 
ported on ball bearings, rapid traverse 
carriage, with a travel of over 16 inches 
and progressive carriage feed, which is 
said to eliminate drum threading. 
























WINCH-HOIST—Lug-All Co., 355 Lan- 
caster, Haverford, Pa., has announced the 
model 1000-15 Lug-All portable winch- 
hoist. This model has a rated capacity of 
1,000 pounds and is equipped with 15 
workable feet of 3/16-inch diameter, 7 
by 19 construction, 133 strand aircraft 
cable. It weighs 7 pounds. Light and com- 
pact (all of the cable stores on the drum) 
it is handy for the many lifting, lowering, 
pulling, stretching und bending jobs, it 
is said. It operates when rigged right side 
up, up side down, horizontally—or at any 
angle, it is claimed. | 





SERIES SWITCH—Suitable for 
cars or trunks, Dietz No. 114 
switches have rotary knob action that is 
said to let the driver turn the plastic knob 


use on 
series 





IGNITION ADVANCE TESTER — Allen/| left or right to signal turn. The switches 


Electric and Equipment Co., 
St., Kalamazoo, Mich., has an-/| 
nounced the model 27-27 ignition advance 
tester. This portable unit combines a pre- 


| cision distributor advance tester and tim-| 


ing light in one compact unit. It checks | 
initial engine timing at idle, measures 
advance electronically at any engine | 
speed. Faulty vacuum or mechanical ad- | 
vance mechanisms are pinpointed, it is 
said. The single scale meter has a range 
of 0-60 degrees in one degree divisions 
for simplicity of operation. 


2101 N.| have no handles or levers that can be 


easily broken. Switch knobb has four pilot 
lights: Two green for turn signaling and 
two red for emergency warning signaling. 
Push button permits knob to be turned 
completely right or left for emergency 
warning signaling, when all four turn sig- 
nals flash simultaneously. No. 114 series 
switches are available in seven or four- 
wire models. Seven-wire switch allows 
rear turn signals also to function as stop 
lights; four-wire does not. R. E. Dietz Co., 
225 Wilkinson St., Syracuse 1, N. Y. 
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World-w ide TRIUMPH! 


‘* 
i 





It’s the new British TRIUMPH/Herald...researched, tested, proved and 
successful in 87 countries, on all 6 continents. Read what the press has to say: 


“A completely new car inside and out. Its 


beauty alone is worth the asking price? 


Die Tat, Switzerland 


“Its handling is comparable with the Con- 
tinent’s highest quality cars?’ 
Singapore Times, Singapore 


“Amazingly easy to service...astonishing 
turning power. Years ahead of its time?’ 
Frankfurter Neue Press, Germany 


“You can’t beat this British car. Gives owners 
a bonus for their money?’ U.S. Overseas Weekly 


“Such valuable safety features, that an insur- 
ance company lowered the insurance rates 
12’2 percent?’ London Times, England 


Some other reasons why the TRIUMPH/ 
Herald is “8 full engineering years ahead” of 
all other economy cars...1mported or domestic: 


The new TRIUMPH never needs an ordinary 
“srease job?’ Most major parts are lined with 
rubber or nylon. There’s zo friction, no need 
for grease. Only 4 parts ever need lubrication 
...once every 6,000-12,000 miles. 
The front wheels turn further 


pe ne" " 





than any other car’s. So the new TRIUMPH 
parks with only 18 inches leeway, turns 
completely around in only 25 feet. 


The body is built in 7 major sections...of 
solid Shefheld steel. Damaged sections can 
be removed, restored and replaced in no time 
flat, cutting repair costs to the bone. And the 
one-unit hood and fender assembly tilts for- 


ward for fast, easy servicing. 


The suspension is completely independent... 
stabilized by a torsion-bar. The car is the first 
in its class with a double-wishbone chassis. 
(The Coupe and Convertible models have 


dual carburetion, too!) 


Prices? Sedan, only $1999* Coupe, $2149* 
Convertible, $2229* This includes heater, de- 
froster, foam-rubber seats, vinyl upholstery, 
windshield washers, wall-to-wall carpeting... 
about $300-worth of “extras” all told. (Every- 
thing but radio and white-walls.) 


For more information, follow TRIUMPH’s 
intensive advertising, or write: Standard- 
Triumph Motor Co., Inc., 1745 
Broadway, New York 19, N. Y. 





*East Coast Port of Entry, plus tax. White walls extra. Slightly higher in West. 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


Sept. 


"68 59 
duly Aug. 


Oct. Nov. 


5S °59 "69 
Dec. Jan. 


"69°60 
April 
to Date 


"59 '60 
Feb. 


Prices of ’60s added and ’52s dropped in December, 1959. Prices of ’59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 


drive, and (ps) indicates power 


z * * * 
SALT LAKE CITY 


Salt Lake Auto Auction. Sale every 
Thursday. Prices are for sale of March 31. 


BUIOCK—’58 Century Estate wagon, $1,- 
645*; 2-dr. Riviera, $1,400*; Special 
Estate Wagon, $1,480*. 

57 RM 4-dr., $1,200* (ps); Special 4- 
dr, Riviera, $1,015*; 2-dr. Riviera, 
$955". 

’55 Century 4-dr. Riviera, $695*, $650*; 


Special 2-dr., $650*, $500* (ps). 
'54 Century 4-dr., $250*. 
’63 Super 4-dr., $290° (ps). 

OADILLAC—’60 (62) 4-dr., $5,000* (ps); 
2-dr., $4,800* (ps). 

‘69 de Ville 2-dr. hardtop, $4,325* (ps); 
(62) 4-dr., $4,000* (ps). 

"58 (62) Sedan de Ville, $3,145* (ps); 
4-dr., $3,050* (ps). 

"BT (62) Coupe de’ Ville, $2,210* (ps). 

’56 (60) Special 4-dr., $1,500* (ps). 

*53 (62) Coupe de Ville, $625* (ps). 

"50 (62) Coupe de Ville, $245; 4-dr., 
$225°*. 

OHEVROLET—’59 Corvette (8) conv., $2,- 
855; Impala (8) conv., $2,210* (ps), 
$2,205* (ps), 3 at $2,200* ¢ps); sport 
coupe, $2,170, $2,075*; Bel Air (8) 4- 
dr. hardtop, $1,935* (ps); 4-dr., $1,- 
900* (ps), $1,800* (ps), 2 at $1,790* 


(ps), $1,735* (ps), $1,670; Bel Air (6) 


= $1,400; Biscayne (6) 4-dr., $1,- 
’568 Impala (8) 2-dr. hardtop, $1,830* 
(ps); Bel Air (8) sport sedan, $1,- 
435° (ps), $1,150* (ps); 4-dr., $1,280; 
Biscayne (8) 4-dr., $1,345*, $1,275*, 
$1,165, $1,090*; 2-dr., $850; Delray (8) 
4-dr., $1,170. 
‘57 Bel Air (8) 2-dr., $1,050*; 4-dr. 


hardtop, $995* (ps); 4-dr., $950*; 
Two-ten (8) 4-dr. hardtop, $925*; Del- 
ray, $915; 4-dr., $895*. 
'56 Bel Air (8) '2-dr, hardtop, $1,040*; 
Two-ten (8) 4-dr., $930*, $740. 
’55 Bel Air (8) 2-dr. hardtop, $700* 
isa: 4-dr., $675*; Two-ten (8) 4-dr., 


’53 Bel Air 4-dr., $360. 
CHRYSLER—’55 NY 4-dr., $755*. 
DeSOTO—’56 Firedome station wagon, 

$740* (ps). 

’55 Firedome 4-dr., $550* (ps) 
DODGE—’58 Sierra (8) 4-dr. 


$1,690* (ps). 

’57 Coronet (6) 4-dr., $675* (ps). 

'D6 Sierra (8) 4-dr., $780*. 

FORD—’59 Thunderbird (8) conv., $3,315* 
(ps); Galaxie (8) 4-dr. Victoria, $2,- 
080; 4-dr., $1,850*%, $1,750* (ps); 
Country Sedan (8) 4-dr. (9 pass.), 
$1,875*; Fairlane 500 (8) 4-dr., $1,- 
450; Custom 300 (6) 4-dr., $1,400. 

‘58 Fairlane 500 (8) 4-dr, Victoria, $1,- 
450* (ps), $1,400* (ps); 4-dr., $1,375*, 
$1,470* (ps); Ranch Wagon (8) 4-dr., 
$1,395*, $1,240; Fairlane (8) 4-dr., 
$1,250*; 2-dr., $1,145*, $1,000*; Cus- 
tom 300 (8) 4-dr., $1,200*; 2-dr., $935, 


(9 pass.), 


$925*. 

"57 Country Sedan (8) 4-dr., $1,160*, 
$1,140* (ps), $1,035*; Fairlane 500 
(8) 4-dr., $1,000* (ps); Ranch Wagon 
(8) 2-dr., $945; Fairlane (8) 4-dr., 
$880; Custom (6) 2-dr., $715. 

‘56 Country Sedan (8) 4-dr., $850*, 


$735*, $650*. 

’55 Country Squire (8) 4-dr., $750* (ps); 
Custom (8) 4-dr., $665*; Ranch Wagon 
(8) 2-dr., $645; Fairlane (8) Crown 
Victoria, $640* (ps); 4-dr., $625*. 

‘54 Crest (8) 2-dr. Victoria, $495; Cus- 
tom (8) 4-dr., $300. 

’51 Custom (6) 2-dr., $100 


IMPERIAL—’57 Imperial 2- “dr. hardtop, 
$1,695* (ps). 
LINCOLN — '56 Premiere 4-dr., $1,300* 


(ps). 

’54 Capri 2-dr. hardtop, $470* (ps). 
MEROURY—’58 Colony Park 4-dr., $1,860* 
(ps); Monterey 2-dr., $1,325* (ps). 

’57 Montclair 2-dr. hardtop, $1,205* 


(ps); 2-dr. hardtop, $1,030* (ps). 
‘56 Montclair 4-dr., $935* (ps); station 
wagon, $880*. 


’55 Montclair 4-dr., $585°*. 
’54 Custom 2-dr., $350; Monterey 2-dr. 


hardtop, $250* (ps). 

OLDSMOBILE—’56 (88) 2-dr. Holiday, 
$900*; 4-dr., $825*, $730*; (88) Super 
4-dr. Holiday, $640* (ps). 


’55 (98) 2-dr. Holiday, $800* (ps); 4-dr., 
$670*; (88) Super 2-dr. Holiday, $570. 
PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
675*; Savoy (8) 4-dr., $1,435*. 
58 Belvedere (8) 4-dr. hardtop, $1,295*; 
Suburban (8) 4-dr., $1,165 
67 Belvedere (8) 2-dr. Roodbe, $990*; 
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Suburban (8) 2-dr., $910*. 

'56- Fury (8) 2-dr. hardtop, $1,050* 
Suburban (8) Sport 4-dr., $715* (ps): 
2-dr., $685; Belvedere (8) 4-dr., $600*; 
2-dr., $580*. 

PONTIAC—’59 Bonneville Safari 4-dr., 
$2,120*; Catalina 2-dr., $1,715*. 

’58 Star Chief 4-dr. Catalina, $1,475* 
(ps); 2-dr,. Catalina, $1,425* (ps). 

*57 Super Chief Safari 4-dr., $950* (ps). 

56 Star Chief 4-dr., $645*. 

’54 Chieftain 2-dr., $350*, 

RAMBLER—’59 Ambassador (8) Cross 
Country, $1,800; 4-dr., $1,695, $1,520. 

’58 Ambassador (8) Cross Country, $1,- 

425; 4-dr., $1,300 (ps). 
VALIANT—’60 Valiant 4-dr., $2,100. 
MISCELLANEOUS — ’60 Chevrolet LWB 

pickup, 2 at $1,900, $1,885. 


’59 Willys Jeep pickup, $1,790; GMC 
pickup, $1,500, $1,390; %-ton pickup, 
$1,425. 

’58 International 2-ton, $1,900; GMC 


%-ton pickup, $1,150; Ford 1-ton, $1,- 
195; Chevrolet %-ton pickup, $1,085, 


$950; Delivery, $920; Dodge %-ton 
pickup, $950. 
‘57 Ford %-ton pickup, $1,010; pickup, 


$855; %-ton pickup, $800; Dodge %- 
ton, $850*. 

56 Ford F-750, $1,070; F-100 pickup, 
$500*; GMC Cab & Chassis, $855; %- 
ton, $645; Willys Jeep %-ton pickup, 
$600; International travelall, $500, 

55 Ford F-600 Flatbed, $850; stake, 
$800; %-ton pickup, $465; GMC pick- 
up, $475*. 

'54 Ford %-ton, $470; F-250 %-ton pick- 
up, $410, $385; International pickup, 


$180. 

’53 Ford %-ton pickup, $395. 

"51 on %-ton, $600; %-ton pick- 

95, 

50 Chevrolet %-ton pickup, $340; Ford 
pickup, $170. 

’49 Chevrolet pickup, $295, $275; Inter- 
national %-ton, $135, 

48 Chevrolet %-ton dump, $550. 

’42 Dodge stake, $150. 


PORTLAND, ORE. 


Portland Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of March 29. 
BUICK—’56 Special Estate Wagon, $900* 

(ps); 2-dr, Riviera, $875*. 

’55 Special 2-dr. Riviera, $740*; 4-dr., 

$495*. 

’51 Super 4-dr., $250*. 
CHEVROLET—’59 Kingswood (8) 4-dr., 

$2,200* (ps); Impala (8) sport sedan, 
$2,160* (ps); sport coupe, $2,120*; 4- 
dr., $2,020* (ps), $1,835* (ps); Park- 
wood (8) 4-dr., $2,115* (ps), 2 at $2,- 
095*, $2,065*, $2,035*; Parkwood (6) 
4-dr., $1,800; Bel Air (8) 4-dr., $1,- 
820* (ps); 2-dr., $1,775*, $1,740*; 
Biscayne (8) 4-dr., $1,550*, 
"58 Impala (8) 2-dr. hardtop, $1,845* 
(ps), $1,830* (ps); conv., $1,705* (ps); 
Brookwood (8) 4-dr., $1,575*, $1,525*; 
Yeoman (8) 4-dr., $1,545*; Bel Air (8) 
sport sedan, $1,545* (ps), "$1, 500*, $1,- 
430* (ps); Biscayne (8) 4-dr., $1,480°, 
$1,475*, $1,380*, $1,350*, $1,335*, 2 
at $1,295; Biscayne (6) 4-dr., $1,275; 
$1,250; Delray (6) 2-dr., $1,- 


'57 Bel Air (8) sport coupe, $1,540*; 4- 
dr., $1,395* (ps); Two-ten (6) sport 
coupe, $1,330* (ps); 4-dr., $875, $850; 
Two-ten (8) 4-dr., $925. 

’56 One-fifty (8) 4-dr., $855*; 2-dr., 
$655; Two-ten (6) 4-dr., $780. 

55 Bel Air (8) 4-dr., $745*; Two-ten 
(8) Delray, $675*; Two-ten (6) 4-dr., 
$600, $515. 

’54 Bel Air station wagon, $720*. 

’53 Bel Air 4-dr., $480* (ps). 


CHRYSLER—’57 Saratoga 4-dr., $1,150* 
(ps). 
'53 NY 4-dr., $575*. 
DeSOTO—’57 Fireflite 2-dr. hardtop, $1,- 


305* (ps). 
’54 Firedome 4-dr., $465* (ps). 
DODGE—’ 57 Royal (8) 2-dr. hardtop, $1,- 


250*; Coronet (8) 2-dr. hardtop, $900* 
(ps). 

’56 Royal (8) 2-dr. hardtop, $695*, 

‘54 Meadowbrook (8) 4-dr., $180*, 

'53 Coronet (8) 2-dr., $110. 

FORD—’59 Country Sedan (8) 4-dr., $2,- 

000* (ps), $1,975*. 

58 Country Sedan (8) 4-dr., $1,480*; 
Fairlane 500 (8) 4-dr., $1,250* (ps), 


$1,250*; Fairlane (8) 2- ‘dr. , $1,160*. 

"57 Country Sedan (8) 4-dr., $1,300; Cus- 
tom 300 (8) 2-dr., $995* (ps); Custom 
300 (6) 4-dr., $895, $820; Custom (6) 


2-dr., $805. 

56 Country Sedan (8) 4-dr., $945", 
$845*; Fairlane (8) 2-dr. Victoria, 
$845*; Ranch Wagon (8) 2-dr., $675. 

’55 Country Sedan (8) 4-dr., $715*; Fair- 
lane (8) 2-dr., $620, $550*; Custom 
(8) 4-dr., $540*. 

’54 Custom (8) 2-dr., $390. 

’52 Custom (8) 4-dr., $220. 

MERCURY — '55 Montclair 4-dr., $860* 
(ps); Monterey 4-dr., $770* (ps), 


$425*; Custom 2-dr., $680*. 

’54 Monterey 2-dr. hardtop, $755". 
NASH—’54 Ambassador (8) 4-dr., $455*. 
OLDSMOBILE—’57 (88) 4-dr. Holiday, 

$1,395* (ps). 


(Continued on Page 52, Col. 2) 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Nashville, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 


Colorado Auto Auction 


4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-7821 
SALE EVERY MONDAY 
11:00 A.M. 
George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 











Denver Auto Auction 
4% South Santa Fe itiifoten, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 
TWIN RING SELLING 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I4th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 








MICHIGAN 





DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


North-East-South-West 
Automotive News’ 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 



























MICHIGAN 


RMA, 6 Ani ERRORS 5 ARES 
SAM GOODMAN'S 

STATE FAIR AUTO AUCTION 
19745 Ralston in rear of 19600 Woodward, 
Detroit 3. TOwnsend 9-4660-61-62. Same loca- 
tion—new facilities. 

EVERY TUES. & FRI. 12:00 NOON 
Conveniently located in the heart of the 
automobile center. 





NEW JERSEY 





Minutes from New York City 





AUTO avery 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
Insured B 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 





NEW JERSEY 
OVER 500 CARS EVERY WEEK 


ea re perenne : 


‘N-A-D-E 


aon ag nN A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check 
Title Protection. (Wed.). 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 


Albany 5, N. Y. 


Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Eve 








NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





Need hard to get parts? Automotive. News’ 
Want Ads get quick results. 





PENNSYLVANIA 


THREE WAY PROTECTION 


When You Do Business with the 
MANHEIM AUTO AUCTION 


You're protected from... 

1. Buying a lemon. You have the priv- 
llege of a trial drive, to assure you 
that the car you buy is as repre- 
sented, before the sale is final. 
Stolen or encumbered cars. All titles 
are guaranteed by the auction man- 


agement. 
Receiving a bad check because auc- 
tion checks are issued. 

Sale 10:00 A.M. every Friday 


Manheim Auto Auction, Inc. 


Route 72, Manheim, Pa. 
MOhawk 5-2401 


2. 





For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 
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about 
~ economy! 


CHRYSLER CORPORATION CARS WIN FOUR OUT OF 
SIX CLASSES IN 1960 MOBILGAS ECONOMY RUN 


In the 1960 Mobilgas Economy Run, Chrysler Corporation cars 








ee 


ST wate 


took more firsts than all other cars combined. What’s more, LOOKING FOR ECONOMY? ih. te 
; i . Check the miles-per-gallon of 
they took second place in five out of six classes, and third Chrysler Corporation cars in the 
as , 1960 Mobilgas Economy Run 
in two out of six—a record unmatched by any other car coemn ax tin satus pan Anasees 
manufacturer. CLASS A 2nd Place—VALIANT 71.2982 
; : ; (Compact car class) 
What it all means is that Chrysler Corporation cars have CLASS B Ist Place_PLYMOUTH 


(6-cyl. standard size class) 2nd Place—DODGE DART 


economy built right in as standard equipment. Plus the kind 
of performance other cars can only talk about. Plus the smooth- 


3rd Place—PLYMOUTH 


en 


: : , CLASS C Ist Place—PLYMOUTH (V8) 

est, safest, quietest ride on the highway (due, of course, to (Low price class) 2nd Place—PLYMOUTH (V8) 

sett ; a, 3rd Place—DODGE DART (V8) 
Chrysler Corporation’s new and exclusive way of building cars, da maiias 
with Unibody Construction and Torsion-Aire Ride). (Low medium price class) = ls 

: ; CLASS E Ist Place—CHRYSLER New Yorker 

See your dealer and find out first hand what it’s like to drive (Upper medium price class) 2nd Place—DE SOTO 
a real performance car with built-in economy. Let a drive bring CLASS F Ist Place—IMPERIAL 


(High price class) 





out the difference great engineering makes. Tomorrow? 


Pure automobile...The Quick, the Strong, and the Quiet 


a 
from CHRYSLER CORPORATION 





VALIANT ¢ PLYMOUTH + DODGE DART + DODGE + DESOTO + CHRYSLER «+ IMPERIAL 





52 
Chevy’s Scalise Retires 
After 37-Year Stint 


BIRMINGHAM, Ala, — P. P. 
Scalise, Birmingham district man- 
ager for Chevrolet, has retired after 
87 years with the company. He 


had been zone manager since 1940, '66 (88) 2-dr, Holiday, $1,160* (ps); 

Scalise is being succeeded in Bir- 4-dr. Holiday, $920°; (98) 4-dr, Holi- 
mingham by Hugh G. Moore, who| 0°77 00. OM. aoe. cag) 
joined Chevrolet in the parts de- Super 4-dr, Holiday, $730* (ps); (88) 


partment in Louisville in 1937. 4-dr., $585* (ps); 2-dr. Holiday, $560*. 
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RENAULT DEALERS ARE HAPPY PEOPLE 


In only three the Renault Dauphine has driven off with a 

re of the import market. Today the Dauphine is 
one of the Big 2 in imported cars. In addition, Renault dealers 
ony the little 4CV; are enthusiastic over the exquisite, new Cara 
velle sports model. Superb Peugeot “403” sedans and station 
w are available to Renault dealers in increasing numbers 
oa sell swiftly. And behind Renault is tremendous advertising and 
promotion. A few select areas are still open for Renault-Peugeot 
dealerships — rewarding opportunities for men who like to smile 


MAGNA MOTORS, INC., distributors for Pennsylvania, Delaware, Maryland 
DOLPHIN MOTORS, INC., distributors for New York and New Jersey 
Address: 41-39 38th Street, Long Isiand City, N. Y., Telephone: EXeter 2-9200 


ADVERTISEMENT 


































“MANY WASH AND POLISH JOBS HAVE BEEN SAVED by our Child- 
ers Carports,” reports ]. W. Peuser of Bill Peuser Chevrolet-Buick, Paola, 
Kansas. “Childers Carports dress up the looks of our lot considerably, too.” 
Read how Childers Carports can cut your clean up costs and make your lot 
an outdoor showroom on Page 43. 













(Continued from Page 50) 


PACKARD—’55 Clipper 2-dr. hardtop, 


$400* (ps). 

PLYMOUTH—’58 Suburban (8) Custom 4- 
dr., $1,290* (ps); Savoy (8) 4-dr., 
$1,000, $990. 


’56 Savoy (8) 4-dr., $595*. 
’55 Plaza (8) 2-dr., $470. 
*51 Suburban 2-dr., $215. 
PONTIAC—’57 Super Chief 4-dr., $980*. 
’55 Star Chief 2-dr. Catalina, $770*. 
"52 Chieftain 2-dr. Catalina, $160*, 
RAMBLER—’59 Super (6) Cross Country, 
Cross Country, 


$2,040 (ps), 

"58 Super (6) $1,520; 
American (6) 2-dr., $1,080. 

a Champion (6) 4-dr., 


MISCELLANEOUS—’59 Ford (6) 
pickup, $1,405, 
'56 Ford (6) %-ton pickup, $720. 
"55 Ford (8) %-ton pickup, $575; Chev- 
rolet (6) %-ton pickup, $550, 
'53 Ford (8) %-ton pickup, $420*, 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day, Prices are for sale of March 31. 
Sold 167 cars from 211 consignments, 


¥%-ton 


BUICK—’59 LeSabre 4-dr. hardtop, $1,- 
920°. 
‘58 RM 4-dr. Riviera, $1,680* (ps); 


Super 4-dr. Riviera, $1,595* (ps), $1,- 
480° (ps); Special 4-dr, Riviera, $1,- 
440°; 2-dr, Riviera, $1,275*. 

‘57 Super conv., $1,200* (ps); 
4-dr., $990* (ps); RM 4-dr. 
$885* (ps). 

'56 Special 4-dr., $695*. 

'55 Special 4-dr., $430*. 

'52 Super 4-dr., $120*. 

CADILLAC—’60 de Ville 2-dr, hardtop, 
$4,920* (ps). 

’58 (75) limousine, $3,500* (ps); (62) 
2-dr. hardtop, $2,825* (ps); Sedan de 
Ville, $2,675* (ps); 4-dr, hardtop, 
$2,650° (ps). 

"57 (62) 4-dr. hardtop, $1,915* (ps). 

CHEVROLET—’'59 Impala (8) sport coupe, 
$2,275* (ps); 4-dr., $2,025* (ps); 
sport sedan, $1,900* (ps); Kingswood 
(8) 4-dr., $1,865* (ps); Bel Air (6) 
2-dr., $1,580*; 4-dr., $1,560, $1,525. 


Special 
Riviera, 


"58 Bel Air (8) sport sedan, $1,410*; 
Brookwood (6) 4-dr., $1,240; Biscayne 
(6) 4-dr., $1,200*, $1,160*, 2 at $1,- 
140°, $1,075, $1,070; 2-dr., $1,100*, 
$1,030, $915*. 

’57 Bel Air (8) 4-dr., $1,110* (ps), 


$955*; Two-ten (8) 4-dr., $985*; 2-dr., 


$855. 

'55 Two-ten (6) station wagon, $355. 
‘54 Two-ten 4-dr., $280, $155; 2-dr., 
$260; Bel Air sport coupe, $265*. 
53 Two-ten 4-dr., $205; 2-dr., $100. 
CHRYSLER—’59 Saratoga 2-dr. hardtop, 

$1,810*° (ps). 
‘58 Windsor 4-dr., $1,270* (ps). 
'56 NY 4-dr, hardtop, $910* (ps). 
’55 NY 4-dr., $360* (ps). 
DeSOTO—’'58 Firedome 4-dr., $1,275* (ps). 
‘ST Firesweep 4-dr, hardtop, $980* (ps); 


Fireflite 2-dr, hardtop, $970* (ps). 
'55 Firedome 4-dr., $485*, $460* (ps). 
'63 Firedome 4-dr., $225°*; 2-dr., $135* 


(ps). 
DODGE—’59 Royal (8) 4-dr., $1,720* (ps). 
58 Coronet (8) 4-dr, hardtop, $1,245* 
(ps); 4-dr., $1,065°. 
'57 Coronet (8) 2-dr. hardtop, $1,120*; 
4-dr., $765*; Royal (8) 4-dr., $820° 


(ps). 
'56 Royal (8) 2-dr. hardtop, $575* (ps). 
‘55 Custom Royal (8) conv., $480° (ps). 
EDSEL—’'58 Ranger (8) 4-dr., $760* (ps). 
FORD—’60 Falcon (6) 2-dr., $1,650. 
59 Ranch Wagon (8) 4-dr., $1,720*. 
‘58 Fairlane 500 (8) 4-dr., $1,285* (ps); 
2-dr, Victoria, $1,275* (ps); Fairlane 
(8) 4-dr., $990°; 2-dr., $815; Custom 
300 (8) 4-dr., $985. 


’S7 Ranch Wagon (8) 2-dr., $1,005, 
$710; 300 (8) 4-dr., $790°*; 
2-dr., $775* (ps), $730*, $705*; Fair- 
lane 509 (8) 4-dr., $755° (ps); Cus- 
tom (8) 2-dr., $725*, §715*, $710*, 
$595°. 

*56 Country Squire (8) 4-dr., $880* (ps); 
Fairlane (8) 2-dr. Victoria, $715° 
(ps); 4-dr., $500°*. 

‘SS Fairlane (8) Crown Victoria, $670* 
(ps); 2-dr. Victoria, $510*; Custom 
(8) 2-dr., $325*. 

‘54 Custom (8) 2-dr., $160*; Main (8) 


2-dr., $155. 
’S3 Crest (8) 2-dr. Victoria, $140°*. 
"52 Crest (8) conv., $210. 
‘51 Crest (8) 2-dr. Victoria, $110°*. 
IMPERIAL — '58 Imperial 4-dr., $1,930*° 


(ps). 
LINCOLN—'58 Capri 4-dr. hardtop, $2, 


110* (ps). 

‘ST Premiere 4-dr, hardtop, $1,350*° 
(ps). 

‘56 Capri 2-dr. hardtop, $980* (ps). 


'54 Capri 2-dr, hardtop, $300* (ps). 
MERCURY—'58 Montclair 4-dr. hardtop, 
$1,415° (ps). 

'S7 Monterey 2-dr., $1,270* (ps); 4-dr. 
hardtop, $900* (ps); Montclair 2-dr. 
hardtop, $1,055* (ps). 

'56 Monterey 2-dr, hardtop, $850* 
Montclair station wagon, $620*. 

‘55 Monterey 2-dr. hardtop, $485*. 

‘54 Monterey 4-dr., $275*, $135*, $130*. 

‘53 Monterey 2-dr. hardtop, $195. 

NASH—'53 Statesman (6) 2-dr., $170. 
OLDSMOBILE—'59 (88) Super 4-dr., $2,- 
160° (ps). 

‘58 (88) Super 4-dr. Holiday, $1,920*° 
(ps); (88) 4-dr, Holiday, $1,545* (ps), 
$1,500*° (ps); 4-dr., $1,310* (ps), $1,- 


(ps); 


130°. 

‘57 (98) 4-dr, Holiday, $1,300* (ps). 

'56 (88) Super 4-dr, Holiday, $925* 
(ps). 

'55 (88) 4-dr., $475* (ps). 

"54 (88) 4-dr., $290*; 2-dr. Holiday, 
$200* (ps) 

PLYMOUTH —'59 Suburban (8) Custom 4- 
dr., $1,735*; Belvedere (8) 4-dr., $1,- 
525° 

‘58 Suburban (8) 4-dr., $1,360*, $1,080; 
Suburban (6) Deluxe 2-dr., $485; Bel- 


vedere (8) 4-dr. hardtop, $1,260* (ps); 


Savoy (8) 2-dr., $940, $800; 4-dr., 
$845, $780. 

'ST Belvedere (8) 2-dr, hardtop, $810* 
(ps); Savoy (8) 4-dr., $705*; 2-dr., 
$675*, $665*; Suburban (8) Custom 


4-dr., $700, $640* (ps); Plaza (6) util- 
ity sedan, $355; business coupe, $315, 
$310. 

‘56 Belvedere (8) 2-dr., hardtop, $705* 
(ps); Savoy (6) 2-dr., $550. 

’64 Plaza (6) Suburban, $275*. 
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Used-Car Auction Prices 


PONTIAC—’59 Star Chief 4-dr. Vista, $2,- 
275* (ps). 

"58 Super Chief 2-dr. Catalina, $1,370* 
(ps); 4-dr., $1,340*, $1,325* (ps). 
’57 Super Chief 4-dr. Catalina, $1,085* 
(ps); Chieftain Safari 4-dr., $650*. 

"56 Chieftain Safari 4-dr., $610, $530*. 

’55 Chieftain 4-dr., $300*. 
’53 Chieftain 2-dr., $105*. 
’51 Chieftain 2-dr, Catalina, $125*. 
MISCELLANEOUS—’57 Chevrolet (6) %- 
ton pickup, $700. 


SYRACUSE 


Syracuse Auto Auction, Sale every Wed- 
nesday. Prices are for sale of March 30. 


BUICK—’56 Super 4-dr., $720* (ps). 


’55 Super 2-dr., $370* (ps); Special 
4-dr., $565* (ps). 
’53 Special 2-dr., $125. 
CADILLAC—’56 (62) 4-dr., $1,300* (ps). 


"54 (62) 4-dr., $730* (ps). 
’52 (62) 2-dr. hardtop, $220*. 
’49 (60) Special 4-dr., $130*. 
CHEVROLET—’'58 Biscayne (8) 4-dr., $1,- 
135, $1,100*, $1,068*. 


55 Bel Air (8) 4-dr., $550*; Bel Air 
(6) 2-dr., $515*; Two-ten (8) 4-dr., 
$490*. 


’54 Two-ten 2-dr., $295. 
’53 Bel Air 2-dr., $285. 
’52 Deluxe 2-dr., $130*. 


CHRYSLER—’55 NY conv., $530* (ps). 
COMET—’60 2-dr., $1,955. 
FORD—’60 Fairlane (6) 4-dr., $1,770. 
'59 Galaxie (8) 4-dr., $2,100*, $1,900*, 
$1,750* (ps). 
’58 Ranch Wagon (8) 2-dr., $1,575* 
(ps); Country Sedan (8) 4-dr., $1,- 
400*; Fairlane (6) 2-dr., $1,055. 


’57 Custom (6) 2-dr., $720, $710*; Fair- 
lane (8) 2-dr., $560; Fairlane (6) 
2-dr., $500. 

"56 Custom (6) 2-dr., $650*; Fairlane 
(8) conv., $625; Ranch Wagon (8) 
2-dr., $450. 

‘55 Country Sedan (8) 4-dr., $675, $300; 
Fairlane (8) conv., $545*; Custom (8) 
4-dr., $475*, $375*. 

’54 Ranch Wagon (8) 2-dr., $350; Main 


(6) 2-dr., $200*; 4-dr., $185, 
53 Main (8) 2-dr., $140; Custom (8) 
2-dr., $120. 
MERCURY—’58 Monterey 4-dr., $775. 
’57 Monterey 2-dr., $825*. 
’55 Monterey 4-dr., $380* (ps); 2-dr., 


$355. 
’54 Monterey 4-dr., $410* (ps). 
OLDSMOBILE—’55 (98) 4-dr., $520* (ps). 
’63 (88) 2-dr., $220* (ps); 4-dr., $175* 
(ps). 
PLYMOUTH—’57 Savoy (6) 2-dr., $630*; 
Plaza (8) 4-dr., $610*. 
"56 Belvedere (8) 2-dr., $650*. 


’55 Belvedere (6) 2-dr., $400*; Plaza 
(6) 4-dr., $350; 2-dr., $150. 
PONTIAC—’56 Star Chief 2-dr. Catalina, 
$625*; Safari 4-dr., $625*; 4-dr., 
35°. 
’55 Star Chief Safari, $590*; 4-dr., 
30°. 
’54 Chieftain 4-dr., $205* (ps); 2-dr., 
$150. 
RAMBLER — '56 Custom 4-dr., $770*; 


Cross Country, $730, $700*. 
'55 Super Cross Country, $450*. 
’54 Super Cross Country, $350; Subur- 
ban, $350. ~ 
STUDEBAKER—’52 Champion 
$105. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are for 
sale of March 29. 

BUICK—’57 Special 2-dr. Riviera, $1,150* 
(ps), $915*. 

’55 Century 2-dr. Riviera, $695* (ps), 

$565* (ps); 4-dr. Riviera, $520* (ps); 

Super 2-dr. Riviera, $690* (ps), 2 at 


(6) 2-dr., 


$500* (ps); Special 4-dr., $475*; RM 
2-dr. Riviera, $400* (ps). 
'53 Super conv., $200* (ps). 

CADILLAC—'59 (60) Special 4-dr., $4,- 


600* (ps); de Ville 4-dr. hardtop, $4,- 
350° (ps), $4,150* (ps); (62) conv., 
$4,300* (ps); 2-dr., $4,185* (ps), $3,- 
960* (ps); 4-dr., $3,900* (ps), $3,785* 
(ps), $3,680° (ps). 

58 (62) Coupe de Ville, $3,100* (ps); 
2-dr., $2,985* (ps), $2,650* (ps); 4-dr. 
hardtop, $2,850* (ps); Sedan de Ville, 
$2,685* (ps). 

'S7T (62) Coupe de Ville, $2,405* 
Sedan de Ville, $2,260* (ps). 

’56 (62) 2-dr., $1,550* (ps); 4-dr., $1,- 
125° (ps). 

’5S (60) Special 4-dr., $1,480* (ps); 2- 
dr., $1,240* (ps); conv., $1,235° (ps); 
Eldorado conv., $1,150* (ps). 

'54 (62) Coupe de Ville, $1,070* (ps); 
conv., $810* (ps); 2-dr., $785* (ps); 
(60) Special 4-dr., $985° (ps). 

’53 (62) conv., $405* (ps). 

CHEVROLET—’'60 Impala (8) sport coupe, 
$2,750; Corvair 700 (6) 4-dr., $1,875", 
$1,675. 

'59 Corvette (8) conv., $3,050, $2,935; 
Impala (8) sport coupe, $2,175* (ps), 
$2,145* (ps), $2,135* (ps); conv., $2,- 
125° (ps); sport sedan, $2,050* (ps), 
$2,035*; Bel Air (8) 4-dr., $1,610*; 
Biscayne (6) 4-dr., $1,450. 

'58 Impala (8) 2-dr. hardtop, $1,900* 
(ps), $1,750° (ps), $1,615* (ps); conv., 
$1,635* (ps); Bel Air (8) sport sedan, 


(ps); 


$1,425* (ps); Brookwood (8) 4-dr., 
$1,395* (ps); Biscayne (8) 4-dr., $1,- 
305*, $1,255*, $1,250*, $1,240*; 2-dr., 
$1,155°. 

'S7 Bel Air (8) sport coupe, $1,350", 
$1,340*; sport sedan, $1,300*, $1,295* 


(ps); 4-dr., $1,275* (ps), $1,195*, $1,- 
165* (ps), $1,115*; conv., $1,180 (ps); 
2-dr., $1,160*%; Two-ten (8) station 
wagon, $1,185; 4-dr., $1,100*, $945; 
Two-ten (6) station wagon, $1,105; 2- 
dr., $830; One-fifty (6) utility sedan, 
$795. 


'56 Bel Air (8) sport sedan, $820*; Two- 
ten (6) 2-dr., $755°. 

'55 Bel Air (8) sport coupe, $710*, 
$650*, $640*; 4-dr., $600, $585, $470; 
Bel Air (6) 2-dr., $575; Two-ten (8) 
4-dr., $500. 

’54 Bel Air sport coupe, $420*, $385*; 
One-fifty station wagon, $350. 

'53 Bel Air 2-dr., $335; sport coupe, 
$290°. 

‘52 Deluxe conv., $260*; Bel Air, ‘$235°; 
4-dr., $165* 

‘51 Deluxe station wagon, $280; Bel Air, 
$165*, $150*, $145°*. 

CHRYSLER—'59 NY 4-dr. hardtop, §2,- 
780* (ps). 


'58 Windsor 4-dr. hardtop, $1,445* (ps). 
DeSOTO — '56 Adventurer 2-dr. hardtop, 
$850° (ps). 
'55 Firedome station wagon, $750* (ps). 
DODGE—’'58 Sierra (8) 4-dr., $1,525* (ps). 
'56 Royal (8) 4-dr., $565". 
"55 Royal (8) 4-dr., $400*. 
FORD—'60 Thunderbird (8) 2-dr. hardtop, 
$3,875* (ps), $3,850° (ps), $3,775* 











MERCURY—’58 Monterey 2-dr., 











(ps), $3,690* (ps); Galaxie (8) conv., 
$2,700* (ps); Fairlane 500 (6) 4-dr., 
$1,810. 

’59 Thunderbird (8) 2-dr. hardtop, §$3,- 
385* (ps), $3,240* (ps), $3,165* (ps), 
$3,150* (ps); Fairlane 500 (8) 2-dr. 
Victoria, $1,950* (ps), $1,760* (ps); 
Custom 300 (6) 4-dr., $1,495; 2-dr., 
$1,385. 

’58 Thunderbird (8) conv., $2,850* (ps); 
2-dr. hardtop, $2,700* (ps); Country 
Sedan (8) 4-dr., $1,600* (ps); Fair- 
lane 500 (8) 4-dr., $1,305* (ps), $1,- 
090*, $1,000*; 2-dr. Victoria, $1,285* 
(ps); 2-dr., $1,225*; 4-dr. Victoria, 
$1,185*, $1,135*; DelRio (8) 2-dr., $1,- 
175*; Fairlane (8) 4-dr., $965*. 

’57 Fairlane 500 (8) 4-dr., $1,100* 
Country Sedan (8) 4-dr., $1,090* 
Fairlane (8) 2-dr. Victoria, $995* 
Custom 300 (6) 4-dr., $705*. 

’56 Thunderbird (8) conv., $1,850* 
$1,750*; Country Squire (8) 4-dr., 
$900* (ps); Country Sedan (8) 4-dr., 
$850* (ps), $790* (ps), $685*; Fairlane 
(8) conv., $750* (ps); 2-dr. Victoria, 
$735*, $420*; Ranch Wagon (6) 2-dr., 
$675; Ranch Wagon (8) 2-dr., $645. 

‘55 Thunderbird (8) conv., $1,535; Coun- 
try Sedan (8) 4-dr., $750*; Fairlane 
(8) 2-dr. Victoria, $675, $550, $535*; 
2-dr., $600*; 4-dr., $595*, $465* (ps), 
$435*; Ranch Wagon (8) 2-dr., $500*, 


(ps); 
(ps); 
(ps); 


(ps), 


$490, $485* (ps); Custom (8) 2-dr., 
$400; 4-dr., $400*; Main (8) 2-dr,, 
$275*. 
’54 Custom (8) 2-dr., $430, $325. 
’53 Ranch Wagon (6) 2-dr., $300. 
"51 Custom (6) 2-dr., $125. 
IMPERIAL—’58 Imperial conv., $2,385* 


(ps). 
LINC OL N—’57 Premiere 2-dr., $1,785* 


(ps). 
"56 Premiere 4-dr., 
$1,050* (ps). 
’54 Capri 2-dr., $550* (ps), 
’52 Cosmopolitan 2-dr., $235*, 


$1,285* (ps); 2-dr., 


$1,280* 
(ps). 

’57 Monterey 2-dr., $850* (ps). 

’56 Monterey station wagon, $960* (ps); 
Montclair 2-dr., $700* (ps); 4-dr. hard- 
top, $630*; Custom 4-dr. hardtop, 
$610*. 

55 Montclair 2-dr., $655*; conv., $580* 
(ps); 2-dr. hardtop, $470*; Monterey 
2-dr., $645*; 4-dr., $550*. 

’54 Monterey station wagon, $475*, 
$350*; 2-dr., $425, $350*; 2-dr. hard- 
top, $375* (ps); Custom 2-dr., $250. 

NASH—’55 Ambassador (8) 4-dr., $550*. 


OLDSMOBILE—’58 (88) Super 4-dr., $1,- 


885* (ps); (88) Fiesta, $1,820* 
4-dr. Holiday, $1,280* (ps). 

'57 (88) 4-dr. Holiday, $975*. 

"56 (88) 2-dr. Holiday, $915* (ps); (88) 
Super 4-dr., $655* (ps). 

’55 (88) Super 4-dr. Holiday, $710* (ps); 
conv., $615* (ps); 2-dr. Holiday, $560* 


(ps); 


(ps); (98) 2-dr. Holiday, $700* (ps); 
(88) 4-dr. Holiday, $640* (ps). 

’54 (88) Super 2-dr. Holiday, $575*; 
(88) 4-dr., $500* (ps). 

PACKARD — ’56 Patrician 4-dr., $600* 
(ps). 

PLYMOUTH—’59 Suburban (8) Custom 4- 
dr., $2,075* (ps); Belvedere (8) 4-dr, 
hardtop, $1,580* (ps), 2 at $1,550° 
(ps); Savoy (6) 2-dr., $1,365. 


'58 Fury (8) 2-dr. hardtop, $1,440* (ps); 


Belvedere (8) 4-dr. hardtop, $1,250* 
(ps); Savoy (8) 4-dr., $1,065*. 
‘57 Suburban (8) Custom 4-dr., $950* 


(ps), $855* (ps); Belvedere (8) 4-dr., 
$925* (ps); Belvedere (6) 2-dr., $650*; 
Savoy (8) 2-dr. hardtop, $700; 4-dr., 
$600*; Savoy (6) 4-dr., $585*; Plaza 
(6) 4-dr., $600. 

"56 Plaza (8) 4-dr., $475; Savoy (8) 2- 
dr., $415*. 

‘55 Plaza (6) Suburban 4-dr., $500; 
Savoy (8) 4-dr., $315. 


PONTIAC—’58 Super Chief 2-dr. Catalina, 
Catalina, 


$1,285*. 
'57 Chieftain 2-dr. $1,075° 
(ps); 4-dr., $875*, $830*. 
'56 Chieftain 2-dr. Catalina, $685*, 
$570*; station wagon, $660*. 
’55 Star Chief 4-dr., $550°; 2-dr. Cata- 
lina, $510*; Chieftain 4-dr., $400*, 
'51 Chieftain 2-dr, Catalina, $115*. 
’50 Chieftain 2-dr., $115*, 
RAMBLER—’60 American (6) station wag- 
on, $2,175. 
’59 Ambassador (8) 4-dr., $1,425. 
‘57 Super (6) 4-dr., $645. 
’55 Custom Cross Country, $585*. 
’53 Super station wagon, $105*. 
‘51 Super station wagon, $130. 
STUDEBAKER—’53 Custom (6) 2-dr., 
$105°. 


MISCELLANEOUS—’59 Chevrolet (8) El 


Camino, $1,935*, $1,800. 

‘58 Ford (8) F-350 1-ton pickup, $885. 

’57 Ford (8) Ranchero, $1,030; (8) F-100 
%-ton pickup, $925, $750*; (8) %-ton 
pickup, $910; Chevrolet (6) %-ton 
pickup, $860. 

’56 Chevrolet (6) 
F-100 %-ton pickup, $445"; 
ler, $425. 

’55 Chevrolet (6) %-ton flat bed, $945; 
Ford (6) %-ton stake, $685; Interna- 
tional (6) %-ton, $450. 


%-ton flat bed, $725; 
(6) Cour- 


‘54 GMC (8) %-ton, $445; Ford (6) 
F-100 %-ton pickup, $425. 
'53 GMC %-ton LWB pickup, $435; 


Chevrolet (6) 1%-ton stake, $425; %- 
ton cab & chassis. 

'52 GMC (6) %-ton pickup, $225; Stude- 
baker (6) %-ton pickup, $205. 
‘50 Dodge (6) ‘%-ton pickup, $195; 

Chevrolet %-ton pickup, $190. 
'46 International %-ton pickup, $130. 


DETROIT 


Motor City Auto Auction, Sale every 
Monday and Thursday. Prices are for sale 


of March 28. 
BUICK—’59 Special 4-dr. hardtop, $2,095* 
(ps). 
’57 Century 4-dr. Riviera, $1,135* (ps); 
Special 2-dr. Riviera, $1,100* (ps); 
conv., $1,075* (ps). 


'56 RM conv., $655* (ps) 


'55 RM 2-dr, Riviera, $460" (ps); Spe- 
cial 2-dr., $445* (ps); Super 4-dr,, 
$380*. 

CADILLAC—’56° (62) 2-dr. nardtop, §$1,- 
400* (ps). 

CHEVROLET—’'60 Impala (8) conv., §$2,- 
650". 

‘59 Impala (8) 2-dr, hardtop, 2,050* 
(ps); 4-dr. hardtop, $1,995*; Bel Air 
(8) 4-dr., $1,650*; Biscayne (8) 2-dr., 
$1,325, $1,300. 

’58 Impala (8) 2-dr. hardtop, $1,595*; 
Brookwood (8) 4-dr., $1,450*, $1,420*; 
Bel Air (8) 2-dr., $1,400*; Biscayne 
(8) 4-dr., $1,200*; Yeoman (8) 2-dr., 
$1,180, $1,150; Delray (8) 2-dr., $1,- 
100°. 

‘ST Two-ten (8) station wagon 4-dr., 


$1,110*; station wagon 2-dr., $870; 2- 
dr., $1,105*, $825°; Bel Air (8) 2-dr., 


(Continued on Page 53, Col. 1) 
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$1,050*; 2-dr. hardtop, $1,010*, 

"56 Bel Air (8) 2-dr. hardtop, $750*; 4- 
dr., $600°*; 
4-dr., $710* (ps), $625; station wagon 
2-dr., $600*; 2-dr. hardtop, $590*. 

’55 Two-ten (8) 2-dr., $565*, $480*; sta- 
tion wagon (8) 4-dr., $550; Bel Air 
(8) 2-dr., $550*. 

a 2-dr., $390*; Bel Air 4-dr., 

95. 


53 Two-ten 4-dr., $235, 
50 Deluxe 2-dr., $250. 
CHRYSLER—’56 NY 4-dr., 
Windsor 2-dr. hardtop, 
(ps). 
’54 NY 4-dr., $300*. 
DeSOTO—’57 Fireflite 2-dr. hardtop, 


Used Imported 
Cars 


ALBANY 
Opel—’59 Rekord 2-dr., $1,080. 
Volkswagen—’58 Microbus, $1,214, 


ARMONK, N. Y. 
Volkswagen—’56 2-dr., $710. 


BORDENTOWN, N. J. 
Flat—'59 2-dr., $695. 
’58 4-dr., $760. 


$810* 
$755*, 


(ps); 
$650° 


$1,- 


Ford (English)—’59 Escort 2-dr., $750. 
’58 Escort 2-dr., $360. 

Renault—’'55 2-dr., $285. 

Vauxhall—’58 4-dr., $760. 

Volkswagen—’57 Karmann-Ghia, $1,270. 


CALDWELL, N. J. 
Fiat—’58 conv., $330. 


CHICAGO 

Hillman—’58 station wagon, 
Metropolitan—’60, $1,265 
Renault—’59, $930. 
Triumph—’60 TR-3, $3. 200. 
Volkswagen—’60, $1,5 

’59 Karmann- Ghia, ci. 735; $1,525. 

*58, $1,600, 


DAYTONA BEACH, FLA. 
Fiat—’59 4-dr., $1,100; 600 2-dr, sunroof, 
$550. 
*58 1100 4-dr., $695. 
Ford (English)—’60 Anglia 2-dr., 
'59 Escort 2-dr., $875, $815. 
‘658 Anglia 2-dr., $710; station wagon, 
$600. 
Renault—’59 Dauphine 4-dr., $775. 
a station wagon 2-dr., $815; 4- 
$790, $750, 
Vauxhall's 4-dr., $705. 
Volkswagen—'60 2-dr., $1,665. 


DETROIT 

Ford (English)—’60 Prefect 4-dr., $1,765. 
’58 4-dr., $625, $520; Consul 4-dr., $615; 
Prefect 4-dr., $585. 
Hillman—’58 Minx 4-dr., $625. 
MG—’57 2-dr. hardtop, $1,235. 
Renault—’59 4-dr., $1,000, $950, 
Simea—’59 4-dr., $775. 
Volkswagen—’58 2-dr., $855. 


FLINT 
Borgward—’58 Isabella station wagon, $1,- 
050. 
Simea—’58 4-dr., $865. 
Triumph—’58 Estate Wagon, $570. 


LOS ANGELES 
Borgward—'58 Isabella 2-dr., $1,750. 
Fiat—’60 600 Multipla, $1,050. 
MG—’60 Magnette 4-dr., $2,100. 

’53 TD roadster, $495. 
Metropolitan—’'54 2-dr., $400. 
Renault—’59 Dauphine 4-dr., $985. 

‘57 Dauphine 4-dr., $345. 

Simea—’59 Aronde sport coupe, $1,150. 
Vauxhall—’59 4-dr. station wagon, $1,075. 

58 4-dr., $815. 
Volkswagen—’60 Microbus, $2,190. 

*54 sunroof 2-dr., $655. 
Volvo—’58 2-dr., $1,025. 


MANHEIM, PA. 
Austin—’59 station wagon 2-dr., $890. 
DKW—’59, $565. 

Fiat—’58 conv., $1,300 

’57 Multipla ‘4- dr., $565; 2- dr., $505. 
Ford (English)—’60 2-dr., $1, 275. 

*59 Escort 2-dr., $870; 2-dr., $670, 

'57 4-dr., $700. 

'54 Consul, $350. 

Hillman—’59 Husky station wagon, 
Jaguar—’'60 4-dr., $4,200. 
Lioyd—’59 2-dr., $310. 
Mercedes—'57 4-dr., $1,925. 
itan—’59 2-dr. hardtop, 

’58 2-dr. hardtop, $790. 
Morris—’ 59 1000 2-dr., $790. 
Opel—’ 59 station wagon, $1,430. 
Renault—’58 4-dr., $775. 
Simeca—’60 Elysee, $1,510, $1,400; 

$1,250, $875. 

"59, $900; 4-dr., $655. 
Triumph—’'59 4-dr., $750. 
Volkswagen—'60, $1,595. 

’59 113, $1,215, $1,200. 

’57 sunroof, $825. 


MASON CITY, IA. 
Renault—’58 Dauphine, $790. 
Simea—’'57 4-dr., $375. 


NASHVILLE, TENN. 
Renault—’'58 Dauphine 4-dr., $795°*. 
‘57 Dauphine 4-dr., $520. 


PORTLAND, ORE. 

MG—’'58 2-dr., $1,395. 

Volkswagen—’'58 2-dr., 
'56 2-dr., $750. 


SALT LAKE CITY 
Renault—'58 4-dr., $550. 


$565. 


$1,285. 


$905. 


$1,040. 


4-dr., 


$1,000. 


Volkswagen—'58 2-dr., 2 at $1,170, $1,- 
100. 
SYRACUSE 
Volkswagen—’'55 2-dr., $500. 


WAREHOUSE POINT, CONN. 
Opel—’55 Olympia station wagon, $410, 


Two-ten (8) station wagon | DODGE—’58 Royal (8) conv., 


EDSEL—’59 Ranger 4-dr., 


075*; 4-dr., 
hardtop, $850*, 


$950°; Firedome 4-dr. 
$1,385* 
(ps); Coronet (8) 2-dr, hardtop, $1,- 


280* (ps). 
~~ oy (8) 2-dr, hardtop, $455°; 4- 


$1,270* (ps), 


$1,250* (ps), 


FORD—’' 60 Fairlane 500 (8) 2-dr. Victoria, 


$1,995*; Falcon (6) 2-dr., $1,700. 

"59 Country Sedan (8) 4-dr., $2,010* 
(ps); Galaxie (8) 2-dr, Victoria, $1,- 
935* (ps), $1,875*; Fairlane 500 (8) 
2-dr. Victoria, $1,700 

’58 Fairlane 500 (8) 4-dr. Victoria, $1,- 


400* (ps); 4-dr., $1,250*, $1,200*, $1,- 
050*; Ranch Wagon (8) 4-dr., $1,125; 
2-dr., $1,055*, $1,050*%; Custom 300 
(8) 4-dr., $900; 2-dr., $800. 

’57 Ranch Wagon (8) 2-dr., $925*; Fair- 
lane (8) 2-dr, Victoria, $810*, "$800°*; 
Custom 300 (8) 2-dr., $675; 4-dr., 
$620°*. 

°56 Ranch Wagon (8) 2-dr., $720*; Fair- 
lane (8) 2-dr, Victoria, "$680*, "$630°; 
Country Sedan (8) 4-dr., $630*, $535* 
(ps), $475*, 

’55 Fairlane (8) 4-dr., $560*; Country 
Sedan (8) 4-dr., $385*; Main (8) 4- 
Sail $375; Ranch Wagon (8) 2-dr., 
215. 

’54 Main (8) 2-dr., $365; Ranch Wagon 
(8) 2-dr., $325; Custom (8) 4-dr., 
$185". 

’53 Custom (8) 4-dr., $210*, 

IMPERIAL—’ 57 Imperial 4-dr., $1,300* 


(ps). 
LINCOLN — ’57 Premiere 4-dr, hardtop, 
$1,270* (ps). 


56 Capri 4-dr., $850* ( 

MERCURY—’59 Park aes ar. hardtop, 
$2,200* (ps); Monterey 4-dr., $1,600*, 
$1,190* (ps), 

58 Monterey 4-dr., $1,200* (ps); 2-dr. 
hardtop, $1,100*, $1,100* (ps). 

57 Monterey 4-dr. hardtop, $1,045* (ps); 
2-dr., $890*. 

"56 Monterey 2-dr. hardtop, $600*, $545°*. 

ew 2-dr. hardtop, $580* (ps), 

15. 

'54 Monterey 4-dr., $250* (ps). 

OLDSMOBILE—’58 (88) Super 2-dr. Holi- 
day, $1,750* (ps); (88) 4-dr. Holiday, 
$1,565* (ps); 2- dr., $1, 350°. 

"57 (88) Fiesta 4-dr., $1, 425° (ps); 4- 


dr, Holiday, $1,115*; 4-dr., $1,100* 
(ps); (98) 4-dr. Holiday, $1,245* (ps). 
55 (88) 4-dr. Holiday, $475* (ps); 4- 
dr., $475* (ps). 
"54 (98) 2-dr. Holiday, $360*%; (88) 2- 
dr., $260°. 


PLYMOUTH—’59 Fury (8) 2-dr. nee, 
$1,650*; Suburban (8) 4-dr., $1,625 
Savoy (8) 4-dr., $1,520*. 

‘58 Suburban (8) 2-dr., $950. 

°57 Belvedere (8) 4-dr, hardtop, $850; 
2-dr. hardtop, $710*; Savoy (8) 4-dr., 
$640; Plaza (8) 4-dr., $500. 

’56 Savoy (8) 2-dr., $425, $350*. 

PONTIAC—’59 Catalina 2-dr. hardtop, $2,- 

100*. 

’58 Chieftain 2-dr., $1,150*, 

’56 Chieftain station wagon 2-dr., $680*; 
2-dr. Catalina, $500*; 4-dr., $450*°. 

RAMBLER—’56 Custom (8) 4-dr., $450. 

STUDEBAKER—’ 54 Champion 2-dr., $210. 

MISCELLANEOUS—’58 Chevrolet pickup, 


$900. 
’h3 Pontiac panel, $125. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of March 30, 





050*; 2-dr., $960*; One-fifty (6) 2-dr., 
56 Bel Air (8) 2-dr, hardtop, $775*. 


Model Breakdown 














’65 Bel Air (8) 2-dr, hardtop, $660*; 
Of Auction Averages Two-ten (8) 4-dr., $490. 
Apr., 1960 Mar., a | as” a a a bee le 
To Date 1960 1960 oo an ey 
$2,438 $2,408 $2,516 ’S2 Bel Air 2-dr, hardtop, $180*; Deluxe 
1,973 2,103 2,157 CURYSLER ss Saratoga 4-dr. hardtop, 
1,302 1,374 1,419 $1,525* (ps). i 
923 962 1,015 rae. 57 Coronet (8) 2-dr, hardtop, 
rd 655 pos "56 Coronet (8) 4-dr., $420*, 
486 7 "55 Royal (8) 4-dr., $460* (ps), 
310 309 333 ’53 Coronet 2-dr., $130*, 
212 217 225 | FORD—’60 Galaxie (8) conv., $2,550*. 
“es te 500 (8) 4-dr, Victoria, $1,- 
ps), 
Average $1,035 $1,064 $1,109 | 53 country Sedan (8) 4-dr., $1,370°; 





Fairlane (8) 2-dr, Victoria, $1,215*; 
2-dr., $985; Custom 300 (6) 2-dr., 
$930*. 

'57 Country Sedan (6) 4-dr., $910; Fair- 
lane (8) conv., $830", Custom 


BUICK—’58 Supet 2-dr, Riviera, $1,390* 


(ps). 
'56 Special 2-dr. Riviera, $770*; 4-dr., 


$750°; 
$660; Custom (8) 2-dr., 


$540*; Century Estate Wagon 4-dr., 300 (8) 4-dr., 
$765*, $700*. $655*. 
‘655 RM 2-dr. Riviera, $550* (ps); 4-dr., ’56 Country Sedan (8) 4-dr., $920* (ps); 

$480* (ps). — (8) eam Victoria, $825*; 

CADILLAC—’59 de Ville 2-dr, hardtop, 4-dr., $515; Ranch Wagon (8) 2-dr., 
$3,750* (ps) : . : ae a dn aa A) 4-dr., $435*; Cus- 

om tom (8) 4-dr., $425°. 

OHEVROLET— 59 Corvette (8) conv., $2,- 55 Fairlane (8) 4-dr., $590; Main (6) 
680°; Impala (6) 4-dr, hardtop, $1,- 2-dr., $515; Ranch Wagon (8) 2-dr., 
950°; Impala (8) 4-dr. hardtop, §1,- $470; Custom (8) 2-dr., $405, 


890* (ps); Brookwood (6) 4-dr., $1,- 


675; Biscayne (6) 2-dr., $1,510*. et ae Cle a, ous Te, 


toria, $325; Custom (8) 2-dr, Victoria, 
. 


-— Tmpala (8) . -dr, a $i, 775°, $375 
1,700* (ps); Brookwood (8) 4-dr., , ‘ _ ° 
$1,400* (ps); Brookwood (6) 4-dr., M ee > or Bag) 


$1,275; Bel Air (8) 4-dr. hardtop, $1,- 
385* (ps); Biscayne (8) 2-dr., $1,300*, 
$1,100, $1,055; 4-di., $1,300* (ps), $1,- 
165*, $1,215*; Yeoman (6) 2-dr., $1,- 
150; Delray (6) 2-dr., $1,075, $1,040. 
'57 Bel Air (6) 2-dr, hardtop, $1,235°*; 
Two-ten (8) station wagon 4-dr., $1,- 


MERCURY—’57 Montclair 4-dr. hardtop, 
$1,000* (ps); Voyager 2-dr., $955°, 
$800* 


56 Monterey 2-dr, hardtop, $750* (ps), 
$600* (ps); Custom 4-dr, hardtop, 


(Continued on Page 56, Col, 3) 





WEAVER LIFTS THAT CAN HANDLE ANY CAR! 


SER aR RR ARABIA BMSBI ABA eaweeae 


Famous WEAVER rwin POST’ LIFT 


Has never been obsoleted 
by changes in car design 


The newest and the oldest cars on the road can be 
handled with speed and ease with a Weaver EC-102 
Twin Post Lift. It adjusts to desired wheelbase in 


seconds... 


lifts cars at outer ends of front lower 


control arms for completely relaxed front end sus- 
pension. With a Weaver Twin Post Lift mechanics 
can work faster, more efficiently, service more cars in 
a shorter time. There are no rails to hamper under- 
chassis work. Weaver Twin Post Lifts are available 
for every type of service—four sizes, eight models to 


provide a full range of lifting capacities. Ask us for 


Bulletin AN 457. 

















OLDER MODELS CAN BE MODERNIZED 
Any model Weaver Twin Post Lift, 
regardless of age, can be up-dated to 
handle current model cars with current 
production saddles and adjustable 
adapters, or conversion packages. 
Write us for details, giving lift model 
number and wheelbase capacity. 


Sa Raw ROO Ra RAR eB ee Rea wseaeaaan ew 


New WEAVER swiver 


SINGLE POST FRAME LIFT 


Requires minimum 
space—low in cost 


A combination of compactness and versatility 
at low cost makes the new Weaver Swivel 
Arm Single Post Frame Lift ideal for use by 


most dealers. Because 


its design, any American or foreign car or 
light pick-up truck can be raised at the 
chassis pick-up points recommended by the 


vehicle manufacturer. 


Long-reach, reinforced lifting arms 
swivel from a narrow, one-piece all-welded 
center section of extra-strength solid steel. 
They swing easily to under-chassis lifting 
points. Built-in, movable adapters can be 
adjusted to four height positions. 
attachments are needed. 

Available in both full- or semi-hydraulic 
models. Write us for Bulletin AN 842. 


See the display of Weaver 50th Anniversary 


of the flexibility of 


No 








WEAVER MANUFACTURING COMPANY 
SPRINGFIELD, ILL., U. S. A. 


Division of Dura Corporation 


NE—AND NO ONE BUILDS IT BETTER THAN WEAVER 
SERVICE SHOP 
EQUIPMENT 


50 YEARS SERVING THE AUTOMOTIVE SERVICE INDUSTRY 


Complete Weaver line includes: Twin Post* Lifts « Triple Post Lifts* « Frame Type, Roll-on and Free-Wheel 


gold finished jacks at your jobber’s. 


Single Post Lifts « Unit Lifts « Bumper Jacks « Car Washers « Wheel Alignment Equipment « Headlight 
Testers « Brake Testers « Wheel Balancing Equipment « Jacks e« Wheel Dollies « and Air Compressors. 


(#Registered Trademarks) 
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the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 


(Copyright, 1960, by Automotive News) 


BUICK — LeSabre — 4-dr. sed., $2,870; 
2-dr. sed., $2,756; 4-dr. hardtop, $2,991; 
2-dr. hardtop, $2,915; conv., $3,145; 4-dr. 
2-seat stat. wag., $3,386; 4-dr. 3-seat stat. 
wag., $3,493. Imvicta—4-dr, sed., $3,357; 
4-dr, hardtop, $3,515; 2-dr, hardtop, §$3,- 
447; conv., $3,620; 4-dr. 2-seat stat, wag., 
$3,841; 4-dr. 3-seat stat, wag., $3,948. 
Electra—4-dr. sed., $3,856; 4-dr. hardtop, 
$3,963; 2-dr. hardtop, $3,818. Electra 225 
—4-dr. hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine Drive trans- 
mission standard on Invicta, Electra and 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 
225.) 

CADILLAC—Sixty-Two — 4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan 
de Ville 4-dr, hardtop (flat roof or sloping 
roof), $5,498; Coupe de Ville 2-dr. hardtop, 
$5,252; Eldorado Seville 2-dr, hardtop, 
$7,401; Eldorado Biarritz conv., $7,401. 

-dr. hardtop, $6,233. Seven- 
ty-Five — 8-pass. sed., $9,533; limousine, 
$9,748. Eldorado -dr. hardtop, 
$13,075. (Hydra-Matic, power steering, 
Power brakes standard on all models.) 

Cc —4-dr. sed., §$2,- 
542.42. (Price does not include dealer prep- 
aration charge.) 

CHEVROLET—(Prices are for six-cylin- 
der models. For V-8s, add $107). 
Fleetmaster—4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Biseayne—4-dr. sed., $2,316; 2-dr. 
sed., $2,262; utility sed., $2, 175. Bel Air— 
4-dr. sed., $2,438; 2-dr, sed., $2,384; 4-dr. 
hardtop, $2,554; 2-dr. hardtop, $2,489. Im- 
pala—4-dr. sed., $2,590; 4-dr. hardtop, $2,- 
662; 2-dr. hardtop, $2,597; conv., $2,847. 
Station Wagons—2-dr. 2-seat Brookwood, 
$2,586; 4-dr. 2-seat Brookwood, $2,653; 
4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr, 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
(V-8 standard), $3.872. 


CHRYSLER—Windsor—4-dr. 


Five More Added 
To Dodge List of 


Pioneer Dealers 


DETROIT. — Five additional 45- 
year Dodge dealers have stepped 
forward following publication of a 
story in Automotive News listing 
33 of the original 1914 dealers as 
still active. 

Oliver C. Joseph, Belleville, Ill. 
only original dealer left in the 
state, produced a 1939 Silver Anni- 
versary plaque and a photograph 
of Dodge’s first dealers as evidence 
that he signed in 1914, instead of 
Dec, 11, 1915, 

He started in the auto business 
in O'Fallon, Ill., and later moved 
to Belleville, where he has been 
since 1920. 

A. E. Raymond, Stamm-Ray- 
mond, Inc., Rayne, La., writes: 
“Our company was formed in 1902, 
and signed with Dodge on Sept. 15, 
1914, under the name of Stamm 
Motor Car Co, The name only was 
changed in 1936, but is still owned 
by the same family as in 1914, and 
in the same location.” 

Ralph Bollinger, R, and C. C. Bol- 
linger, Inc., Lakeview, Mich., called 
attention to the omission of his 
firm’s name from the list. The Bol- 
linger dealership signed with Dodge 
Aug. 10, 1914. 

Fred Raubach, Valentine, Neb., 
wrote that to the best of his recol- 
lection, he not only signed the 
Dodge sales agreement in Novem- 
ber, 1914, but sold the 530th car 
produced. 

Although old records show him 
as signing in 1917, Raubach receiv- 
ed a silver anniversary plaque in 
1939, which would put him as being 
a dealer in 1914, He believes his is 
the oldest Dodge dealership in 
Nebraska. 

George A. Welchlin, Welchlin 
Garage, Fairmont, Minn., reports 
that his uncle, Albert, signed with 
Dodge in 1914, operating as the 
A. H. Welchlin Garage. They, too, 
received a 25th anniversary award 
in 1939, establishing their claim to 
being one of the original Dodge 
signees. 


Hughes Heads Assn. 


BUFFALO.—Paul V. Hughes was 
installed as president of the Auto- 
mobile Sales Managers Assn. of 
Buffalo. Other new officers are: 
Vice-president, George A. Farley; 
secretary, Earl L. Palmer, and 
treasurer, Richard J. Izzo. 


sed., $3,- 











194; 4-dr. hardtop, $3,343; 2-dr, hardtop, 


$3,279; conv., $3,623; 4-dr, 2-seat stat. 
wag., $3,733; 4-dr, 3-seat stat. wag., 
$3,814. Saratoga—4-dr. sed., $3, 929; 4-dr. 


hardtop, $4,067; 2-dr, hardtop, $3, 989. 
New Yorker — 4-dr. sed., $4,409; 4-dr. 
hardtop, $4,518; 2-dr. hardtop, $4,461; 


con¥., $4,874.50; 4-dr. 2-seat stat, wag., 
$5,022; 4-dr. 3-seat stat. wag., $5,130.50. 
300-F—2-dr. hardtop, $5,411; conv., $5,- 
841. (TorqueFlite, power steering, power 
brakes standard on Saratoga, New Yorker 


and 300-F.) 

COMET—4-dr. sed., $2,053; 2-dr. sed., 
$1,998; 2-dr. 2-seat stat. wag., $2,310; 4- 
dr, 2-seat stat. wag., $2,365. 


CORVAIR—500 Series—4-dr. sed., $2,- 
038; cpe., $1,984. 700 Series—4-dr, sed., 
$2,103; cpe., $2,049. 

DeSOTO—Fireflite — 4-dr. sed., $3,017; 
4-dr. hardtop, $3,167; 2-dr. hardtop, $3,- 
102. Adventurer—4-dr. sed., $3,579; 4-dr. 
hardtop, $3,727; 2-dr. hardtop, $3,663. | 
(TorqueFlite standard on Adventurer.) 


DODGE—Dart—(Dart prices are for six- 
cylinder models. For V-8s, add $119). Dart 
Fleet Special—4-dr. sed., $2,296; 2-dr. sed., 
$2,245. Dart Seneca—4-dr. sed., $2,330; 
2-dr. sed., $2,278; 4-dr, 2-seat stat, wag., 
$2,695. Dart Pioneer—4-dr. sed., $2,459; 
2-dr. sed., $2,410; 2-dr. hardtop, $2,488; 
4-dr. 2-seat stat. wag., $2,787; 4-dr. 3-seat 
stat. wag., $2,892. Dart Phoenix—4-dr. 
sed., $2,595; 4-dr, hardtop, $2,677; 2-dr. 
hardtop, $2,618; conv., $2,868. Dodge 
Matador V-8 —4-dr. sed., $2,930; 4-dr. 
hardtop, $3,075; 2-dr. hardtop, $2,996; 


730; 2-dr. sed., 


$2,631; 


4-dr, 


hard 


$2,845; 2-dr, hardtop, $2,781, conv., 


077. 
hardtop, $3,394; 
Park Lane — 4-dr. 
hardtop, $3,794; 
Wagons—4-dr. 


Park. 
steering, 
Lane.) 


$2,900; 
$3,034; 


2-dr, sed., 


sed., $3,176; 


hardtop, $4,159; 
conv., $4,362. 





4-dr, 2-seat stat. wag., $3,239; 4-dr. 3-seat 
stat. wag., $3,354. Dodge Polara V-8—4-<dr. 
sed., $3,141; 4-dr, hardtop, $3,275; 2-dr. 
hardtop, $3,196; conv., $3,416; 4-dr, 2-seat 
stat. wag., $3,506; 4-dr, 3-seat stat, wag., 


Biscayne | $3,621 


FALCON—4-dr. sed., $1,974; 2-dr. sed., 
$1,912; 2-dr. 2-seat stat. wag., $2,225; 4- 
dr. 2-seat stat. wag., $2,287. 


FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $113.) Custom 300 
(Fleet)—4-dr. sed., $2,284; 2-dr.. sed., 
$2,230. Fatrlane—4-dr. sed., $2,311; 2-dr. 
sed., $2,257; business 2-dr., $2,170. Fair- 

lane 500—4-dr. sed., $2,388; 2-dr. sed., 
$2,334. Galaxie—4-dr. sed., $2,603; 2-dr. 
sed., $2,549; 4-dr. hardtop, $2,675. Star- 
liner—2-dr. hardtop, $2,610. Sunliner — 
conv., $2,800. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,586; 4-dr. 2-seat 
Ranch Wagon, $2,656; 4-dr. 2-seat Country 
Sedan, $2,752; 4-dr. 3-seat Country Sedan, 
$2,837; 4-dr. 3-seat Country Squire, $2,967. 


Thunderbird—(V-8 standard)—2-dr. hard- 
top, $3,755; conv., $4,222. 
IMPERIAL—Custom—4-dr. sed., $5,029; 


4-dr. hardtop, $5,029; 2-dr, hardtop, $4,- 
922.50. Crown — 4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr, hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
318; 4-dr. hardtop, $6,318. (TorqueFlite, 
power steering, power brakes standard on 
all models.) 


LINCOLN—Lincoln—4-dr. sed., 
4-dr. hardtop, $5,441; 2-dr, hardtop, 
253. Premiere—4-dr. sed., $5,945; 
hardtop, $5,945; 2-dr. hardtop, 
Continental—4-dr. sed., $6,845.30; 4-dr. 
hardtop, $6,845.30; 2-dr. hardtop, $6,- 
598.30; conv., $7,056.20; town car, $9,208; 
limousine, $10,230. (Automatic transmis- 
sion, power steering, power brakes, radio, 
heater standard on all models.) 


MERCURY—Monterey—4-dr. 


$5,441; 

$5.- 
4-dr. 
$5,698. 


sed., $2,- 


Truck 


Montclair—4-dr. 


2-dr. 


conv., 


dr. 


sed., $3,280; 
hardtop, 

hardtop, $3,858; 2-dr. 
$4,018. 
2-seat Commuter, 
4-dr. 2-seat Colony Park, $3,837. (Mere-O- 
Matic standard on Montclair and Colony 
Dual range Merc-O-Matic, 
power brakes 


OLDSMOBILE—Series 88 -— 4-<r. 
$2,835; 
2-dr, hardtop, $2,956; conv., 
284; 4-dr, 2-seat stat, wag., $3,363; 4-dr. 
3-seat stat. wag., $3,471. Super 88—4-dr. 
4-dr. hardtop, 
| hardtop, $3,325; conv., 
| stat. wag., $3,665; 4-dr. 3-seat stat. 
$3,773. Series 98—4-dr. sed., 
2- 
(Hydra-Matic, power steer- 
ing, power brakes standard on Series 98.) 

PLYMOUTH — (On six-cylinder models, 
add $119 for a V-8 engine.) Fleet Special 427. Super Six—4-dr. 


New Commercial-Car Registrations, 
28 States for February, 1960-1959 


istrations by states are 


4-dr, 


$3, 
Sta’ 


$3,402; 2-dr. 


released weekly, as compiled 


by R. L. Polk representatives in 
state capitals. 


15 States Previously Reported 


For Fe 
Alaska 


bruary 


Colorado 
Connecticut 
Delaware 
Florida 
Hawaii 
Idaho 
Illinois 
Minnesota 
New Jersey 
Ohio 
Pennsylvania 
Tennessee 
28 States Reported 


To Date for February 


Year 
To Date 


4-dr. 


$3,127; 


power 
standard on Park 


sed., 
hardtop, 


top, 
$3,- 


331. 


tion 


2-dr. 
| 2-dr, 


047; 


$3. | $3,331: 


$3,592; 4-dr, 2-seat | seq., 
wag..| stat. wag., 

$3,887; 4-dr. | ; $ 

hardtop, $4,083; sed., $1,929; 





sed., 


sed., 
hardtop, 


2-dr. 
4-dr, sed., 
hardtop, $3,136. Bonneville—4-dr. 
2-dr. 
476; 4-dr, 2-seat stat, wag., $3,530, 


RAMBLER — American Deluxe — 4-dr. | 
$1,844; 2-dr. sed., $1,795; 2-dr. 2-seat 
$2,020. American Super—4-dr. 
sed., 
2-seat stat. wag., $2,105. American Custom 
| —4-dr. sed., $2,059; 2-dr. sed., $2,010; 2-dr. 
2-seat stat. wag., $2,235. Deluxe Six—4-dr. 
2-seat stat. wag., §$2,- 
$2,268; 


$2,098; 


$2,260. Belvedere 
2-dr. sed., 
Fury Six—4-dr. sed., $2,575; 
top, $2,656; 2-dr. hardtop, $2,599. Station 
Wagon Six—2-dr. 2-seat Deluxe Suburban, 
$2,602; 4-dr. 2-seat Deluxe Suburban, §2,- 
668; 4-dr. 2-seat Custom Suburban, §2,761. 
Plymouth V-8 (On the following models, a 
V-8 engine is standard and a six-cylinder 
engine is not available.—Fury V-8—conv., 
$2,967. Station Wagon V-8—4-dr. 
Custom Suburban, 
Sport Suburban, $3,024; 4-dr. 3-seat Sport 
Suburban, $3,134. 


PONTIAC—Catalina—4-dr. 
$2,631; 4-dr, hardtop, 
$2,766; conv., 
2-seat stat. wag., $3,099; 4-dr, 3-seat stat. 
wag., $3,207. Ventura—4-dr. hardtop, §3,- 
hardtop, $2,971. 


$2,389; 


Six—4-dr. sed., $2,277; 2-dr. sed., $2,227. 
Savoy Six—4-dr. sed., 


$2,310; 2-dr. sed., 


$2,990; 


Six—4-dr. sed., 
2-dr. 


hard 


4-dr, 


sed., 


top, 


3-seat 
2-seat 


$2,702; 
$2,842; 
3,078; 4-dr. 


Star Chief— 


$3,003; 2-dr. sed., $2,932; 4-dr. 


ha 


4-d 


2- 


rdtop, 


dr. 


r. 


$3,255; 


sed., 


$1, 


hardtop, 


conv., $3,- 


2-dr. 


880; 


4-dr. 


$2,439; 
$2,461. 
4-dr. hard- 


2-seat stat. wag., $2,562; 4-dr, 3-seat stat. 
wag., $2,687. Custom Six—4-dr. sed., $2,- 
383; 4-dr. hardtop, $2,458; 4-dr. 2-seat 
stat. wag., $2,677; 4-dr, 3-seat stat, wag., 
$2,802. Rebel Super V-8—4-dr. sed., $2,- 
387; 4-dr, 2-seat stat. wag., $2,681; 4-dr. 
3-seat stat. wag., $2,806. "Rebel Custom 
V-8 — 4-dr. sed., $2,502; 4-dr. hardtop, 
$2,577; 4-dr. 2-seat stat. wag., $2,796; 
4-dr. 3-seat stat. wag., $2,921. Ambassa- 
dor Super V-8—4-dr. sed., $2,587; 4-dr. 
2-seat stat. wag., $2,881; 4-dr. 3-seat stat. 
wag., $3,006. Ambassador Custom V 8— 
4-dr, sed., $2,732; 4-dr, hardtop, $2,822; 
4-dr. 2-seat stat. wag., $3,026; 4-dr, 2-seat 
hardtop stat. .wag., $3,116; 4-dr, 3-seat 
stat, wag., $3,151. 

STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
stat. wag., $2,366; 4-dr. 2-seat stat, wag., 
$2,441. Lark Deluxe V-8—4-dr. sed., $2,- 
181; 2-dr. sed., $2,111; 2-dr,. 2-seat stat. 
wag., $2,501; 4-dr, 2-seat stat, wag., $2.- 
576. Lark Regal Six—4-dr. sed., $2,196; 
2-dr. hardtop, $2,296; conv., $2,621; 4-dr. 
2-seat stat. wag., $2,591. Lark Regal V-8 
—4-dr, sed., $2,331; 2-dr, hardtop, $2,431; 
conv., $2,756; 4-dr. 2-seat stat. wag., 
$2,726. Hawk V-8—5-passenger sport cpe., 
$2,650. 

VALIANT — V-100 — 4-dr. sed., $2,053; 
4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seat 
stat. wag., $2,488. V-200—4-dr. sed., $2,- 
130; 4-dr. 2-seat stat. wag., $2,443; 4-dr. 
3-seat stat. wag., $2,566. 
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Compiled from official state records. Liability cannot be assumed for inaccuracies. Report remains property cf R. L. Polk & Co. May not be 


copied or sold. 








New Passenger-Car Registrations, 34 States for February, 1960-1959 
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Colorado 60) 302) 58 16 23 «224 288 609; 1062 20 149-1231 184 115; 1280 250 292| 2121 96' 399| 4758 
'S9 249| 35 i 24 113 204 387| 1053 aa| 19 133] 1249 142 100; 1317} 261 a, 2067 109} 506} 4567 
Connecticut "60/ 512 110 22 36 328 662; 1158) 1309 44 209; 1562 210; —«172;~=C«W438 312 355| 2487 138, 851! + 6708 
'59 445 77 16 45 103 320 561| 1367 4l 38 168} 1614 226] 117 ~—«1347 347| 368) +2405 180} 860) 6065 
Florida "60/ 940 184 69| 58; 538) I10l| 1950, 3911 | 136 379| 4426 664, 662) «5879 864 852) 8921 285; 3016, 19538 
'59 652 103 50) 73 238 695} 1159} 3506 112 127 328| 4073 683} 675} 4066 873 699} 699% 253| 3054) 16187 
i a a 
'59 38 7 | 21 107 145 251 
Lousiana "60 347 68 13 34) 266] S281 662) 2124 | ee 181} 2318; 304 141, 2403, 492) ~—«525| 3865) 89; 886, 8167 
'59| 195 49 13 23 77 223 385| 1791 48 31 153} 2023 305 152! 1940 479 456| 3332) +116 545| 6596 
wah a a 
'59 112 4 1 6 | 62 
Maryland "60/ 485; «116 49 512; 821; +1518) 2019 2I 158; 2198 254, 184, 2562 358 496; 3854) +122) «=779| += 8956 
59 | 329 65 | 60 164 569| 875) _—_—*1908 48 20 145} 2121 254; 160] _—-2078 382 364 3238} ‘167 967| 7697 
Minnesota 60) 804; «143 32 72; 635s «B19{ 1701) 2620 | 43 389| 3052) +571|  300| 2780; 809| 730) 5190 237, 581| 11565 
'59| 477| 79 i 73 208 466 837|. 2197 104 45 221| 2567 482| 206} 2261| —612|_—509| +4070) ~—s177 332| 8460 
Nevada "60 67 TY 8| 3] 33; +50) 105; 185) 20) 48 253; 34) 31 191 55| 69 380 49 130 984 
'59| 45 18| 10| 8 22! 58 116] 229 t6| 13 38 296 40/ 44 180 55 65 384 19 294| «1154 
New Jersey 60) 1280; 524, + 122 204, 1214) ~=«1857| ~—«3921| 4269) | 125 567| 4961; 826, 672) 4956! 1149| 1256) 8859 398| 1705) | 21124 
'59| 876| —_229/ 83 162 311} 868} «1653; 3396] S139 132 422\ _ 4089) es 640| 3678] 1065} _—«-1130|_—7212 453| _1879| 16162 
Rewwenco SB Bahl LSS) ela 
‘59 55 | 4 6 09 | | 1651 
North Carolina "60| 331 | ‘87 16 29, 302) = 455 889| 2297) . 18| 154) 2469-363 144-2058 337| 436| 3338 123 675| 7825 
ce ‘59 282 60! 10 54 115] 421 660 = 82 25| __='t71|_—-2686| 374 163) 1664 431 535} _3167|__—‘150 868| 7813 
Ohio "60/ 1549 339) 64{—«187|—S«:1986| 2375] 4951 s|_ an a3 104) 1023) 8660) 1448) 711| 7641 | 1766|  2008| 13574;  487| 1722| 30943 
'59| 1341 225| 78] = 215 679} 1293] 2490 W382 298 I 854| 8655| 1495 726| 6589} _1951| 1970] _12731| 771} __—*1895|_ 27883 
Pennsylvania "60 2099 556 100 wl 2401| 2642) 5983) 5496) | 798| 6406) 1190 804] 6805| 1425] 1609} 11833; 676)  1993| 28990 
'59 1392] 305 80 248 617| 1560} 2810) ~—4643|_—239/ 147 | _ 680) 5709} _—*1107)_~—745| 5582] 1368) —*1383) 10185 678| _1796| 22570 
South Carolina "60/ 214 39 i 14 212 288 559| 1269 | 6 84 1359 193 67| 1275 192 299| 2026 49| «484, ~=«4691 
'59| 164] 8] 7 18 48| 158] —-249|_—«g94 29 14 85} 1022} _—*18! 63 836 193] 236} ‘1509 93] 458] 3495 
South Dakota "60 124] 19 ay: a 7 114 244 «486 | 7 65 558| 65 16 453 102 los * 20 7 | 1760 
59 99! 26 1 33 6 153 567 40 6 4 656 95 6 511 5 
Tennessee 60) “324, ~—«#3 15 29 31 298 706| 1858 | 29 165) 2052) ~=S«321/ ~—Ss«128/~=S«1991| += 425) += 425) +~=—«3290 108 542| 7022 
'59 278 . 14 40/82] _~—«-208 385| 1795] 78| 24| 158} 2055} 363]_~—sNS| ~— 1695] ~—437|_— 495] ~— 3105] ~—s'NS| 394] 6332 
Vermont ‘a 34) 23s iz q ~ 53 73| 70) i ot 5| mC a 5; 69 6| 14) 106) a ° 335 
5 26| 6 21 32 64 5 2 10] 8I 9 5 57 6 9 86 Se gg cae 
Virginia 60) ~443/——«1:26 60! 488/853) —«1547| «2372 | “40|~—«-258| «2670 :~=S 402! ~=«193/ +=2502/ += 456) + 532) 4085) 182) 1232| 10159 
59] 360/67 12 70 157/559} ~—- 865] —-2130 82 41] 218]_—2471|, 358) _——*467 = 421] 518| 3449] ~—s59] 1018} ~—-8322 
West Virginia "60 177 43 | 18 185 321 575| 679 i 108 798 162 47 178 171) 1363 57 187) 3157 
'59 90 19 4 17 61 154] 255} ~— 640], = 33] Sst] S95] ~— 780} ~—s38]_ 54 _ ol _ 166 173| _ 1132 80} 191) 2528 
Wiser aL Smt Bell] all] eels] Peel tS 
" 6 237 2737 563 26 24 46 
34 States Reported ‘60 13424-2989! 647/—*1334/ 12031! 16062] 33063/” 49077 | | 5965| 55940| 8968) 5431/ 55548| 11585! 12673| 94205! 3846 18827) 219305 
To Date for February '59 9894| 1774 522| 1390/3768] 9794) _—‘:17248| 45744] 1802 10 5027} 53603} 8827} 5172] 46168] 11714] 11772) $3653| 4389/1! 18561| 187348 
Year "60 40065/ 6465/2103) ~—«-3565| 32117) 43008) 89258) 151731 | 3 a4 17786) 172751| 27989| 16419 158204) 35366| 37336) 275314) 11780| 60253) 649421 
To Date 59] 30956] 6173) 2057) 4673) _—‘:13657) 36418] 62978] 142428] 5418 3560 16172| 167578] 30486! 17133] 152990} 39863] _37281| 277753] 13810] 55024] 608099 


Compiled from official state records. a" cannot be assumed for inaccuracies. 


totals, Falcon in Ford and Valiant in Plymo 

















Report remains property of R. L. Polk & Co, May not be copied or sold. Corvair included in Chevrolet 
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eres how to make more protit 


ON EVERY SALE! Show your prospect for a General 
Motors car the shaded band in that 


E-Z-Eye Safety Plate Glass windshield. Tell her that it’s scien- 
tifically designed to shield her eyes from sun glare. E-Z-Eye 
gives her a more relaxing, squint-free ride. 


EE: Z: Eye is easy to demonstrate 





| In sunlight, roll a window part-way down. Explain that in some models the E-Z-Eye Send today for your free breast-pocket 
Ask your prospect to hold his hand half- rear window has a band of almost in- folder that’s full of E-Z-Eye sales points. 
way in the opening. Above the glass, his visible mineral:..coating that rejects 75% Dept. 5640, Libbey-Owens:‘Ford Glass 
hand feels warm; below, it’s cooler. of the hot sunrays. Keeps back seat cooler. Co., 811 Madison Ave., Toledo 3, Ohio. 
| Bind 
ene ‘si =~’ 7 i= i —pgeeeeng | i ‘ j A= Cs a ow 
| E-Z-EVYE SAFETY '°: PLATIE GLASS 
\ J 
-\-- 


LIBBEY* OWENS-FORD a Gneat Name in Glass Toledo 3, Ohio 











the new MARK IV air conditioner 
fits smoothly, works beautifully, 
sells profitably. 


And the opportunity isn’t limited 

to COMET ET dealers. We can fit 
almost every make and model. 
to on our generous warranty to 
backed by what we believe to be the 


service organization in the industry. We have over 
y not get aboard? Check the Yellow Pages 


2000 utes in 48 ates, Why not et aboard? Check the 
MARK 


(MARK I JOHN E. MITCHELL COMPANY 


3800 COMMERCE 


IV DIVISION 


DALLAS, TEXAS 











es we ie bs tee Ou THE 
WIGGLE & B Ounce 





INCLINE POSITION 
settings by..... 


For full details write: B & B MFG. CO. 
M. K. Keller, Box 816, Sioux City, lowa. 
(Salesmen wanted to demonstrate and sell this 
revolutionary new invention.)" 


IMPORTED CAR DEALERS 
Join Your Own Automobile Association 
which will provide you with the following: 


1. Sales clinics. 
2. Advertising aids for: 
Classified, radio, TV. 


3. Service and maintenance tips. 


4. Medical program. 


Send $1.00 for 












appearance to our lot, th 
writes Joseph Trivoli o 





Carports.” For more details, see 


THE ONLY 
SUCCESSFUL 
METHOD 
SINCE 
TUBELESS 
TIRES 


For A Smooru Rive From 10 10 100 MPH. 





1347 North 
Los Angeles 





ADVERTISEMENT 


“OQUR CHILDERS CARPORTS NOT ONLY GIVE A PLEASING and neat 
also allow more effective lighting at lower cost,” 

Trivoli Lincoln-Mercury, 5 

notice an increase in people looking at our cars since we installed Childers 





+»-NOT 


Ss “wheel balancing” 





5. Labor legislation service. 
6. Newsletter. 


7. Distributor-factory assistance. 
8. Financing program information. 
rovocative report. 
“The Future of The imported Car Business.” 
NATIONAL IMPORTED 
CAR DEALERS’ ASSN. 





Avenue 
8, Califernia 
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Used-Car Auction Prices 





(Continued from Page 53) 


$600°. 
OLDSMOBILE—’ 60 
$3,250* (ps). 
’55 (88) Super 4-dr., $590*, $550*, $440*; 
(98) 2-dr, Holiday, $575* (ps), $500*° 
(ps). 
PLYMOUTH—’'59 Savoy (6) 2-dr., $1,455* 
(ps). 
‘57 Belvedere (8) 4-dr, hardtop, $935*, 
$900*; Savoy (8) 2-dr., $620*; Savoy 
(6) 4-dr., $550. 

‘56 Suburban (8) 4-dr., $650*; Savoy (8) 
2-dr. hardtop, $505*; 4-dr., $405°. 
PONTIAC—’59 Catalina conv., $2,175* 

(ps), $2,125* (ps), 
*56 Star Chief 2-dr. Catalina, $710* (ps). 
RAMBLER—’56 Custom Cross Country 4- 
dr., $900*. 
WILLYS—’53 Ace 2-dr., $100. 
MISCELLANEOUS—’54 Chevrolet (6) %- 
ton pickup, $410. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
March 28. Prices were stimulated on the 
real sharpies. Old stuff and 1955 models 
softened up in price, Sold 128 cars from 
148 consignments. 


(98) 4-dr. Holiday, 


BUICK—’59 LeSabre 4-dr. hardtop, §$2,- 
250° (ps). 

‘567 Special conv., $1,150* (ps); Century 
4-dr., $885°*. 

"56 Special 4-dr. Riviera, $785*; 2-dr. 
Riviera, $770*; conv., $600°; Super 
4-dr. Riviera, $695* (ps). 

‘55 Special 2-dr., $370. 

CADILLAC—'59 de Ville 2-dr. hardtop, 
$3,800* (ps). 

‘58 (62) 2-dr, hardtop, $2,800* (ps). 
‘56 (62) 2-dr. hardtop, $1,500* (ps). 
CHEVROLET—’60 Impala (8) sport coupe, 

$2,590° (ps). 

'659 Kingswood (8) 4-dr., $2,080*° (ps); 
Impala (8) 2-dr., $2,010*; Biscayne 
(6) 2-dr., $1,400. 

'68 Bel Air (8) 4-dr., $1,325* (ps); Bis- 
cayne (8) 2-dr., $1,250°; 4-dr., $1- 
225°; Biscayne (6) 4-dr., $1,200*; 
2-dr., $1,175*. 

'67 Bel Air (8) 2-dr., $1,275*, $1,175*; 
4-dr., $1,200*; conv., $1,040*; Two- 
ten (6) 4-dr., $1,150; Two-ten (8) 
4-dr., $1,000%; One-fifty (6) 2-dr., 
$900; station wagon, $890. 

"56 Bel Air (8) 4-dr., §880°, $660*; 
sport coupe, $680°; One-fifty (6) 2-dr., 
$650; 4-dr., $470. 


(ps). 
$870°*; 


(6) 4-dr., 


‘59 Chevrolet El 


CHRYSLER—'58 NY 4-dr., $1,500° (ps). 

‘655 Windsor 4-dr., $430. 

DeSOTO — '57 Firesweep 4-dr. hardtop, 
$1,010* (ps). 
DODGE—'59 Coronet (8) 2-dr., $1,570°*. 

‘57 Coronet (6) 4-dr., $650°. 

‘55 Royal (8) 2-dr. hardtop, $430°. 

FORD — '59 Galaxie (8) 2-dr., $2,030*, 
$1,940°; Fairlane 500 (8) 4-dr., §$1,- 
600°. . 

‘58 Country Sedan (8) 4-dr., $1,425*° 
(ps), $1,360*, $1,300*; Fairlane 2-dr. 
Victoria, $1,340*; Custom 300 (8) 4- 
r., $1,275*; 2-dr., $1,000°. 

‘57 Country Squire (8) 4-dr., $1,350° 
(ps), $1,025*; Fairlane 500 (8) conv., 
$1,200; 4-dr. Victoria, $935° (ps); 
Custom 300 (8) 4-dr., $890*°; Fairlane 
(8) 4-dr., $775°*. 

'56 Fairlane (8) Crown Victoria, $850* 
(ps); conv., $830* (ps); 2-dr. Victoria, 

$820°, $710° (ps); 2-dr., $720°: 
Country Sedan (8) 4-dr., $775*, $770*, 
$700*; Custom (8) 2-dr., $650°; 4-dr., 
$610; Custom (6) 2-dr., $500°. 
LINCOLN—’'58 Capri 4-dr., §$2,100* (ps). 
MERCURY—'56 Montclair 4-dr., $850°*. 
‘55 Monterey 2-dr, hardtop, $430*. 
OLDSMOBILE—'58 (88) Super 4-dr. Holi- 
day, $1,750* (ps). 

‘56 (98) 2-dr. Holiday, $605* 

PLYMOUTH—'57 Savoy (6) 2-dr., 
Belvedere ~(6) 4-dr., $790*. 

‘55 Belvedere (6) 4-dr., $550° (ps); 
conv., $420; Belvedere (6) Suburban, 
$500*; Plaza (6) 4-dr., 

PONTIAC—'59 Catalina conv., 
STUDEBAKER—’'55 Champion 
$370. 
MISCELLANEOUS — 
Camino, $1,230. 
MASON CITY, IA. 
Central States Auto Auction, Sale every 
Thursday. Prices are for sale of March 31. 
Another hot sale! Market firm and a lot 
of action—every sharp car in the sale was 
traded—could have sold another 100, Sold 
80 percent of 158 consignments. 
BUICK—’57 Special 4-dr. Riviera, $780°. 
CADILLAC—'58 (62) Coupe de Ville, $2,- 


870° (ps); Sedan de Ville, $2,750* 
(ps); conv., $2,730° (ps). 
‘56 (62) 4-dr., $1,310° (ps). 
CHEVROLET—'59 Bel Air (8) 4-dr., $1,- 
700°, $1,550; Bel Air (6) 4-dr., §$1,- 
575, $1,500; Biscayne (6) 2-dr., $1,510. 
‘58 Brookwood (8) 4-dr., $1,390* (ps); 
Biscayne (8) 2-dr., $1,175*, $1,120°; 
4-dr., $1,150, $1,100; Biscayne (6) 
4-dr., $1,150, $1,100, $1,025. 
'S7 Bel Air (8) 4-dr., $1,035. 
CHRYSLER—'58 NY 4-dr., $1,390° (ps). 


DODGE—'60 Dart (8) 4-dr., $2,335° (ps). 
‘ST Sierra (8) 4-dr., $945° (ps). 
‘65 Custom Royal 2-dr. hardtop, $800* 


(ps); Coronet (8) 2-dr., $500. 

FORD—'60 Galaxie (8) 4-dr. Victoria, $2,- 
430° (ps); Fairlane 500 (8) 4-dr., 
$2,105°. 

‘59 Galaxie (8) conv., $2,120*; Custom 
300 (8) 4-dr., $1,575*, $1,485°, 

‘58 Fairlane 500 (8) 2-dr. Victoria, 
$1,225*; Custom 300 (8) 4-dr., $1,175; 
Country Sedan (8) 4-dr., $1,155°; 
Ranch Wagon (8) 2-dr., $1,090°, 
$980°. 

'S7 Fairlane 500 (8) conv., $1,175* (ps); 
Fairlane (8) 4-dr., $980°; 2-dr., $945°; 
Custom 300 (8) 2-dr., $775*, $770*, 
$670*; Ranch Wagon (8) 2-dr., $765°. 

‘56 Country Sedan (6) 4-dr., $765; 
Ranch Wagon (6) 2-dr., $685; Fairlane 
(8) 4-dr., $660° (ps) 

'55 Country Squire (8) 4-dr., $775*; 
Country Sedan (8) 4-dr., $590; Custom 
(8) 4-dr., $535*, $490°. 

MERCURY—'59 Park Lane 4-dr, hardtop, 
$2,375* (ps). 

‘6S Park Lane 4-dr, hardtop, $1,500° 
(ps). 


'S7 Commuter 4-dr., $1,150°. 
‘56 Monterey station wagon 4-dr, (8 
pass.), $805°. 
‘55 Monterey 2-dr., $650 
OLDSMOBILE—’58 (88) Genet 4-dr., $1,- 
710° (ps). 








’57 (88) 2-dr, Holiday, $1,050*, 
"56 (88) Super 2-dr. Holiday, $870* (ps). 
PLYMOUTH—’58 Belvedere (8) 4-dr., $1,- 
eee (ps); Savoy (8) 4-dr., $1, "100°, 


’S7 Savoy (8) 4-dr., $770*; 2-dr., $725*. 

'56 Plaza (6) 2-dr., $460. 
PONTIAC—’59 Catalina 2-dr., $1,600*. 

’56 Chiefta'n 2-dr, Catalina, $650*. 
RAMBLER—’60 Super (6) 4-dr., $1,450. 
wes gees Commander (8) 4-dr., 


ARMONK, N. Y. 


Banksville Auto Auction, Sale every 
Tuesday. Prices are for sale of March 29. 
This week’s consignments well above aver- 
age. All makes and models to choose from. 
Buying was spotty with buyers paying top 
dollar for the clean ones, Off cars found 
no market. 

Sa, Special Estate Wagon, §$1,- 

'57 Special 2-dr. Riviera, $890*, 

‘56 Special 4-dr,. Riviera, $750* (ps). 

‘55 Super 2- om Riviera, $575* (ps); 4- 

dr., $450° (ps). 
CADILLAC—'58 (62) 4-dr. hardtop, §2,- 
530* (ps). 

’55 Eldorado conv., $1,375* (ps). 

OHEVROLET—’60 Corvair (6) 4-dr., $1,- 


875°. 
58 Biscayne (8) 4-dr., $1,175*, $1,140*, 
$1,135*; 


$1,125*. 
’57 Bel Air (6) sport coupe, 
Two-ten (8) station wagon, $1.125*; 
Two-ten (6) 2-dr., $900*. 
*55 Bel Air (6) 4-dr., $540; Two-ten (6) 
2-dr., $475*. 
OHRYSLER—’56 Windsor 4-dr., $650* 


(ps). 
’55 NY 2-dr. hardtop, $630* (ps), 
DeSOTO—’55 Firedome 2-dr. hardtop, 


$475°. 
'53 Firedome 4-dr., $185* (ps). 
(8) 


DODGE—’56 Custom Royal 
$605°. 

‘55 Custom Royal (8) conv., $475* (ps). 

FORD—’59 Fairlane 500 (8) 2-dr. Victoria, 
$1,775* (ps). 

‘57 Country Sedan (8) 4-dr., $975* (ps). 

’56 Country Squire (8) 4-dr., $975*. 

‘65 Fairlane (8) Crown Victoria, $605* 
(ps); Fairlane (6) 2-dr, Victoria, 
$530*, $410°; conv., $485*; Country 
Sedan (6) 4-dr., $585*; Custom (8) 2- 


dr., $450. 
MERCURY—’58 Standard 4-dr., $805*. 
‘56 Montclair 4-dr, hardtop, $575* (ps). 
’55 Monterey 4-dr., $445*; 2-dr, hardtop, 


conv., 


$415. 

OLDSMOBILE—’57 (98) 4-dr. ‘Holiday, 
$1,310* (ps); 2-dr. Holiday, $1,250* 
(ps). 


’56 (88) 4-dr. Holiday, $735* (ps), $725* 
(ps); (88) Super 4-dr., $585* (ps), 
‘55 (88) 2-dr. Holiday, $425* (ps). 
PLYMOUTH—’59 Savoy (6) 4-dr., $1,000. 
'56 Belvedere (6) 4-dr, hardtop, $570°*; 
conv., $525; 4-dr., $515°. 


PONTIAO—’'57 Star Chief 4-dr., $790* 
(ps); Chieftain 2-dr., $625*, 

"56 Star Chief 4-dr. Catalina, $640* 

(ps); Chieftain 2-dr, Catalina, $550*. 

‘55 Chieftain Safari 4-dr., $610* (ps); 

2-dr. Catalina, $430° (ps); 2-dr.,. 


$235°. 
VALIANT—’60 Valiant 4-dr., $1,825. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of March 29. 


BUICK—’58 Special 2-dr. Riviera, $1,270* 
(ps). 

55 Century 2-dr. Riviera, $465*; 
2-dr. Riviera, $390°*. 
CADILLAC—’60 (62) 4-dr. 
650° (ps). 

‘59 (62) 2-dr., $3,825° 
(ps). 
’58 (62) Sedan de Ville, $2,675* (ps); 2- 
dr. hardtop, $2,540* (ps). 
‘57 (62) Sedan de Ville, $1,960* (ps). 
"56 (62) 4-dr., $1,025* (ps). 


Special 
$4,- 
$3,525° 


hardtop, 
(ps), 


CHEVROLET—'60 Corvair (6) 2-dr., $1,- 
765; 4-dr., $1,700. 

"59 Corvette (8) conv., $2,830; Impala 
(8) sport coupe, $2,100*, $1,825* (ps); 
sport sedan, $2,050* (ps); 4-dr., $1,- 
975* (ps); Bel Air (8) 4-dr, hardtop, 
$1,950* (ps); 4-dr., $1,850*, $1,750°, 
$1,700* (ps), $1,690* (ps), $1,655* 
(ps), $1,400*%; Brookwood (8) 4-dr., 
1 


$1,500. 
'58 Biscayne (6) 4-dr., $870; Delray (6) 
2-dr., $825; Yeoman (6) 2-dr., $760. 
'ST Two-ten (8) sport coupe, $950, $825. 
‘56 Bel Air (8) 2-dr., $675*, $660*; Two- 
ten (8) 2-dr., $615*, 
FORD—'59 Galaxie (8) 4-dr. Victoria, §2,- 


150* (ps); conv., $1,865* (ps); 4-dr., 
$1,860° (ps), $1, ‘800° (ps); 2-dr. Vic- 
toria, $1,665*, $1,635°; Fairlane (8) 4- 


dr., $1,900° (ps); 2-dr., $1,450°, $1,- 
350°; Fairlane (6) 4-dr., $1,330° (ps). 
'S8 Fairlane (8) 4-dr., $1,300* (ps); 2- 


dr., $950°; Fairlane 500 (8) 4-dr., 
$1,190° (ps), $1,050° (ps). 
‘ST Country Sedan (8) 4-dr., _ 315° 
(ps); Fairlane (8) 4-dr., $790 
'56 Fairlane (6) conv., $640° ons Main 
(6) 4-dr., $480, 


‘5S Ranch Wagon (8) 2-dr., $515*, 
NASH—'55 Ambassador (8) 2-dr. hardtop, 


$565*. 
OLDSMOBILE— 57 (88) Super 4-dr., $1,- 
18 8) 2-dr, Holiday, $580° (ps); 4-dr., 
65° 
PLYMOUTH—'60 Fury (8) 2-dr. hardtop, 


$2,425* (ps), $2,400* (ps); Belvedere 
(8) 4-dr., $2,165°, 

‘59 Fury (8) 2-dr. hardtop, $1,825*; 4- 
dr. hardtop, $1,610*° (ps); Savoy (8) 
4-dr., $1,250°. ’ 

'57 Plaza (8) 2-dr., $685*. 

'56 Suburban (6) 2-dr., $525; Plaza (8) 

4-dr., $510*. 

‘8b Plaza (6) 4-dr., $315°. 

PONTIAC—’'60 Bonneville 4-dr. Vista, §2,- 
950* (ps). 
'S7 Star Chief Safari 4-dr., $1,350* (ps); 


Chieftain 2-dr. Catalina, $870*. 
‘656 Star Chief 4-dr. Catalina, $815* (ps). 
RAMBLER—'59 American (6) 2-dr., $1,- 
100, $1,000. 
‘56 Custom 4-dr., §700; Super Cross 
Country, $425°. 
MISCELLANEOUS—’'55 Ford pickup, $450. 
DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of March 30. 
BUICK—’59 LeSabre 2-dr. hardtop, §2,- 





160°. 

’58 Special 4-ir., $1,270*. 

"57 Special conv., $1,200%; RM 4-dr., 
$1,185*; Century 4-dr., $1,030*. 

"56 Special 2-dr, Riviera, $580*, $555*. 

’55 Special 4-dr. Riviera, $535*, $460°; 
2-dr, Riviera, $325*. 

CADILLAC—’60 (62) 4-dr. hardtop, $4,- 
480* (ps). 

’58 (62) 2-dr, hardtop, $2,580* (ps). 
"57 (62) Sedan de Ville, $2,010*, $1,- 
925* (ps). 

OHEVROLET—’59 Brookwood (8) 4-dr., 
$1,860* (ps); Brookwood (6) 4-dr., 
$1,660*; Bel Air (8) 4-dr, hardtop, 
$1,820*; 4-dr., $1,765*, $1,600*, $1,600* 
(ps); Parkwood (8) 4-dr., $1, 690; Bis- 
cayne (6) 4-dr., $1,400. 

"58 Bel Air (8) 4-dr., $1,425*%; Yeoman 


(6) 2-dr., 
$1,225*; Biscayne 
2-dr., $990. 

'57 Bel Air (8) station wagon 4-dr., 
$1,400*; Two-ten (8) station wagon 
4-dr. (9 pass.), $1,140; 2-dr., $825; 
— (6) 4-dr., $1,020 (ps); 2-dr., 


’56 Two-ten (6) 2-dr., $640*; station 
wagon 4-dr., $620; 4-dr., $615; Two- 
ten (8) 2-dr., $555*. 

"55 Bel Air (8) 4-dr., $580*, $565*; 2-dr., 
$555*; Bel Air (6) 2-dr., $480*. 
CHRYSLER—’58 Windsor 4-dr., $1,240*. 
57 NY 2-dr. hardtop, $1,425* (ps); 


4-dr., $1,350*. 
56 NY 2-dr., $890*; Windsor 4-dr., 
7 a 2-dr. hardtop, $595*; 4-dr., $550* 


$840°*. 
DeSOTO__’'58 Fireflite 2-dr., $1,400* (ps). 
'57 Fireflite. 2-dr., $980* (ps). 


DODGE—’ 57 Coronet ”, Lr dr., $875* (ps); 


$1,290; Delray (6) 2-dr., 
(6) 4-dr., $1,200; 


4-dr., $840*, $800*, 
"55 Coronet (8) dentate ‘iti, $375*. 
EDSEL—’59 Corsair 4-dr. hardtop, $1,- 


575* (ps); 2-dr. hardtop, $1,455* (ps). 
FORD—’60 Galaxie (8) Starliner, $2,400*, 


$2,350*; Falcon (6) 4-dr., $1,890* 
‘59 Galaxie (8) conv., $2,230* (ps); 2- 
dr, Victoria, $2,150* (ps), $1,825*, 


$1,820*; 4-dr, Victoria, $1,860*; Fair- 
lane 500 (8) 4-dr., $1,765* (ps); 2-dr. 
Victoria, $1,740*, $1,710* (ps); 2-dr., 
$1,700*; Fairlane (8) 4-dr., $1,685*; 
2-dr., $1,540*; Country Sedan (8) 4- 
dr., 1,685; Custom 300 (8) 4-dr., 


$1,500*. 
‘58 Fairlane 500 (8) 4-dr. Victoria, 
$1,220*; Fairlane 


$1,635* (ps); 4-dr., 

(8) 4-dr., $1,070*; Country Sedan (8) 
4-dr, (9 pass.), $1,490* (ps), $1,400* 
(ps); 4-dr., $1,400* (ps), $1,385*; Cus- 
tom 300 (8) 2-dr., $900*. 

‘57 Fairlane 500 (8) 2-dr, Victoria, $1,- 
065*, $900*; 4-dr., $1,050*%, $1,000*; 
4-dr. Victoria, $1,000*; Ranch Wagon 
(8) 2-dr., $930; Custom 300 (8) 2-dr., 


605. 
’56 Fairlane (8) 4-dr. Victoria, $890*; 


2-dr., $645; Country Sedan (8) 4-dr., 
$690*; Ranch Wagon (8) 2-dr., $530*, 
$455*. 

’55 Fairlane (8) conv., $655*; Ranch 
Wagon (8) 2-dr., $495. 


IMPERIAL—’57 Imperial 4-dr., $1,710*. 


LINCOLN — '57 Premiere 4-dr., $1,510*, 
$1,365"; 2-dr, hardtop, $1,405*; Capri 
2-dr, hardtop, $1,160* (ps). 

MERCURY—’58 Monterey 2-dr. hardtop, 


$1,360* (ps), $1,175* (ps), $1,000°, 
’57 Monterey 2-dr., $650*. 
'56 Custom 2-dr. hardtop, $700*, $585*; 


Medalist 2-dr., $620; Monterey 4-dr., 
$570* (ps). 

OLDSMOBILE—’57 (88) Super 4-dr. Holi- 
day, $1,340* (ps), $1,300* (ps); (88) 
2-dr, Holiday, $1,250* (ps). 

’56 (98) 4-dr., $1,065*; 2-dr. Holiday, 
$875*; (88) Super 4-dr., $1,000* (ps); 
2-dr. Holiday, $680*; (88) 2-dr, Holi- 
day, $790* (ps). 

55 (98) 2-dr. Holiday, $670*, $530*; 
(38) Super 2-dr., $600* (ps), $500*. 

PLYMOUTH—’'59 Fury (8) 2-dr., $1,600*. 

'58 Belvedere (8) 4-dr., $1,150*, $950*; 
Plaza (6) 4-dr., $875. 

'57 Belvedere (8) 2-dr, hardtop, $880, 
$800*, $790*, $775*; 4-dr., $850*, 
$810*, $750*. 

'56 Belvedere (8) 4-dr, hardtop, $600*, 
$590*; Savoy (8) 4-dr., $410*; Plaza 
(6) 2-dr., $350. 

55 Belvedere (8) 4-dr., $225; Plaza (8) 
2-dr., $175. 


PONTIAC—’60 Catalina 4-dr., $2,440*. 

’59 Bonneville 4-dr. Vista, $2,460* (ps); 
Catalina 4-dr, Vista, $2,320* (ps), 
$2,170°; 2-dr., $2,035*. 

‘56 Chieftain station wagon 2-dr., $725* 
(ps); 2-dr., $510*; Star Chief 2-dr. 
Catalina, $575*, $510*. 

'55 Chieftain 4-dr., $270*. 

RAMBLER—’'59 Super (6) Cross Country 
4-dr., $1,785; Custom (8) 4-dr, hard- 
top, $1,610* (ps). 

’58 Super (8) 4-dr., $1,225°* 

’S7 Super (8) Cross Country 4-dr., $800*. 

'56 Custom Cross Country 4-dr., $760. 

STUDEBAKER—’59 Regal (8) 2-dr, hard- 
top, $1,510*. 

"58 Commander (8) aée., $890*. 


— Auctions in Brief — 


BORDENTOWN, N. J. 
National Auto Dealers Exchange, Sale 
every Wednesday (March 30). Sales show- 
ing steady increase as spring selling sea- 
son approaches. Sharp, clean cars continue 
to dominate market as later models show 


(ps). 


price rise. Sold 80 percent of 487 consign- 
ments. 

* * * 

DETROIT 


State Fair Auto Auction. Sale every Fri- 
day (April 1). Prices appeared mixed and 
buying was spotty with dealers passing up 
average or less cars but going for cleaner 
ones. Sold 98 cars from 162 consignments. 

* . 7 


MANHEIM, PA. 


Manheim Auto Auction, Sale every Fri- 


day (April 1), Weather: Clear, Sold 80 
percent of 717 consignments, 
* * * 


NASHVILLE, TENN. 
Nashville Auto Auction, Sale every 
Wednesday (March 30), Very active, Sold 
135 cars from 210 consignments, 
. - 


CHICAGO 
Arena Auto Auction. Sale every Tues- 
day (March 29). Terrific sale. All sharp 
cars were sold. Sold 512 cars from 701 
consignments. 
* + 
FLINT 


Flint Auto Auction. Sale every Wednes- 
day (March 30). Prices remain strong on 
sharp cars, Buyers seem reluctant to buy 
or even bid on rough merchandise, Sold 
201 cars from 294 consignments. 
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MOBILGAS ECONOMY RUN CARS 
AVERAGED 21.23 MILES PER GALLON 


CLASS WINNERS 
IN THE 1960 RUN AVERAGE 

Class A Compact -«+++++ss000+eRAMBLER Amer. custom ..28.35 
Class B 6 cyl. tow Price PLYMOUTH 
Class C cyl. Low Price PLYMOUTH 
Class D Low. Medium Price STUDEBAKER HAwk 8 
Class E Upper Medium Price CHRYSLER new yorxer ..20.87 
Class F digh Price --++s+++-eIMPERIAL 


OTHER MILEAGE MARKS 
Buick Le Sabre 19.07 © Cadillac 18.82 © Chevrolet Biscayne 
6 21.49 © Chevrolet Bel Air 8 20.42 © Corvair 27.03 °¢ 
DeSoto Fireflite 21.01 * Dodge Dart 6 24.74 * Ford Falcon 
25.64 © Ford Fairlane 6 22.48 © Ford Fairlane 8 21.58 ° 
Oldsmobile 88 18.24 © Pontiac Catalina 19.73 * Stude- 
baker Lark 8 23.28 © Thunderbird 19.89 © Valiant 27.30 


Run supervised and results verified by the United States Auto Club. 


USAC 


America’s mileage economy classic provided unmatched proof 
of the miles-per-gallon leadership of Mobil, the New Car Gaso- 
line. In the new compact cars, the low price sixes and eights, 
right on up to the biggest cars on the market—every drop of 
Mobil delivered outstanding mileage AND over the widest 


range of driving conditions. 
Now improved with the remark- 


able combination additive Prep- 
tane, Mobil offers more power, 
pick-up and mileage economy in 
every drop. No wonder Mobil is 
the NEW CAR gasoline. 


Youre miles ahead with the NEW CAR Gasoline 
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Four Chrysler Makes Win . 


Rambler Is 
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and Studebaker-Packard Corp. each| quired to decide on propriety of 


Champ 


In Economy Run 


(Continued from Page 1) 


Viland, an American Motors Corp. 
staff engineer who has won “first 
in class” in three previovs economy 
runs. 

In Class B, low-price six, a Plym- 
outh Savoy came in first with 
24.8265 MPG. The driver was Mary 
Hauser, a California sports-car en- 
thusiast. 

The winner in Class C, low-price 
eight, was Mary Davis in a Plym- 
outh Belvedere with 22.8899 MPG. 
In 1957 she was the first woman 
to bring in an Economy Run win- 
ner. 

In Class D, low-medium-price 
cars, the winner was a Studebaker 
Hawk V-8. The driver of the much- 


discussed entry was Jim Peterson, 
a California contractor. 

Class E, upper-medium-price, was 
won by a Chrysler New Yorker 
driven by Mel Alsbury jr., a Cali- 
fornian who has won three previous 
sweepstakes awards. 

A Chrysler Imperial driven by 
Californian George Alsbury, won in 
Class F, luxury cars. The mileage 
was 20.5036. 


* * * 


= CORP. captured four 
firsts, five seconds and two 
third-place awards. General Motors 
Corp. cars won one second spot and 
a third. Ford Motor Co. took home 
two third-place awards, while AMC 





won a first place. 

Women drivers won two first- 
place awards and one second. 
Men carried home four firsts, five 
second and five third-place 
awards. 

For the entire 2,061.4-mile run, the 
average miles per gallon of all cars 
was 21.2259. As expected, compact 
cars led with 25.2259 MPG. Low- 
price full-size sixes were close be- 
hind with 23.3530. Least economical 
cars were those in the upper medi- 
um price, which turned in 18.5538 
MPG. 

At the end of the run, United 
States Auto Club stewards were 
presented a two-page letter signed 
by Class D drivers who, it was said, 
charged that the winning Stude- 
baker Hawk was not properly 
classified. Drivers listed the Hawk’s 
smaller engine, light weight and 
limited production in comparison 
with other cars in the class. 

Since the letter was not a pro- 
test, USAC officials were not re- 





Largest Stock in the U.S.A. 


GERMAN CAR PARTS FRENCH CAR PARTS 


BRITISH CAR PARTS 


MONOPOLE-POISSY—Pistons, Rings, Valves 


the Hawk’s inclusion in Class D. 
+ * * 

— mileage of other entrants in 
the event follows: 


CLASS A 
Valiant, 27.2992; Corvair, 27.0315; 
Valiant, 26.4700; Corvair, 26.2162; 
Falcon, 25.6421; Falcon, 25.6343; 
Lark 8, 23.2838; Rambler Deluxe, 
23.2076; Lark 6, 21.8585. 


CLASS B 
Dodge Dart, 24.7429; Plymouth 
Savoy, 
23.9037; Ford Fairlane, 22.4843; 
Chevrolet Biscayne, 21.4874; Chev- 
rolet Biscayne, 21.2904. 


CLASS C 


Plymouth Belvedere, 22.5256; 
Dodge Dart, 22.2885; Dodge Dart, 
21.7326; Ford Fairlane, 21.5802; 
Ford Starliner, 20.9914; Chevrolet 


Bel Air, 20.4236; Chevrolet Bel Air, | 


24.1360; Dodge Dart, | 





20.2345; Chevrolet Impala, 18.6132; 
Chevrolet Impala, 18.4537. 
CLASS D 
Dodge Matador, 21.1214; Mer- 
cury Monterey, 21.0696; DeSoto 
Fireflite, 21.0139; Mercury Mon- 
terey, 20.7221; Rambler Ambas- 
sador 8, 20.2698; Pontiac Catalina, 
19.7329; Pontiac Catalina, 19.3778; 
Buick LeSabre, 19.0788; Buick 
LeSabre, 19.0670; Pontiac Star 
Chief, 19.0424; Oldsmobile 88, 
18.2401; Oldsmobile 88, 18.2095; 
Pontiac Star Chief, 18.0729; 
Chrysler Windsor, 18.0209. 
SLASS E 
DeSoto Adventurer, 20.3627; 
Thunderbird, 19.8912; Chrysler Sar- 
atoga, 19.8165; Buick Invicta, 
18.4910; Buick Electra, 17.9581; 
Buick Electra, 17.9076; Buick In- 
victa, 17.6966; Oldsmobile 98, 
17.1785; Pontiac Bonneville, 17.1469; 
Pontiac Bonneville, 16.7715. 
CLASS F 
Cadillac, 18.8170. 








Lending Bill Is 


Criticized 


As Too Complicated 


(Continued from Page 3) 


carried out by over 50,000 financial 
institutions and hundreds of thou- 
sands of retail] outlets.” 

Martin suggested that an anti- 
deception bill such as this one 
should be administered by the 
Federal Trade Commission or the 
Justice Department. 

(If the bill were so changed, it 
would be out of the hands of the 


Senate Banking Committee, and it} 
is commonly thought that the Fed-| 


eral Reserve Board was chosen as 
administrator so that Douglas 
could expedite the bill out of com- 
mittee and on to the floor.) 


The bill has been endorsed by} 


the National Assn. of Better Busi- 
ness Bureaus, the General Federa- 
tion of Women’s Clubs, various 
credit bureau associations, the Co- 
operative League of the U. S. A. 
and the National Assn, of Mutual 
Savings Banks. 

The National Foundation for 
Consumer Credit, a nonprofit edu- 
cational organization sponsored by 
manufacturers, distributors, retail- 
ers, banks and insurance com- 
panies, opposed the bill. 

This group claimed the bill 
would “drive the true cost of 
credit underground, intermin- 
gling it in price—confusing the 
public far more than any reason- 
able number are confused today.” 

The National Retail Merchants 
Assn, also objected, claiming that 
business would suffer because the 





public would resent what seems to 

| be a high interest charge—one that 
would be-totally untrue as interest 
since it would include overhead and 
other expenses. 


Rambler Plans Depot 
North of Cincinnati 


CINCINNATI.—American Motors 
has announced plans to build a 
new parts warehouse and zone of- 
fice here in an expansion of its 
Rambler services. 
| The new warehouse will be lo- 
cated on a 3% acre tract in Wood- 
lawn at Chestnut and Glendale- 
| Milford Roads, north of Cincinnati. 
It will contain 31,000 square feet of 
floor space, cost $300,000 and is 
expected to be completed by July, 
W. G. Morgan, zone manager, said. 





YET 
THIS WEEK 


O’Neil Sons Get 


KOLBENSCHMIDT—Pistons 


—Pi & Rings 
HEPOLITE—Pistons & Ring ATE—Lockheed Brake Parts 


WELLWORTHY—Pistons & Rings 





CURTY & Cie.—Gaskets, Oil Seals 


TE—Valves, Ring Set VANDERVELL of FRANCE—Engine Bearings one 
Shy ee ne |e | “Seminars in th 
eae Citic SIMRIT_Oil Seals DES FREINS LOCKHEED—Brake Parts At General Tire eminars in tne 


BORG & BECK—Clutches 99 


SOCIETE S.E.V.—Ignition, Fuel Pumps, Wipers Sun 


LOCKHEED & GIRLING—Brake Parts 
FERODO—Brake Linings, Fan Belts 
LUCAS—Ignition, Lamps, etc. 
GLACIER—Engine Bearings 
VANDERVELL—Engine Bearings ; 
RANSOME & ES—Ball & Roller Bearings 


SWF—Windshield vaaee & Motors 
FRESE—Bumpers & Mi 
GLYCO—Engine Bearings 


rors 


WELLA—Lamps, Horns 
BOSCH—Spark Plugs & Ignition 
ENERGIT—Brake and Clutch Linings 


WHITELEY—Water Pumps, Tie Rods, Universals VARTA—Batteries 


e other top lines 


ITALIAN CAR PARTS 
MARELLI—ignition, Spark Plugs 





@ other top lines 


MARCHAL—Lamps, Light Units, Spark Plugs 
PARIS—RHONE—Generators, Starters, Regulators 
$.N.R.—Ball and Roller Bearings 

JAEGER—S.N.A. —Speedometers, Instruments 
PECASEAUX—Lamps, Plastic Parts 


e@ other top lines 


SPESSO—Gaskets AKRON—Oil Seals, Rad. Hose R.1.V.—Ball and Roller Bearings @ other top lines 


Quick Service Available in All Parts of the U.S.A., Hawaii 
and Puerto Rico Through Authorized Beck Distributors. 


BECK DISTRIBUTING CORP. 


70 East 131st Street, New York 37, N. Y. 


WHOLESALE ONLY — Only Dealers may apply for catalog to nearest regional distributor listed below. 





Beck Regional Distributors 
























AKRON.—General Tire and Rub- 
ber has announced the first major 
management realignment in the 
company’s 45-year history. 

William O’Neil, 74, continues as 
chairman of the board with 
Michael Gerald O’Neil, 38, formerly 
executive assistant to the president 
and vice-president, succeeding his 
father as president. 

Thomas F. O’Neil, another son, 
who is president of the company’s 
radio and _ television subsidiary, 
RKO General, Inc., was named to 
the position of vice-chairman of the 
board. L. A. McQueen; formerly 
sales vice-president, was elected as 
executive vice-president, 

General’s board confirmed the 
appointment of John O'Neil, also a 
son, who is a director and the 
company’s financial advisor, as 
chairman of the finance committee. 

William O'Neil, who began his 
career in the rubber industry as a 





can show you ways 
to profit from 
leasing and renting. 


Every week—on Tuesday, Wednes- 
day and Thursday—a group limited 
to twenty new car dealers attends 
CARS practical session in leasing, 
renting and financing methods. These 
men learn the facts about profits and 
pitfalls, and receive special instruc- 
tion in ways to meet problems exist- 
ing in their own areas. 


These “Seminars in the Sun” are 
under the joint sponsorship of the 
University of Miami and CARS 
Rental System. They are held at the 
Ocean Manor Hotel, Fort Lauder- 


information, don’t delay. Phone 








_—_—_ Str 


1A Reta 


Southeastern Imports Esrepeas. Auto Parts Foreign Aste Parts Dist. Lethon Meters Cal Seles, jes. a tire distributor in 1909, founded} dale, and represent the only organ- 
., Ine. . W. ; rsenal St. ri ircle ee ; : . te : 
as §. asi St. Washington, D. C. Watertown, Mass. Highland, N. Y. Portland, Oregon General in 1915. ized pes | ne Ze aoe for 
Birmingham, Ala. Imported Motor Parts Co. Michi Engine Supply . . Foreign Car Parts, Corp. new Car dea ers. ending a minar 
Brigham St. John, Inc. 2717 N.W. 34th St. 3090 Goole Wighway ae 127 Prilow St. Car Exports Steady, can be a profitable experience for | 
1101 So. Hope St. Miami, Fla. Berkley, Michigan 73-14 Northern Blvd. Butler, Pa, T . ~ you. For a reservation or more |} 
Los Angeles 15, Calif. vitesse imported Aute —-«‘mported Auto Parts Jackson Heights, N.Y. gareign Car Parts rucks Rise Sharply 
Vern Gardner Parts, Inc. a y Seneere ee. 815 S531 St. DETROIT. — The Automobile - : 
EMG «SMALL Guam careure far at tii, Po Manufacturers Assn, reported | LOgan 6-4321 or write | 
j . Peter , Fla, . . : 

pesooes csi re ecm sane 1015 McCausland Ave. New York, N. Y. pe in Mater Parts a week that new-car exports i 
uropean Auto Par . Louis 17, Mo. .0, Box 10. eld steady in February, totalling } 
988 Cherokee Auté Parts imported Parts, Inc. c Heights St., ’ 1/24. 

Denver Colorado Ne Kapil, merit ators Downtown bia. Panto Rca nese im denuary and tenis 

, : NLC. ’ n Ja n 
imported Car Parts of seit taeiiedl Gone Morristown, N. J. Louis Aute Parts ieee son ry @ y n RENTAL SYSTEM 
jartford B Foreign Au Hettrich Electric Service imported Auto Parts 2551 Summer Ave. ry, . 

421 Park St. sas Ga Street 1032 Ellicott St. 922 W. 3rd St. Memphis, Tennessee New-truck exports increased in 

Hartford, Conn. aa ert lites Buffalo 9, N. Y. Dayton, Ohio a February to 23,633 from Janu- Lease Leaders of the World 

oe imperted Parts Co oe European Automotive “Auto Parts, tae. ary’s 19,090, February shipments Box 7126 — Sunrise Station 

sw State St. 4505 $.£. 14th St. 235 Main St. 1495 Warrensville Ctr. Rd. 1814 Texas Ave. & year ago amounted to 16,198 Fort Lauderdale, Florida 

Westport, Conn, Des Moines, lowa Hempstead, N. Y. So. Euclid, Ohio Houston, Texas trucks. 
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Optimism at Top, Gloom in Field... 


N. Y.: Mixed Views on Imports 


(Continued from Page 6) 
term detrimental effects on the im- 
porter and his distributor. 

For instance, a well-known im- 
port dealer here recently said: “I’m 
going through the spring season 
with this thing. We’ve been dead all 
winter. Haven’t sold anything. 

“If spring doesn’t boost sales, 
I’m seriously considering getting 
rid of my imports and turning 
that part of my deal into a big 
used-car display.” 

This dealer is not an isolated in- 
stance. 

As import profits are squeezed, 
which they are in a majority of in- 
stances, the dealer begins to reflect 
on the cost of doing business in 
imports. Unless he has an efficient 
organization, he ponders the long- 
term financial results of a heavy 
promotion. 

American compact competition 
increases daily, particularly as the 
public realizes that quality is first 
rate in domestic compacts, 

The point is that dealers, to com- 
bat inroads made by American 
economy cars, are demanding more 
and more services and attention 
from their distributors and import 
representatives. Such demands re- 
sult in rising costs at the distribu- 
tor level. 

These rising costs must give the 
distributor a nasty little shock 
when he compares them with his 
expenses over a year ago. 

Just how long he will sit, while 
his profits are squeezed, is any- 
body’s guess, and some dealers feel 
that distributors will feel the pinch 
first. 

“I'm watching my distributor 
carefully, because I want to jump 
out ahead of him,” was one deal- 
er’s comment. 

* * * 

a profits at the distri- 

butor level mean increased 
pressure at the factory level for 
newer products, different pricing 
methods, more advertising and in- 
creased manpower to handle ever- 
growing demands. 

This, dealers say, could mean a 
re-evaluation of the American mar- 
ket. 

As one dealer said, “No one is 
married to anyone else in this 
business. The shakeout can take 
place anywhere along the line. I 
don’t think it will be confined to 
the dealer.” 

Discounts on imports competing 
directly with the new American 
economy cars are noticeable. Deal- 
ers in many makes say they are al- 
lowing salesmen to discount as 
much as 50 percent. One dealer is 
reported selling his at cost, just to 
get rid of them, He is dualed with 
an American standard-size car. 

It is interesting to note that the 
dealer handling a supermarket of 
imports of any description is the 
man complaining least about his 
sales and discounting. 

One dealer of this type explained, 
‘I'm a foreign-car specialist and 
people know it, They trust me. 
They would rather do business here 
because they know I'll be around 
for a long time. I’m not feeling any 

pressure in the lines I carry that 
compete with Detroit.” 

He is a rarity in this market, 

* ok ca 
OLKSWAGEN and several other 
lines, such as Peugeot and Jag- 

uar, seem to remain in short sup- 
ply. However, the waiting time on 
VW is down to about 30 days and 
it is possible to get immediate de- 
livery in some cases. 

“If a man comes in here with 
no trade, he has to wait two to 
three weeks, maybe more,” one 
VW dealer said. “If he has a hot 
trade, one that I can retail im- 
mediately at a good profit, he can 
have his car the same day. 

“If it wholesales for $700, I try 
to get it for $600, I don’t always 
succeed, but I do often enough to 
make it worth while. After all I’ve 
got a pretty expensive establish- 
ment here, and I’ve got to keep my 
stuff moving constantly.” 

Dealers here have heard rumors 
that VWs are being advertised at 
discount on the West Coast. 

“When that finally reaches here,” 
one dealer remarked, “it will mean 
a lot of changes. We'll get it, if 
they have it there.” 

Used imports can be a drug on 
the market. Those selling under 





$1,000 are good merchandise, but 
anything over that is a problem. 


The old sales convincer that an 
import held its resale value better 
than a domestic car has fallen into 
disrepute during the past year. 

With the possible exception of 
VW—which has had its ups and 
downs, too—the public has realized 
that equity lost in an import com- 
pares to the domestic loss, and is 
sometimes greater. 

cd * * 

ROFIT-MAKING dealers talk in 

terms of remaining in the busi- 

ness because it is a good one, clean 
and fun. Those who have felt the 
impact of domestic economy cars 
talk in terms of remaining in busi- 
ness through spring; after that a 
drop in business will cause serious 
consideration to be given to drop- 
ping imports. 

Unless there igs more coopera- 
tion from factory reps, there is 
likely to be something of a whole- 
Sale defection from import ranks 
this summer and fall. 

In many instances parts and 
service remain a problem, There is 
no ignoring the fact that a lot of 
dealers entered the import business 
to help skim the cream off the top. 
These dealers never entered whole- 
heartedly into the parts and service 
business, and have no intention of 
starting now. Importers can only 
say, “the sooner the better.” 

But, in some cases, factories have 
been lax in supplying proper parts 
and servicing equipment, This 
doesn’t apply only to the lesser- 
known makes, Some of the biggest 
are at fault as well. In too many 
instances, dealers report having to 
wait long periods, trying to calm a 
restive’ customer, while parts are 
just not forthcoming from local or 
foreign parts warehouses. 

* * ok 

EALERS concede there will al- 

ways be a stable market for 
the high-priced imports such as 
Mercedes and Rolls-Royce and for 
sports cars, although even import- 
ers expect this market to reach a 
plateau and then decline a bit. 

A top import official said re- 
cently, “We are watching our 
sports car carefully. I think it 
will level off this year, and it 
might even fall a little, but we 
expect it to be fairly consistent 
for us over the years.” 

Dealers readily admit the prob- 
lem of competing with the Detroit 
economy cars. Some are hurting 
severely now, while others think 
it is only a matter of time before 
they too feel the squeeze, 

As in domestic-car retailing, it is 
always the other dealer who has 
succumbed to the discount fever. 
If the other dealer offers a discount, 
every dealer feels compelled to 
compete. Most discounting starts 
with the gift of a radio or some 
extra equipment. That’s never its 
full extent, however. 

ok ok oe 

EALERS in low-priced imports 

such as Volkswagen, Renault, 


Fiat and English Ford class are 
nursing anxieties. 

Said one, “I resent the complac- 
ency with which the importer of 
the small car faces today’s situa- 
tion, And Ill tell you why. 

“There are a lot of things they 
should be doing to help us 
strengthen ourselves as dealers, 
now, while we still have the 
chance, For one thing, we should 
be encouraged to dual, to diver- 
sify our lines as much as possible. 
“It should be perfectly obvious 

to them that Detroit is going to 
walk into this economy-car class 
just as soon as we have expanded 
the market far enough so that it 
represents a profitable investment. 
And make no mistake about it, they 
will walk in with a product of full 
appeal. 

“After all, isn’t that what the 
Falcon, Corvair and Valiant repre- 
sent? Didn’t the Big Three wait 
until the market was big enough 
and strong enough to be profitable? 
They didn’t have to go through the 
lean years the way American Mo- 
tors did. 

“We all laughed at them, and 
told them how short-sighted they 
were, but they have the last laugh 
right now, They knew when the 
market was ripe, and they’ve walk- 
ed in and plucked it for themselves. 

* * * 


: E same thing will happen in 

our field. And don’t let any- 
body tell you Detroit can’t market 
a car for less than $1,700. When the 
market is ready, they will have the 
car and price. And then all the 
smart boys from overseas will have 
to do some pretty rapid thinking. 
But it’ll be too late then, just as it 
is in the medium-priced import 
field today. 

“Incidentally, have you noticed 
that it’s not price that appeals to 
the customer so much in the new 
American compact field, as it is 
uniqueness of design and the new 
package being offered? Importers 
better ponder that one, One of 
those guys added automatic 
transmission to his car, at a 
pretty decent price, and his sales 
went down anyhow. That, to me, 
indicates the future.” 

Another dealer caustically re- 
marked, “This business is cyclical. 
In another couple of years the only 
people buying imports will be the 
guy with the beret and the pipe; 
the man looking for something dif- 
ferent.” 


Williamson Builds 


BIRMINGHAM, Ala.—William- 
son-Willey Pontiac is to have a 
new 35,000-square-foot establish- 
ment from stem to stern costing 
about $500,000. The building will 
be of modern construction with 
exterior of buff brick and mosaic 
ceramic tile. Proprietors are Doug 
Willey and John Williamson, the 
latter being a sales consultant in 
the auto field. 
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Winners of 1960 Mobilgas Economy Run— 


Driver-winners of all six classes in the 1960 Mobilgas Economy Run stand by their 


trophies. Front to back, they are George Alsbury, who set 20.50 miles per gallon 
in an Imperial Crown; Mel Alsbury jr., who set 20.87 miles per gallon in a Chrysler 
New Yorker; Jim Peterson, who set 22.98 miles per gallon in a Studebaker Hawk; Mary 
Davis, who set 22.88 miles per gallon in a Plymouth Belvedere; Mary Hauser, who set 
24.82 miles per gallon in a Plymouth Savoy, and Les Viland, who set 28.35 miles per 


gallon in a Rambler American Custom. (See story on Page One.) 


L. A.: Compacts Squeezing 
All but VW, Renault 


(Continued from Page 6) 


ing. A few importers are shining 


exceptions. 

On the other hand, a number 
of “milkers” took every dollar 
they could, as long as dealers 
were moving units, and plowed 
hardly a penny back into creating 
new business. 


Few people outside the auto in- 
dustry realize how small some im- 
porters really are. Selling only a 
few cars monthly, they have never 
been able to mount an advertising 


consequence. 
+ * 


| i nmap of domestic compacts on 


program of any 
* 


low-priced imports has not 
begun to show. Only the slightest 


drop has been noted in Volkswagen 
and Renault sales, leaders in the 
small-car class, 

Priced under compacts, little 
economy sedans should hold their 
ground as long as their dealer 
organization holds together. 
Medium-priced imports are al- 
most surrounded by domestic com- 


pacts. There is little doubt in any 


Los Angeles dealer’s mind that the 





Chicago: Import Bonanza Over 


(Continued from Page 6) 
our members who worked hard in 
the past couple of years to land an 
import franchise now don’t seem to 
care too much ... they’re a little 
tired of imports. 

“Imports have special problems, 
and most new-car dealers have 
too many other problems now 
without worrying about imports, 
too,” Cleary said. 

Compacts have had “something 
to do with the fall-off,” Cleary said. 

Joe Levy sr.. Walton Motors 
(Simca-Plymouth - Valiant - Dodge- 
DeSoto-Chrysler-Imperial), put it 
more bluntly: “Compacts have 
taken all the air out of imports.” 

Levy said imports have suffered 
also from owner disenchantment 
and from the fact that the vaunted 
savings on gasoline consumption 
are frequently wiped out by depre- 
ciation at tradein time. 

“I’m not too enthused about the 
future of the imported car,” Levy 
said. “We’re pushing though, and 
Simca is paying its own way.” 

* * *” 


[=e implied that this might not 
be the case were it not for 





Walton’s big business in overseas 
deliveries. 

His firm, he said, sells about 
twice as many Simcas for deliv- 
ery in Europe (to tourists) as it 
does for delivery in Chicago. 
Describing his experience with 
imports, Levy said, “In 1958 we had 
a big year. The first eight months 
of 1959 were all right. After that 


* ok ae 
T BROADWAY AUTO SALES 
(Rambler-Volvo-Saab-Rootes), 
Owner John Love said there is 
“definite apprehension” among Chi- 
cago import dealers over the out- 
look. 

“But most of us recognized a 
year ago there would be a great 
shaking out this year,” Love ex- 
plained. 

“Some manufacturers are deter- 
mined to stay in this market,” Love 
said. “Others will not be able to.” 


Among his import lines, Love} 


said, the Sunbeam Alpine is hot and 
sells on sight. One trouble: He can’t 
get enough of them. 

Volvo, he said, has skidded. He is 





inclined to blame the price sticker, 

which looks rather steep when 

compared with domestic compacts. 
ca * + 

TT aeRe has been only “negligible 

reaction” to the Hillman with 

automatic transmission, Love said. 

Love, who has handled imports 
for 3% years, said he intends to 
stay in the market with them. 

“Don’t forget,” he said, “that 
Chicago is a tough market for 
anything.” 

His views on sticking in the mar- 
ket are shared by many other im- 
port dealers, most of whom are 
dualled with domestics or who con- 
duct a strong used-car operation. 

On the other hand, a dealer han- 
dling a captive make said, “If I 
had only been handling something 
else (other than the captive line), 
I’d have told them to take it out 
long ago.” 

A few import-only dealerships 
are expanding. Volkswagen dealer- 
ships are putting up new buildings 
costing from $35,000 to $150,000. 

They are ready to take on all 
comers. 


burst of Detroit advertising for 
compact cars corraled everyone in- 
terested in a smaller car. 

+ 


* * 
u imports have turned sour. 

But with warm weather at 
hand, Los Angeles dealers expect 
their stock of roadsters to begin 
moving. 

Prices of used imports are soft, 
and the “black-market” Volks- 
wagen is almost a thing of the 
past. 

The local VW distributor has 
more cars, is opening new dealers 
and waiting time is short for buy- 
ers willing to visit several VW deal- 
ers while shopping for immediate 
delivery. 

Among imports hurting most are 
the captives. Many an importer 
would have been happy to tell De- 
troit executives that American car 
dealers could never do a good job 
with an imported car. English Ford 
and Opel are holding up best, while 
Taunus and Vauxhall are selling 
about one third the cars they sold 
last year at this time. 

It’s well known that Simca is 
pulling out of Chrysler-line dealers 
and will move to find import-only 
outlets. 

Vauxhall and Opel are question 
marks on the scene at this time. 
No doubt when new Pontiac and 
Buick compacts arrive, Opel and 
Vauxhall will quietly retire to the 
other side—except for token repre- 
sentation in metropolitan areas. 

+ * + 

VEN “future” cars leave many 

a Los Angeles dealer cold. 
BMC’s touted Austin 850 seems like 
a magnificent exercise in engineer- 
ing, but tiny size and odd appear- 
ance seem to doom it. 

The Hillman automatic is con- 
sidered about two years too late, 
for now it fights the Detroit com- 
pacts with a smaller package and 
low advertising budget. 

DAF, the automatic-transmission 
sedan from Holland, leaves many 
dealers cold. They find it slow. 

Triumph’s Herald has something 
to offer in the way of creature com- 
forts and an excellent ride in a 
well-styled package. But the price 
is high in comparison to a Detroit 
compact. 

Datsun’s Bluebird, among the 
newest of the imports, seems to 
offer little that is not already on 
sale. 

A different approach by Volvo, 
the Volvo P-1800 coupe, may prove 
to be profitable, 











Imported-Car 
Franchises in U. S. 


Jan. 1, Jan. 1, 
1960 


(Continued from Page 1) 
Wonderland character, are running 
as hard as they can to stay in the 
same place. Others are finding that 
they are losing ground no matter 
how hard they run. 

The trend will continue and 
probably will be accelerated. Last 
year, only 21 of the 80-plus import- 
ed makes available here registered 
as many as 4,000 cars. 

* * * 


RTHERMORE, those 21 makes 

accounted for 94.5 percent of 
the 609,539 imported cars registered 
in the U. S. in 1960. The other 60 
makes totalled 33,246 sales. That 
type of volume doesn’t require 
much of a dealer body. 

It appears that only the top 
sellers will be able to increase 
their dealer totals appreciably 
this year. The lesser-known 
makes will try to strengthen their 
retail forces, but insiders feel that 
unless their promotional activ- 
ities im prove considerably, the 
fringe makes will be lucky to 
keep their heads above water. 
Among the leaders, Volkswagen 


1959* 






3 
3 


: ro 228 | is expected to continue boosting its 
7 184 | dealer population which rose from 

374 to 470 last year. 
416 592 Industry sources report that as 
504 510 | More cars become available for this 


country, VW will franchise addi- 
tional dealers instead of increasing 
shipments to existing outlets. 

+” * * 


LONG-RANGE total of 600 VW 

dealers has been mentioned, 
while second-place Renault is said 
to be shooting for 1,000, compared 
with 824 at the beginning of this 
year. 

At least one of the Top Ten 
isn’t interested in swelling its 
dealer total. Alan F. Bethell, 
president of the Standar d-Tri- 
umph operation in the U. S., 
plans to stand pat with his 692 
retailers, even though he expects 
the new Triumph Herald to boost 
sales. 


EsaSS3¥ 


“Our dealers can make more 
money if they sell more cars, so 
we'll give them more cars,” Bethell 
said at a Herald preview last 
month. “We consider our dealer as 
much a customer as the final buy- 
er,” he added. “The welfare of both 
is important to us.” 

7 - + 

A§ NOTED, captive imports ac- 

counted for 9,049 of the 15,172 
foreign-car outlets at the beginning 
of the year. The future of these 
establishments gives rise to con- 
siderable speculation, and the Big 
Three compacts are right in the 
middle of the discussion. 

Will Buick and Pontiac dealers 
figure that Opel and Vauxhall are 
still worthwhile when their com- 
pacts arrive? How will the hot- 








386 =. 273 '| selling Comet affect the Lincoln- 
45 25 | Mercury dealers who now are 
peddling Taunus and English 
Total Franchises ....22,897 21,987 | Ferd? 


—ovises And how much time will Valiant 


© 1960, Automotive News > Lancer dealers want to 





Splendid DEALER & DISTRIBUTOR PROFIT 
opportunities still exist in most states 
selling the spectacular 


aimler SPORTS CAR 


Built in the famous Daimler plant at Coventry, England, 
where for 60 years quality has been traditional. 


e Flashing Performance e 145 Horsepower 
e Speed up to 135 MPH e Disk brakes 


EXCELLENT GROSS PROFIT FOR DEALERS & DISTRIBUTORS 
write, phone or wire today 


bake OC. Qribonyt. dre. 


DISTRIBUTOR OF FINE CARS SINCE 1904 


1000 South Hope St. + Richmond 9-4044 
Los Angeles 16, Calif. 


22 LITRE V-8 


Daimler Importer for all states west of the Mississippi 
Our huge warehouse facilities assure adequate, rapid spare parts supply. 





devote to Simca in the months 
ahead? 

Chrysler Corp. apparently sees 
the handwriting on the showroom 
window. Executive Vice-President 
William C. Newberg recently told 
a Los Angeles dealer group that im- 
port-only dealers now are being 
signed to handle Simca because 
Valiant and Dart gains have made 
a reduction in Chrysler-Simca 
duals desirable. 

+ * & 

MAN Y auto men suggest that 

some of the captive imports 
were stopgap measures to aid do- 
mestic dealers until their factories 
could give them smaller U. S. cars. 
If so, the dealer totals for these 
makes should begin shrinking be- 
fore the end of 1960. 

In addition to the captive makes, 
there were 3,322 domestic dealers 
handling other imported lines at 
the beginning of this year. That 
compares with 3,014 a year earlier, 
but once again the July 1 figure 
must be noted. 

In the middle of last year, 3,556 
domestic dealers were displaying 
noncaptive imports, Thus 234 of 
them decided to jump off the im- 
port bandwagon during the last 
half of 1959. 

Factory pressure may well have 
played a part in some of these 
resignations. It is known that many 
factory men feel that their dealers 


Hard-Sell Period Arrives 
For Import-Car Market 


(Continued from Page 1) 


well. Even the gray market in 
Volkswagens is drying up. 
* * * 


— which have apparently 
escaped the new-import sales 
decline include Volkswagen, Re- 
nault, Mercedes-Benz, Peugeot and 
the sports cars such as Triumph, 
MG and Sprite. Even so, the long- 
standing waiting list for VWs ap- 
parently is melting away. 

Suffering most in the sales- 
rooms are those imports which 
compete in size with domestic 
compacts, but which carry higher 
price tags. 

Also in pain are some of the cap- 
tives. Dealers in certain areas re- 
portedly are selling their captive 
imports at cost, just to clear out 
stocks. 

Inventories of unsold imports are 
at an estimated 85-day supply. In 
some cases, stocks are being whit- 
tled through the drastic device of 
absolute-sale wholesale auctions. In 
such a situation, of course, it is the 
importer who takes the beating. 

* 7 * 


"= dealership situation is per- 
haps more serious than bare 
figures indicate. Estimates show 
the number of import dealerships 
has levelled off after a period of 
rapid growth. 

Those figures, however, have no 
way of showing the accelerating 
turnover of dealerships as disen- 
chantment sets in. 

Many of the dealers who are 
giving up imports are the ones 

whose defection will hurt the 
most. They are the big operators 
who have yielded to pressure 
from various sources and kicked 





Midget Cars Unlikely, 


Newberg Contends 


PHOENIX, — William C. New- 
berg, executive vice-president of 
the Chrysler Corp., here for a 
dealer meeting in Litchfield Park, 
said “people certainly aren’t 
growing any smaller, and I don’t 
believe our cars will either.” This 
was his reply when queried about 
reports that midget cars would 
soon be produced in the United 
States. 

“From the best estimates the 
American compact cars are pene- 
trating foreign car sales as well 
as percentages long held by the 
larger American cars,” he said at 


He 
would be standard equipment on 
all cars within a few years. 
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As ‘Tougher-Sell’ Period Arrives . . . 
15,172 Dealers Handle Imports 


should get out of the import busi- 
ness now that they have—or soon 
will have—smaller domestic cars to 
sell, 

* * * 

ARGE-SCALE withdrawals by 

U. S. dealers could cripple the 
distribution networks of many im- 
ported makes. Throughout the im- 
port boom, it has been much easier 
for an importer to award a fran- 
chise to an established domestic 
dealer than to find a newcomer 
with the capital and experience to 
open a new location. 

But despite the problems involv- 
ed, the import-only dealers have 
been growing—especially the 
single-line outlets, At the beginning 
of 1959, there were 871 exclusives 
and 1,610 duals handling two or 
more imports, but no U. S. lines. 

As 1960 dawned, the import ex- 
clusives had climbed to 1,201, 
while the duals held steady at 
1,600. Volkswagen leads the way 
among the one-line import deals 
with more than 400 exclusives. 

At the beginning of 1960, there 
was one dealership handling im- 
ported cars for every 2.19 establish- 
ments selling domestic makes. The 
ratio was one to 2.46 a year earlier 
and one to 13 on Jan. 1, 1957. 

The imported-car franchise total 
was 22,897 on Jan. 1, 1960, compared 
with 22,697 six months earlier and 
21,937 at the beginning of 1959. 


out imports to concentrate on do- 
mestic lines. 

Dealer resignations may increase 
this summer unless the import mar- 
ket surges upward in the next 60 
days. Time and again, dealers have 
told Automotive News: 

“I'm going to stay through spring, 
and if sales don’t pick up I’ll get 
out.” 

Dealer unhappiness has been re- 
flected in the gripes that are filter- 
ing into distributors and factory 
reps. Dealers are agitating for new- 
er products, different pricing, more 
advertising and more factory help 
in the field. 

> > * 

IHEY have also found the cour- 

age to speak up against what 

they term high-handed tactics on 
the part of distributors and factory 
reps. 

If these dealer pleas go unheed- 
ed, distributors are likely to find 
their retail outlets falling by the 
wayside. If distributors attempt 
te satisfy dealers on all counts, 
they may find themselves running 
a red-ink operation. 

Some distributors have already 
bailed out. Factories, too, are find- 
ing it difficult to sign up distribu- 
tors, with several offers reportedly 
going begging in mid-America. 

* + * 
Ir TRYING to pinpoint what has 
really gone wrong, market an- 
alysts always find themselves back 
at the same point: Domestic com- 
pacts. 

The compacts, thanks to dealer 
discounting, are giving all im- 
ports a tough run for their 
money. In Detroit, for example, 
a Volkswagen costs $1,677.63, plus 
sales tax and license. Some Chev- 
rolet dealers in the Motor City 
will deliver a Corvair 500 coupe 
for $1,690, plus tax and license— 
a difference of $12.37. 

Price, of course, is not the only 
factor. There appears to be a grow- 
ing “buy American” sentiment. 

7 * + 

UALITY of most compacts is 

several cuts above that found 

on the average domestic vehicle of 
recent years. 

Buyers who don’t care for big 
cars now can choose a smaller 
one without entering the import 
market. 

Then, as one import dealer put 
it: “Why is a smaller, less powerful 
and less comfortable car better 
than one made in the United 
States?” 





































Sales Score 
For Imports 


New-imported-car registrations 
for February: 


1960 1959 
Pos. Make Pos. 
1—11,486 Volkswagen 7,488— 1 
2— 6,883 Renault 5,441— 2 
3— 2,809 English Ford 3,342— 3 
4— 2,525 Opel 2,794— 5 
5— 2,114 Fiat 2,652— 6 
6— 1,409 Simca 2,871— 4 
7— 1,264 Vauxhall 1,700— 8 
8— 1,206 Hillman 2,040— 7 
9— 1,169 Triumph 1,492— 9 
10— 1,156 Volvo 1,362—10 
10,683 All Others 9,403 
Total All Makes 
42,704 40,585 





VW, Renault Get 
Nearly Half of 
February Market 


(Continued from Page 1) 
year earlier and 40420 a month 
ago. 

Volkswagen and Renault were the 
only imports in the Top Ten to 
exceed year-earlier registration fig- 
ures during the month. 

+ * * 
a two leading makes account- 
ed for 43.01 percent of all import 
registrations in February. A year 
earlier, their share was 31.86 per- 
cent. 

For all other import makes, 
then, the market was reduced 
from 27,656 units a year ago to 
24,335 this year. 

To put it another way, while VW 
and Renault were boosting volume 
42.08 percent, the other six dozen 
import makes found volume de- 
clining by 12.01 percent. 

+ x * 
Se decline among the Top 

Ten was recorded by Simca, 
which sold fewer than half as many 

cars in February as it did a year 
earlier. 

Despite the modest overall 
gains reflected by February reg- 
istration totals for imports, their 
share of the entire American 
market was only 8.64 percent, 
compared with 9.40 percent a 
month earlier and 9.55 percent. a 
year ago. 

Penetration was smaller in Feb- 
ruary than at any time since Janu- 
ary, 1959. 

As recently as last December, im- 
ports had taken nearly 13 percent 


of total sales. 
* ” * 





Imported-Car 
Registrations 


New imported-car registrations 
for two months: 


1960 1959 
Pos. Make Pos. 
1—23,484 Volkswagen 14,002— 1 
2—12,962 Renault 10,256— 2 
3— 5,621 English Ford 6,320— 3 
4— 4,895 Opel 5,000— 6 
5— 4,070 Fiat 5,104— 5 
6— 2,835 Simca 5,111— 4 
7— 2,604 Vauxhall 3,315— 8 
8— 2,371 Hillman 4,012— 7 
9— 2,269 Volvo 2,725—10 
10— 2,168 Triumph 2,792— 9 
19,909 AllOthers 18,173 
Total All Makes 
83,188 76,810 





Gengras Spins Off 
Two More Deals 


HARTFORD.—Continuing a 
gradual liquidation of his new-car 
sales dealerships, E, Clayton Gen- 
gras has sold his Gengras Lincoln- 
Mercury and Gengras Harrington- 
Palmer Mercedes-Studebaker 
companies here to Robert W. New- 
man, who owns and operates Burn- 
side Motors, Inc. (Chrysler-Imper- 
ial-Plymouth), East Hartford and 
West Hartford. Newman also has 
import divisions (F ia t-Borgward- 
Saab-Lancia-BMW and Alfa- 
Romeo) at both Greater Hartford 
locations. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 

















Week Week dan. 1 Jan. 1 
Ended Same Ended Total To To 
April 9, Week, April 2, Output, April il, April 9, 
1960 1959* 1960* March* 1959* 1960 
AMERICAN MOTORS 
TIE sa sntitcnnaediercn 11,300 9,017 10,961 46,953 115,585 147,348 
CHECKER MOTORS 225 41 202 884 1,498 2,024 
CHRYSLER CORP. 17,850 22,940 23,798 103,457 214,318 341,540 
29,351 
12,950 
120,242 
5,943 
173,054 
94,079 
t 6, 18,975 
FORD MOTOR** .......... 37,024 36,624 42,119 163,383 524,569 585,860 
Ford Division. .............. 28,569 32,063 34,133 130,451 450,283 495,201 
ees 1900 sinc 11,216 40,550 _.......... 141,418 
Ford (Standard) .... 14,685 30,721 20,849 80,667 429,406 328,552 
Thunderbird. ............ 2,085 1,342 2,068 9,234 20,877 25,231 
L-M Division .............. 8,455 3,664 7,986 32,932 59,081 90,659 
CNN os nclaawk eee a ee ESS 22,975 
BOOED: Si sicthcdcetsionis 400 611 405 1,838 10,112 8,015 
Mercury «0.0.0.0... 3,855 3,053 3,899 15,801 48,919 59,669 
GENERAL MOTORS.... 65,545 60,893 68,309 330,002 905,946 1,056,439 
RES eee 5,335 4,533 5,230 24,731 95,188 95,678 
NG a ier 3,360 3,394 3,391 16,725 51,514 54,167 
Chevrolet Division 38,900 33,819 40,797 210,709 497,839 641,318 
IIE scuietnipuiheetie GD cies nein Beet TERS usa 98,983 
Chevrolet (Std.) ...... 34,900 33,819 35,790 182,196 497,839 542,335 
Oldsmobile. .................... 7,650 9,436 7,772 33,228 129,760 125,053 
OI asic bickicclésisisitcvses 10,300 9,711 11,119 44,609 131,695 140,223 
S-P CORP. 
Studebaker _.................. 2,680 3,728 2,643 8,723 56,002 37,196 
Total Cars, U. S.**......134,624 133,243 148,032 653,402 1,817,868 2,170,407 





*Revised. 
**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 






































Week Week Jan, 1 Jan. 1 
Ended Same Ended Total To To 
April 9 Week, April2, Output, Aprilll, April 9, 
1960 1959* 1960* March* 1959* 1960 
CHEVROLET. .................. 8,600 8,664 10,095 45,710 114,354 146,540 
DIAMOND T ................ 60 101 57 238 1,973 879 
IED eeiteshscesasssbecchevunsabane 100 62 129 430 917 1,268 
SUPE ” Sccisssbekstesttonsvesctstte 1,600 1,616 1,449 7,311 25,259 24,845 
EY * Raids cvctasbevcas vintnnees 7,558 6,863 8,388 34,943 94,106 113,220 
RN ieee a ahead 1,960 1,680 2,584 11,498 25,707 34,578 
INTERNATIONAL ...... 2,625 3,558 2,439 12,881 38,341 40,076 
EN Retin nh Bie ssestreidlecns 325 331 319 847 4,963 4,023 
STUDEBAKER. ............. 610 181 532 1,219 4,714 3,549 
IEE + ‘scpatvbeiorsaeisenncesiaesin 415 409 412 1,612 5,332 5,453 
TPE assstcicssednosoceasveate 2,550 2,352 2,534 12,360 33,306 36,262 
MISCELLANEOUS ....... 85 86 86 405 1,125 1,320 
Total Trucks, U. S..... 26,488 25,903 29,024 129,454 350,097 412,013 
Total Cars, Trucks, 
Md Md Ssdnaextacsacidhearcioveect 161,112 159,146 177,056 782,856 2,167,965 2,582,420 
Total Cars, Trucks, 
IS Setiwrisrcrvemiabiod 10,160 10,060 9,719 45,631 129,026 136,662 
Grand Total, 


Cars and Trucks, 
U. S. and Canada....171,272 


*Revised. 


169,206 186,775 


828,487 2,296,991 2,719,082 





Compacts Get 29 Percent... 


Car Output Slumps 
Near Year-Ago Rate 


(Continued from Page 1) 


week, however, was below the rec- 


ord 40,673 Comets, Corvairs, Fal- 
cons, Larks, Ramblers and Valiants 


turned out the previous week. The A 


compacts’ percent-of-industry pen- 
etration the previous week was 27.5 
percent. 
* * * 
Go highlights of assembly 
operations in the U. S. 
week were: 

1, An output of 11,799 Falcons, 
topping the previous high of 11,509 
assemblies during the week ended 
Jan. 30. All four Falcon assembly 
plants—Lorain, O.; Metuchen, N, J.; 


San Jose, Calif., and Kansas City— 


worked six days last week. 


2. An alltime high of 4,200 
Comet assemblies, topping the 
previous high of 3,682 assemblies 
a week earlier. The Comet lines 
at Lorain also worked Saturday 
last week. 

3. An alltime high of 2,085 Thun- 
derbirds built at Wixom, Mich., top- 
ping the former high of 2,068 as- 





Car Output 
IN SID cccecct princes colon sitncustil 653,402 
NE SEES 576,360 
a, A Ea ee y 





semblies the previous week, The 
Wixom plant worked only five days 
last week. 

4, General Motors crossed the 
million level in calendar-year car 
assemblies, The corporation didn’t 
reach that milestone in 1959 until 
the week ended April 25. 

* + * 
Gane played a big part in the 
decline in assembly operations 
last week, . 

Chevrolet had its Corvair plant 
at Willow Run down for two days 
due to a shortage of supplies 
brought about by a strike at a 
foundry plant at Buffalo, Corvair 
and standard-sized car produc- 
tion was halted the entire week 
at Kansas City because of a Fish- 
er Body walkout in that city. 

The result was that standard 
Chevrolet output declined from 
35,790 assemblies a week earlier to 
an estimated 34,900 units last week, 


last 





| while Corvair declined from 5,007 
to 4, 


STRIKE at Chrysler Corp.’s 
assembly plant at Newark, Del., 
closed down assembly operations 
there and threatened to halt Plym- 
outh, Valiant and Dodge Dart pro- 
duction for the entire week, 

That—plus shortened work 
schedules at Chrysler’s St. Louis 
and Los Angeles plants and a 
week-long shutdown of Imperial 
operations in Detroit—cut cor- 
poration assemblies from 23,798 
units a week earlier to an esti- 
mated 17,850 cars last week, 

A breakdown of Chrysler Corp. 
operations showed Dodge, its big- 
gest producer this year, off from 
9,613 assemblies a week earlier to 
7,000 cars last week; Plymouth 





down from 5,057 to 3,200; Valiant 
off from 7,164 to 6,000; Chrysler up 
from 1,488 to 1,500; DeSoto off from 
154 to 150, and Imperial down from 
322 to zero. 
* + ea 
XCEPT for Falcon and Comet, 
the only makers working six 
days last week were Chevrolet at 
St. Louis and Rambler at Kenosha. 
Rambler turned out an estimat- 
ed 11,300 cars last week, compar- 
ed with 10,961 assemblies a week 


earlier. Rambler also has an- 
nounced it is stepping up produc- 
tion 15 percent in the second 
quarter. It set a new high for 
quarterly production in the first 
three months of this year. 

Working only four days last 
week were Studebaker, whose out- 
put rose from 2,643 to 2,680 cars, 
and Oldsmobile, which saw its pro- 
duction decline from 7,772 to 7,650 
units. 

Ford division had its Mahwah 
(N. J.) and Norfolk plants down 
the entire week and its Dearborn 
unit on four days, As a result, out- 
put of Ford standards declined 
from 20,849 to 11,799. 


DuPont Offers 
Antifreeze for 


Year-Round Use 


NEW YORK.—DuPont last week 
announced Telar, an antifreeze and 
antirust coolant which, according 
to the company, need never be 
drained as long as the car’s cooling 
system is functioning properly. 

The company said Telar may be 
left in the radiator the year around 
because its corrosion inhibitors do 
not break down. It also prevents 
galvanic action (electrical cur- 
rents), duPont said, adding that 
this is the chief cause of rust and 
corrosion. 


“Telar is a full-strength coolant,” 
duPont said. “It is not diluted, and 
it works in any water. You install 
it like ordinary antifreeze—just add 
it to water to give the degree of 
antifreeze protection desired.” 


Telar contains a “color check,” 
duPont said. If anything goes 
wrong with the cooling system— 
like a leaky water pump or gasket 
—the solution’s color changes from 
red to yellow to warn the motorist 
before further trouble develops. 





Month’s Auto-Credit Gain 
Is Greatest Since 1955 


WASHINGTON.—The volume of 
auto credit outstanding shot up by 
$109 million in February, wiping 
out the losses incurred in the previ- 
ous two months, the Federal Re- 
serve Board reported. 

The credit total stood at $16,677 
million by the end of February, 
up $2,338 million in the last year. 

The month’s increase was the 
best for any February since 1955 
when auto credit went up by $167 





Model-Run Car Output Up 13 Pet. 


(Continued from Page 1) 


gains over a year ago were Ram- 
bler, up 0.88; Chrysler, up 0.27; 
Thunderbird, up 0.22; Mercury, up 
0.15, and Imperial, up 0.05. 

Losing percent-of-industry 
ground from a year ago were the 
standard-sized Ford, off 6.11; the 
standard-sized Chevrolet, off 5,22; 
Buick, off 2.27; Plymouth, off 1.83; 
Oldsmobile, off 1.30; Edsel, which 
went out of production in Novem- 
ber, off 0.94; DeSoto, off 0.32; Cad- 
illac, off 0.31; Pontiac, off 0.28; 
Studebaker Hawk, off 0.10; Stude- 
baker Lark, off 0.03, and Lincoln, 
off 0.01. 

a cd oe 
IGHLIGHTS of the first six 
months of the 1960 model run 

output was the upsurge in com- 
pact car assemblies. 

The compacts— Comet, Corvair, 
Falcon, Lark, Rambler and Valiant 
—turned out 864,116 cars for 24.4 
percent of total industry output 
this year. 

At the half-way mark in ’59 
model output, Lark and Rambler 
had turned out 285,282 cars. The 
increase was 202.9 percent in nu- 
merical output and a 15.2 per- 
centage-point gain on a percent- 
of-industry basis. 

A breakdown of compact output 
for the first six months of the 
current model run shows Rambler 
with 266,347 assemblies; Falcon 


with 226,890; Corvair with 173,290; 


| Valiant with 91,577; Lark with 88,- 


479, and Comet with 17,533. 
A year ago Rambler had pro- 


Model-Run Output 
"60s vs. 59s 





1960 1959 
Pos. Make Pos. 
1— 739,539 Chevrolet 

(Std.) $12,437— 1 
2— 637,906 Ford 

(Std) 7150,615— 2 
3— 266,347 Rambler 206,740— 6 
4— 226,390 Falcon siitdonb 
5— 216,476 Pontiac 199,100— 7 
6— 206,735 Olds. 222,320— 3 
J— 195,183 Dodge 86,498— 9 
8— 175,857 Plym, 211,261— 5 
9— 173,290 Corvair......... 
10— 160,621 Buick 211,804— 4 
11— 105,275 Mercury 87,832— 8 
12— 91,577 Valiant ......... 
13— 88,479 Lark 78,542—11 
14— 82,376 Cadillac 82,108—10 
15— 46,674 Chrysler 32,695—13 
16— 46,665 T-Bird 34,128—12 
17— 20,224 DeSoto 27,562—15 
18— 19,160 Lincoln  17,106—16 
19— 17,533 Comet ......... 
20— 14,906 Imperial 11,412—17 
21— 2,846 Edsel $1,794—14 
22— 1,647 Studebaker 

Hawk 4,708—18 

3,536,206 Total 3,108,657 
1—1,570,087 GM 1,527,769—1 
2—1,056,275 Ford 921,475—2 
3— 544,421 Chrysler 369,428—3 
4— 266,347 AMC 206,740—4 
5— 90,126 S-P 83,245—5 
3,536,206 Total 3,108,657 





duced 206,749 of the 1959 vintage 
auto, and Lark, 78,542. 
* o* + 

UFFERING the most from the 

introduction of the compacts 
have been the standards—Chevro- 
let, Ford, Plymouth and Studebaker 
Hawk. 

All three plus the Studebaker 
Hawk are below a year ago in 
individual output and the group 
as a whole is off 12.6 percent 
from 1,779,016 assemblies in the 
first half of the 1959 model run to 
1,554,949 units this year. 

This year’s output of standards 
took 44 percent of total] industry 
output, or 7.2 percentage-points off 
the 51.2 percent gained on last 
year’s assemblies. 

a oe +. 
"yes medium group boosted its 
numerical output 7.2 percent 
from 933,733 cars a year ago to 
1,000,699 assemblies this year, but 
its percent-of-industry showing de- 
clined 1.7 points. 

Last year’s 933,733 assemblies 
was good for 30 percent of total 
industry output, while the medi- 
um class was only able to capture 
28.3 percent on the 1,000,699 cars 
built during the first half of the 
current model run. 

In the luxury class, Cadillac, Lin- 
coln and Imperial turned out 116,- 
442 cars this year for 3.3 percent 
of total industry output, This was 
a 44 percent increase over the 
110,626 cars turned out a year ago. 

Last year’s output was good for 
3.6 percent of total industry output, 
resulting in an 0.3 percentage-point 
decline for the highest-priced class. 





Adams, Boyd Get 
New Posts in 


Rambler Sales 


DETROIT.—Appointments of 
Fred W. Adams as sales manager 
of the Automotive Sales Division, 
and V. E Boyd as automotive sales 





Vv. E. Boyd 
operations director have been an- 
nounced by American Motors. 

Adams, advertising and merchan- 
dising director for the past four 
years, will continue to handle those 
activities. His new duties include 
management of field sales, dealer 
development and retail manpower 
development. 

Adams joined the company in 
January, 1955, as Nash advertising 
and merchandising director and 
was named sales manager a year 
later. When all Nash and Hudson 
sales activities were combined in 
July, 1956, he was named to his 
present position. 

In his new position, Boyd will 
supervise the departments of fleet 
sales, parts and service, husiness 
management, budget control and 
auditing. Boyd, formerly field sales 
manager, replaces John W. Rais- 
beck, who has been named assist- 
ant to the president. 


F. W. Adams 


million in the second month. Last 
year, the February rise was $68 
million. 

A drop in credit outstanding on 
other consumer goods more than 
offset the increase in auto debt 
while home repair and personal 
loans increased during the month. 
The overall result was a $50-million 
increase in total installment debt 
during the month to a new total 
of $39,408 million, 

The big boost in auto debt can 
be traced to a sharp increase in the 
volume of auto credit extended dur- 
ing February while debt repayment 
increased only slightly. Auto credit 
extended amounted to $1,427 million 
in February, compared with $1,278 
million in the previous month and 
$1,266 million a year earlier. 

Auto credit repaid in February 
totalled $1,318 million, compared 
with $1,300 million in January 
and $1,198 million in February of 
last year. 

Of the auto credit outstanding on 
Feb. 29, banks had extended $7,371 
million, a gain of $56 million in the 
month and an increase of $1,078 
million in the last year. 

Finance companies had extended 
another $7,342 million, up $37 mil- 
lion in the month and $948 million 
in the last year. 

Other financial institutions held 
$1,374 million of the auto paper, 
$13 million more than at the end 
of January and $231 million more 
than on Feb. 28, 1959. 

Auto dealers held the remaining 
$590 million in auto paper, up $3 
million during the month and a 
gain of $81 million in the last year. 





Order Verdict for Ford 


In Car-Explosion Suit 


BIRMINGHAM, Ala. — A di- 
rected jury verdict for Ford has 
been returned in Federal District 
Court by Judge Seybourn H. 
Lynne. 

Jacob Blizstein had sued Ford 
for $100,000, claiming a car he 
bought was defectively construct- 
ed, He charged negligent con- 
struction caused the automobile 
to explode March 2, 1959, causing 
him to lose work from burns 
received in the accident. 

















62 
Miami Undergoing 
Import Attrition 


Low-Volume Makes 
Seen on Way Out 


(Continued from Page 6) 


population buys according to the 
stock market, which has gone to 
pot. 

“Only a few dealers will handle 
used imports and there is no mar- 
ket. I wish I knew what the 
future will bring.” 

On the other hand, Tony Paigo, 
Paigo Motors (English Ford), says, 
“I don’t believe the import market 
is on the wane, at least for the 
leaders. As far as our line goes, 
we're coasting along very well.” 

“Sure, we give discounts, but with 
volume we’re making money.” 

(Registration figures for Dade 
County show 226 English Fords 
titled in March, compared with 403 
in March a year ago.) 

Paigo Motors handles its own 
trades since, as Paigo says, “there 
is a reluctance dmong used-car 
dealers to handle imports.” 


C. McALLISTER, Monarch 
Motors (Volkswagen), says 
“We are getting full gross and we 
have a ready market for used cars.” 

He said he has a waiting list 
for sedans, but that he manages 
to keep “not too far behind.” 

On the other hand, a 90-day wait 
for Volkswagens is reported by 
Stanley Schultz, Springs Motors. He 
looks for an excellent year, figur- 
ing that sales will depend solely on 
how many cars he receives. 

* * a 

TACEY ROWELL, an old-line 

used-car dealer, had this to say 
about imports: “We always carry 
a few used imports of the better 
makes. The prices are about right 
and there is something of a mar- 

ket for them. 

“By the way, the used-car market 
here is picking up and I look for 
a record in April sales.” 

Roger Dixon, Lehman Motors, 
says frankly that his Volvo and 
Toyopet sales are off and admits 
the new compacts are probably 
the cause. 

Jack Cummings, Bud’s Imported 
Motors (Triumph-S a a b-Borgward- 
Citroen), says the compacts “may 
have” hurt some of these lines but 
that Triumph, essentially a sports 
car, has not suffered. 

“There'll always be a market for 
the imports,” he says. “We've been 
in business five years and have no 
idea of giving up.” 

Year-to-year comparisons for 
March new-car registrations show 
that domestic cars rose from 3,123 
to 3,484. 

In the same period, imports fell 
from 1,002 to 646 (down from 24.3 
percent to 15.6 percent). 





HELP WANTED 


RETAIL SALES MGR. 


Metro New York Chev. dealer needs Sales 
Manager experienced in administering 
supervising men, 
ay. incen- 

nows of 


volume new car sales, 
merchandising used cars. 
tive benefits. Our organization 
this ad. Reply in strict confidence to Box 


1369, c/o Automotive News, Detroit 7. 








HELP WANTED 


GENERAL MANAGERS, sales managers, 
business managers, We have some excel- 
lent openings in all parts of VU. 8S. 
Write for application, No charge for 
inquiry or registration, Executive Place- 
ment Co., 312-A Euclid St., St. Louis 8, 
Missouri. 


OPERATIONS MANAGER and coordina- 
tor, Need capable, energetic and aggres- 
sive man to control coordination of 
service department, body and paint shop, 
parts department, new car pre-delivery 
department and used car reconditioning 


shop for large GM dealer in the Mid- 
west. Will pay top salary for this very 
important position which requires a 


well-experienced man, Write giving age, 
salary desired and a complete resume of 
experience and references, Box 1356, 
c/o Automotive News, Detroit 7. 


GENERAL MANAGER—Large volume au- 
tomotive operation in Florida desires man 
for general managership, Must have 
thorough background in all phases of 
automotive sales and service, ‘Big 
Three’’ experience will be given first con- 
sideration, Excellent salary, compensa- 
tions and benefits. Send complete resume 
and recent photo to Box 1364, c/o Auto- 
motive News, Detroit 7. 


USED CAR SALES MANAGER for Chev- 
rolet dealership in North Carolina, 500 
new, 1,100 used, excellent opportunity. 
Please mail complete resume in first 
letter, All replies held strictly confiden- 
tial, Box 1372, c/o Automotive News, 
Detroit 7. 


WANTED: MALE OFFICE MANAGER, 


experience preferred, Apply 
1660 Gratiot, 


with GM 
Ernie Grissom Chevrolet, 
Mt, Clemens, Michigan, 


DISTRICT MANAGER—leading imported 
distributor, Reasonable salary, company 
benefits including paid vacation, life in- 


surance and hospitalization. Must head- 
quarter Cincinnati, Send brief resume 
with picture. Interviews in Cincinnati. 
Replies confidential. Box 1373, c/o Auto- 
motive News, Detroit 7. 


WANTED: Experienced service manager 
to handle parts and service in Buick 
dealership in small town in Eastern 
North Carolina. If interested write Box 
1349, c/o Automotive News, Detroit 7. 





AUTOMOBILE DIRECT MAIL CONCERN: 
Owner follow-up plan, sales representa- 
tives—-$7,000 plus to start. Several open- 
ings, exclusive territory. Excellent future. 
Box 1350, c/o Automotive News, De- 
troit 7. 





ASSISTANT PARTS MANAGER for the 
largest Ford Parts Department in South- 
ern California, Advancement assured to 
the right man due to our affiliations. 
Must have experience in large volume 
Ford dealerships and have ability to 
train men. Box 1380, c/o Automotive 
News, Detroit 7. 


oo Se ae ea 





SALESMAN 


Now Selling to General Motors 
and Chrysler Corp. 
Dealers. 


Add a brand new money-maker to your line. 
This will not compete with anything you now 
sell and has never been offered to dealers be- 
fore. You have nothing to buy. Write giving 
your present line and the territory you cover. 
Increase your income without effort, write to 
Box 1378, c/o Automotive News, Detroit 7. 


———" [ee eae ea 





HELP WANTED 






who have been successful in the fields 


SALES MANAGER 


For Large Importer of British Automobiles 
In Southern California 


The successful applicant will be experienced in developing and organizing the 
activities of zone representatives, in establishing and maintaining standards of 
Dealer performance and in Dealer retail activities. 
Dealer accounting practices, co-operative advertising and will have originated, 
developed and given effect to sales promotions and Dealer incentive programs. 


Experience in the imported car industry is not essential, but a good working 
background with one of the major domestic products will be an asset. This is 
an opportunity for a man of proven and mature judgment who is’ probably 
presently employed in a senior executive position, and who has shown his 
ability to distinguish between effective action and speculative planning. 


The position is salaried and commissionable, and only applications from those 


A brief resume should be directed to Box No. 1379, c/o Automotive 
News, Detroit 7. All replies will be held in strict confidence. 












He will be familiar with 
























indicated will be entertained. 







HELP WANTED 





GENERAL 
SALES MANAGER 


Automobile, for large Delaware Valley Deal- 
ership. Excellent salary plus profit sharing 
plan. Your reply will be confidential but don't 
answer this ad unless: 


1. You are willing to wait for a 
while your background 
investigated. 


2. You have the ability and desire to 
hire, train and enthuse salesmen. 


reply 
is thoroughly 


3. You have the desire and drive to earn 
over $25,000 per year. 


4. You are capable of eventually becoming 
General Manager. Address replies to: 


Box 1370 c/o Automotive News, Detroit 7. 





GENERAL OR SALES MANAGEMENT, 
preferably small town, Want small deal- 
ership that needs hard work and con- 
centrated selling effort, Have ability and 


energy, 15 years’ varied selling experi- 
ence, five years’ automobile, now with 
small dealer, Starting salary secondary 


to opportunity, Box 1357, c/o Automo- 
tive News, Detroit 7. 


GENERAL MANAGER, capable of operat- 
ing and managing complete operation of 
larger dealerships, Are you in need of a 
qualified manager who can meet all your 
requirements as to character and ability 
and run your agency to make money? 
Will relocate, Box 1358, c/o Automotive 
News, Detroit 7. 


WANT TO RETIRE? Experienced, capable 
operator, who can manage your dealer- 
ship completely, would prefer buy-in 
agreement after ability is proven. Have 
managed every department of a dealer- 
ship and have been a dealer for 12 years. 
Prefer 250 to 500 car deal, can furnish 
excellent references as to character and 
ability. Non-drinker. Would come to your 
dealership for interview. Reply Box 
1359, c/o Automotive News, Detroit 7. 


CONTROLLER-BUSINESS MANAGER, 16 
years’ automotive experience domestic 
and imported cars, extensive internal 
auditing and public accounting back- 
ground, excellent knowledge of taxes, 
inventory and expense control, financial 
and legal matters of all kinds, warehous- 
ing and importation of foreign cars, 
qualified as loan officer in finance com- 
pany, Presently employed—Southern Cal- 
ifornia area only, Box 1360, c/o Auto- 
motive News, Detroit 7. 


GENERAL SALES MANAGER available 
for large dealership that needs a top 
level manager, Will build a large, hard- 
hitting sales force, supervise recondition- 
ing, increase gross profit—in short— 
manage your complete sales operation 
and put it on a money making basis. If 
you are not looking for top management, 
don't answer this ad, Box 1361, c/o 
Automotive News, Detroit 7. 


EXECUTIVE PLACEMENT has available 
for immediate interview, a general man- 
ager with the following qualifications: Age 
39, married, one child, college graduate, 
former dealer with dynamic personality 
who understands completely every phase 
of dealership operation—parts, service, 
office procedure. Has remarkable and 
outstanding flair for sound promotion 
and sales, tremendously successful rec- 
ord of sales team organization, very 
profit minded in every department, For- 
mer manager of $250,000 per year profit 
dealership. and has perfect reason for 
change, Background check and former 
employer have highest praise for ability, 
honesty, integrity and work habits. 
States he fits in perfectly and could 
assume complete control without upset- 
ting present employes and policies, Can 
invest, but prefers to remain a worker. 
If you want a terrific assistant, who 
would be an asset to your organization. 
wire or write for complete resume and 
recommendations. No obligation to you. 
All replies confidential, Executive Place- 
ment Co., 312-A Euclid St., St. Louis 8, 
Missouri. 

PARTS MANAGER—15 years’ experience 
in all phases of domestic and German 
export car volume operations, 37 years 





old, happily married, excellent health. 
Write Box 1362, c/o Automotive News, 
Detroit 7. 


NATIONAL AND REGIONAL level experi- 
ence in retail salesmen recruiting and 
training (have own tried and _ tested 
program) — merchandising, sales promo- 
tion and dealer development, Experience 
in both foreign and domestic car fields. 
Age 47, married, and have an outstand- 
ing achievement record. Box 1363, c/o 

Automotive News, Detroit 7. 
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POSITION WANTED 


EXECUTIVE PLACEMENT has available 
for immediate interview, record break- 
ing, profit minded general sales manager. 
Knows used car values, merchandising, 
trading practices of quality type, Former 
employer, says he’s one of the best and 
has ability plus. Has excellent reason for 
change. Good team man, and will accept 
direction without question, Age 39, mar- 
ried, college. Wire or write for complete 
resume. No obligation to you, Executive 
Placement Co., 312-A Euclid St., St. 
Louis 8, Missouri. 


SERVICE MANAGER with demonstrated 
ability for improving all phases of dealer 
service operation, Age 35, married, excel- 
lent physical condition, better than aver- 
age education, high rating on vocational 
tests, technical and modern management 
practices training, Ability to analyze, or- 
ganize, deputize and supervise proved 
and supported by references, Operations 
with large potentia! monthly sales in 
multiple dealer city preferred, Box 1338, 
c/o Automotive News, Detroit 7. 


TRUCK MANAGER wishes to relocate; 20 


years’ heavy duty field, 12 years’ in 
present location, Can also qualify as 
used car manager or assistant sales man- 
ager. Married, best references, Invite in- 
vestigation, Box 1340, c/o Automotive 
News, Detroit 7, 


GENERAL MANAGER — Chevrolet only. 
Current successful record of heavy busi- 
ness management experience with top 
multi-point dealer, Now ready to step 
up, Family man, age 38, has valuable 
contribution for 450-700 p.p, Chevrolet 
dealership, probably well established but 
with a profit problem, Background as- 
sures successful, maximum operation of 
all departments, Not a hot-shot, but a 
believer in sound customer relations, Ob- 
ject—ultimate buy-in, Prefer hotly com- 
petitive N, Y. C, suburban area. Will re- 
locate for outstanding opportunity, Box 
1341, c/o Automotive News, Detroit 7. 

$8,000 TO INVEST. Five years’ experience 
managing own Ford dealership. College 
education. Want buy-in opportunity in 
Ford-Chevrolet deal. Work as general or 
sales manager. Box 1353, c/o Automotive 
News, Detroit 7. 


SERVICE MANAGER—24 years’ experi- 
ence in General Motors and Ford serv- 
icing—service manager past 14 years. 
Excellent customer and factory relations, 
good service promoter. Will relocate— 
immediately. Box 1351, c/o Automotive 
News, Detroit 7. : 


OFFICE MANAGER: Thorough knowledge 
all phases GM _ accounting, wholesale 
and retail financing, receivables and 
payables, controls, credit extension, Six- 
teen years Michigan GM dealership in 
service, parts and office, Desire career 
opportunity, Available late April or early 
May. Box 1374, c/o Automotive News, 
Detroit 7. 


SERVICE MANAGER, thoroughly experi- 
enced all phases modern service manage- 
ment, including follow up systems, cus- 
tomer relations, estimating, diagnosing, 
new and used car procedures, Top refer- 
ences, Available immediately, Chicago or 
suburban location preferred. Box 1375, 
c/o Automotive News, Detroit 7. 


EXPERIENCED MACK TRUCK salesman 
would like to relocate. Resume furnished. 
Write Box 1339, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS AVAILABLE 


WELL ESTABLISHED DEALERSHIP, 
franchised by Ford Motor Company, sell- 
ing the imported English Ford line cars 
and trucks. Seventh largest dealership in 
the U. 8S. A., ultra-modern facilities. Will 
sell at a fair price. Large parts and 
service department, also no problem with 
used cars, they sell as fast as traded. 
Long established and good, fine clientele. 
Located in Delaware Valley, Central New 
Jersey. Reason for selling, health. Write 
Box 1376, c/o Automotive News, De- 
troit 7. , 





OPPORTUNITY PLUS! 


Small, growing foreign car franchise for sale 
—nine years old. Two popular makes of cars. 
Full complement of tools, parts, equipment 
and two factory trained mechanics. Very small 





investment. Contact Bromley Imports, Glens 
Falls, N. Y. 2-7680. 
FORT LAUDERDALE, FLORIDA. Doc- 


tor’s orders! Says I’ve got to fish and 
play golf more. Well established (since 
1952) profitable Willys-Foreign Car deal- 
er franchise for all Broward County— 
fastest growing area in nation, No used 
cars or receivables to buy. $25,000 will 
handle parts inventory and equipment 
plus low new vehicle inventory, Oppor- 
tunity to live and work and raise your 
family in the finest climate anywhere. 
Contact owner at 1812 So, Andrews Ave. 


or phone JA 32-0042. 

HANDLING RY—good po- 
tential, Ohio. Factory ap- 
proval req 1881, c/o Automo- 
tive Newn 5 

ESTA RSHIP handling 
Old Cadillac, GMC trucks in 


Piedmont " Section of North Carolina. 


Trade 75,000, Will require approxi- 
mately 5,000 to handle. Box 1365, 
c/o Automotive News, Detroit 7. 





DEALERSHIPS WANTED 


4 ““WHEELS’”’ 


Looking For a Go 


77 years’ combined, highly success- 
ful wholesale, retail automobile 
experience. 

USED CARS—28 years' wholesale, 
retail buying—"Anchor Man.” 
NEW CARS—24 years’ retail selling, 
— management, general man- 

“The Doer." 

WHOLESALE — 14 years’ General 
Motors Zone, all phases of sales— 
“Idea Man.” 

OFFICE MANAGEMENT—11 years’ 
$4 million annual sales volume 

deal—"Penny Pincher." 


$30,000 to Invest 


If other interests are robbing your deal of 
that personal 10-12 hour daily, hard-hitting 
leadership of a and sales and profits 
are a little sick—If your franchise is GM, 
P.P. is 700 units or more, a manager's adden- 
dum on a buy-out basis could be the answer. 
Drop four enthusiasts a card, Box 1371, c/o 
Automotive News, Detroit 7. 


DEALERSHIP HANDLING RAMBLER, 
located in Central Illinois town 25,000 
population, 100 new car sales in ‘59, No 
real estate to buy, your investment re- 
turned in one year, Due to health must 
sell at once. Terms if desired. Box 1366, 
c/o Automotive News, Detroit 7, 








EX-DEALER AND SERVICE MANAGER 
partnership would like to buy-in or buy- 
out established, smaller GM deal, East- 
ern United States or Northwest preferred. 


Confidences respected, Box 1367, c/o 
Automotive News, Detroit 7. 
AUTOMOBILE ACCOUNTANT, capable 


general or sales manager, wishes to buy 
up to 50% ownership in agency, Con- 
necticut only, Fully experienced all oper- 
ations. Box 1368, c/o Automotive News, 
Detroit 7. 


GM, FORD, RAMBLER — Midwest, Pay 
your price, some blue sky, for profitable 
deal or Cadillac dual, Factory approval. 
Cash, Box 1344, c/o Automotive News, 
Detroit 7, 


FORD OR CHEVROLET franchise wanted 
New York state or east coast. J. Rotella, 
Camillus, New York. 


CHEVROLET DEALERSHIP in metropoli- 
tan area, or in large, single deal town. 
Factory approval assured, Replies will be 





kept confidential. Reply Box 1382, c/o 
Automotive News, Detroit 7. 
DEALER SERVICES 
1960 Auto Costs! 
Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 1960 


American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide. Order your 
‘60 edition today for only $l0—three year 
subscription $18 (including all supplements). 


AUTO COSTS, paw Publishing Company, 


erty, N. Y. 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


For Buy/Sell Agreements, Annual rhe 
5, 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 

AUTOMOTIVE INVENTORY & APPRAISAL CO. 

10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 











MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 








CARS FOR SALE 





AVIS OF TEXAS 


1958-59 Chevrolets, Fords 
and Ramblers 
Best Cars—Lowest Prices 


DON HOUSEWRIGHT 
RI 8-701! 




















USED TAXICAB SALE 
1959 CHEVROLETS, FORDS, PLYMOUTHS 
1958 FORDS AND PL 


YMOUTHS 
Standards and “S350 Prices start at 
















All cars in A-1 condition. Call-write-wire 
EMKAY MOTORS 

1046 Bedford Ave., Brooklyn 5, N. Y. 

M. Karlin UL 7-0651 
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CARS FOR SALE 












FOR SALE! 
Good, Serviceable Used 


TAXICABS 


THE WORLD'S LARGEST TAXI- 
CAB DEALER offers for sale 
used taxicabs at prices that 
must interest you. 

We make available to you 
large or small quantities of 
used FORD taxicabs as well 
as other makes, 1958 and 1959 
models. 

We put you in direct touch 
with the owner-operator of 
these cabs, and make no 
charge for our service. Thus 
any middieman's profits are 
eliminated. 

These cabs are now in ac- 
tual operation. They are not 
out of service rusting away 
on a lot. They are in good 
running condition, as demand- 
ed by the strict regulations 
of the New York City Hack 
Bureau. 

Exporters, too, will find this 
offer of interest! 

Write, Wire or Phone 
King Ford Motors, Inc. 


935 BRUCKNER BOULEVARD 
oma 59, aS Y. 





1960’s 
Most makes and models — 
mileage on most below 4,500. 


1959’s 


Limited number of following: 
Cadillac Sedan de Ville and 
convertibles, Olds Super 88, 
Holiday hardtop with air, 
Ford convertible and wagons. 
Rambler Super 4-door sedan, 
Renault Dauphine Sedan. 


Olin's U. Drive 


2830 N. E. 2nd Avenue 
Florida 
Gene Brett FRanklin 1-6591 


1958-’59-"60 
VOLKSWAGENS 



















NEW — USED 
from 


$900 to $1,375 


Delivered by the Oldest 




























Exporters of European Cars 


Also MERCEDES - OPELS 
MGS - BENTLEYS - ROLLS- 
ROYCE - CLASSIC CARS 


RUDI ARONS International 
Agencies GmbH. 

Neue Rabenstr. 32 
HAMBURG, GERMANY 
Phone 44 15 21 
Cable addr.: RARONS 


AVIS OF TEXAS 


Cadillac Limousines 
Clean—Fully Equipped—Low Mileage 
Don Housewright 












































1960 
VOLKSWAGENS 


Equipped with leatherette interiors, tool 
kits, mileage speedometers, heaters, 
ASI windshields, turn signals, bumper 
rails, outside mirrors, wired for sealed 
beams. 






















1960 
VOLKSWAGENS 


Immediate Delivery 
America's Largest 


TOD-0-CAR, INC. 


ALL AMERICANIZED 


* 
On Hand at Two Locations: 
1415 HAINES. STREET, PHILADELPHIA 26, PA. 
PHONE: WAverly 7-3500 


DARLINGTON, SOUTH CAROLINA 
CLANTON'S AUTO AUCTION 
PHONE: EXpress 3-2861 


WE NEED FOR RETAIL 
1954-"55."56-'57-'58 
VOLKSWAGENS 


Will Pay Top $— Any Quantity — Anywhere 
WaAverly 7-3500, Philadelphia 






DIRECT SHIPMENT TO 
ANY U. S. A. PORT 





Dallas Ri 8-701) 








Our prices will be quoted to you in- 
cluding cost, freight, insurance, customs 
duty and excise taxes paid. 


For Best Prices and Details 
Write, wire, phone 


U. N. COMMERCIAL CORP. 
277 Clinton Ave. Newark, New Jersey 
ESsex 1-2880 


Volkswagens 
1960 Models 


Immediate Delivery — Cars 
on Hand. Fully American- 
ized. ASI windshields, leath- 
erette upholstery, double 
bumpers, directional signals, 
















all models. 


Wholesale To The Trade 


Call or write: 


LAINE MOTORS 


711 Springfield Ave. 
Newark, N. J. 
ESsex 2-9698 
ESsex 4-3141 





BUY IN MIAMI 
1959 and 1960 Models 


RAMBLERS @ CORVAIRS @ FALCONS 
FORDS @ CHEVROLETS @ BUICKS 
PONTIACS @ CADILLACS 


Hardtops and Convertibles, Low 
Mileage, Clean Cars. Delivery ar- 
ranged. 


Morse Auto Rentals, Inc. 


7726 N. E, Second Ave. Miami 38, Florida 
Plaza 7-2425 


CARS WANTED 


WANTED—ROLLS-ROYCE and BENTLEY 
motor cars—Any year or type—‘‘Largest 
official retailer in U. 8S. A.’’ Messrs. 
Schaler & Waters, 2000 North Meridian 
St., Indianapolis 2, Indiana, WA 6-1334, 


CADILLAC LIMOUSINES—NEED CLEAN 
’56, '57 and ’58s. Franz Ridgway, BEl- 
mont 4-6611, 2836 N. E. Sandy, Portland 
12, Oregon. 


PARTS FOR SALE 


LLOYD PARTS NEEDED? Available for 
ALL models, Immediate delivery of fac- 
tory-tested parts guaranteed, Call or 
send your parts order to: Octavia Mo- 
tors, Inc., Authorized Lloyd Parts Dis- 
tributor, 5069 Broadway, New York 34, 
N, Y, Williams 2-5000. 


BMW PARTS AND ACCESSORIES for 
Isetta .‘‘300,’’ ‘‘600,’’ ‘‘700.’’ Contact 
your nearest distributor or sole U, 8S. 
importer, Fadex Commercial Corp., Na- 
tional Parts Center, 421 East 91st St., 
New York 28, N, Y, TRafalgar 6-7010. 








For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 





CARS FOR SALE 


















clean used cars! 
you need ’em— 


HERTZ 


has ’em! 


All in top shape, clean and sharp —real bell ringers! 
Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts! 


AUTOMOTIVE BULB #1034, price $14.00 
per hundred; 67 bulb $7.00 per hundred; 
57 bulb $5.50 per hundred—packed 10 
to box. Postage prepaid, Acme Sales Co., 
Box 949, Camden 5, New Jersey. 












CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 







LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000, 





LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention: Jim Hope. 


eee PARTS WANTED 








WANTED—CHRYSLER product power 
steering pumps to be rebuilt. 1955 to 
1960 models. Any quantity. Wallace L. 
Buck Co., Inc., 1829 Randolph 8t., Los 
Angeles 1, California. 


ACCESSORIES FOR SALE 












New Name Brand 


Custom Auto Radios 
Transistor Powered 


You name it, we’ve got it—in fast-selling colors — 
equipped with power steering, R & H, automatic trans- 
mission, many with power brakes — the works! 








1957-60 
1959-60 
1958-59 
1957-59 
1957-59 
1957-58 
WRITE FOR COMPLETE LISTING 

Mail and phone orders. 

Fast C.0.D, shipments. 


HYMIE'S 
“Serving the trade for 35 years." 
86-12 Bay Parkway Brooklyn, N. Y. 
co 6-1190 


Low mileage 1959 models are now available at Hertz 
offices across the country. 


CALL YOUR LOCAL HERTZ OFFICE TODAY 


or 
contact : 















Mr. I. E. Spatig, Hertz Car Leasing Division, 
125 N. Wabash, Chicago 4, Il., Tel. DE 2-0420 












DUAL AUXILIARY ACCELERATOR. 


ICE CREAM TRUCKS, Good Humor re- 


FOR SALE—One automobile turn table 


ANTIQUE, CLASSIC CARS FOR SALE 








FORD 4 Cyl. Since 1939" 
Canadian Distribytors 
eee . Fi Wheels Ltd. rive Wheels 
1907 Roadster with Jump Seat—Museum 599 Yon . St, (Western) Ltd. 
or Show Piece. Runs—New 30x3 tires. Toronto, 525 Main > 


Come see or make offer. 








Balance your used car inventory at 





BUILD A FAVORABLE IMAGE — sell 


ANTIQUE FORDS and parts wanted. 


1,000 BUSINESS CARDS—Raised letters, 


cea ee 


MISCELLANEOUS 


The NEW and 
SUPERIOR 


ACOESSORIES FOR SALE 
EAI ET I TE OS TE: 
NEW CUSTOM 
AUTO RADIOS 
TOP BRAND NAME 
TRANSISTOR POWERED 













ree GOUNNEE ED wunis se odevs puash sbeoy $38.95 
ee nore ag Receaeeteeeseieene 23 

- e B 
1957-59 Plymo PB* . 37.95 & 
Were7 Boose Pee. 23] BLUE © CHIP 
1958-59 Rambler PB* ......... «+ 32.9 
1959-60 Chevrolet PB* . 37.9 
1959-60 Chevrolet Sig Seek.* ........... 43.95 - 
es = a pb ont svenscedesupeenee aa 

SS een ; 

ee $3%|] WITH LUBRICATED 
3-4 Sa bes. w dn edvagershaqebeus oa AUTOMATIC BRAKE 
1958-60 Rambler Amer. Manual ......-. 37.95 & BRAKE CABLE 
* With Fader control for rear seat speaker. 
6x9 Rear Seat Speaker Kit, complete... 3.95 LEADS IN SALES eee 





COMPLETE LINE OF CAR RADIOS 
IN STOCK AT ALL TIMES 


Rego Park Radio 


46-25 58th Street, Woodside 77, New York 
TWining 9-855 
Terms: COD, FOB Woodside, New York 


VALUE AND... 
PERFORMANCE 


Dealers’ List Price...... e+ ee+ $69.80 
Dealers’ Special Discount 25%. 17.45 


Dealers’ Net with 4 Standard 


plus 2 Lage Adapter Clamps. $52.35 
Federal Excise Tax Included 


® 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 

















Completely adjustable for the speed you 
want and releases automatically, Guar- 
anteed. Fits all cars, pickups“and most 
trucks, List $8.95, Lehner Co., Ness 
City, Kansas. 


TRUCKS WANTED 








frigerated type preferred—new or used. 
Can use any amount. Write or wire full 







—. Box 1354, c/o Automotive News, Action 
troit 7. 
Four Clamp Hook-Up 
SHOP BQUIFMENT FOS GALS Dealers’ List Price........ ... $59.80 





Dealers’ Special Discount 25%. 14.95 


Dealers’ Net with 4 Standard 


lus 2 Large Adapter Clamps. $44.85 
m adel Excise’ Tax included 


Liberal Quantity Discounts 
To Distributors 


” Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 






used for approximately three years—in 
excellent condition with 12 portable posts 
in chrome with 80 feet of Black Velour 
rope in order to rope off display. All of 
this equipment is in excellent condition— 
original cost $1,252.00, may be purchased 
for $500.00 FOB point of origin. If in- 
terested write to Box 1377, c/o Auto- 
motive News, Detroit 7, Michigan listing 
your telephone number and you will be 
contacted. 















OLD TIMER 












CORLETTE-MANAGUN 
MOTORS, INC. 


TUCKER AUTOMOBILE FACTORY LIT- 
ERATURE, pictures, etc, Collectors 


items, $1.00 bill postpaid. Moore’s 
Johnstown, N. Y. Hobby, 16 W, Fulton, Grand Rapids, 
Michigan. 


TOP HEAVY 


WITH NON-SELLERS? ANTIQUE CAR 


PHOTOGRAPHS 


Do you need black and white or color 

antique cars to illus- 
trate your printed material? We have a 
file featuring many early and rare 


auto auctions listed on Page 50. 


makes dating back to 1892. 
When in this area visit our display of 
75 authentically restored antique cars. 


CAR and CARRIAGE 
CARAVAN 


LURAY CAVERNS, VIRGINIA 


IDEAS 


advantages of doing business with your 
firm with newsy newspaper column I 
write for you weekly, Write Edward 
Fiske Co., 2 Depot Plaza, White Plains, 
New York. 


MISCELLANEOUS 





for 1903 through 1912 Fords— 
bodies, lamps, radiators, rears, 
tops or components, Eight 


Parts 
Motors, 
carburetors, 
blade fan for 1909, Parts cars or com- 
plete Fords of this vintage, Donald Hess, 
Route #1, Hanover, Pennsylvania, 


SEE PAGE 50 
for the nation's 
TOP AUTO AUCTIONS 


$3.49 P. P. D. Samples available, L-D 
Press, 534 State, Hammond, Indiana, 











New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [J 


All Other Countries — One Year $13 [[] or Two Years $22 [J 
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Want your Valiant ad page seen more times by hotter 
prospects? In ‘The Saturday Evening Post your ad page 1s 
seen more times by larger families with money to buy 
than in any other general weekly. Families who own one 
car. l'wo cars. More cars! ‘These people , 
are buyers—not tire kickers. ‘hey’re 
one more reason you get more mile- 
age from an ad page in the Post! 


THE INFLUENTIALS’ MAGAZINE 





